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THRUSH FLOW CONTROL SYSTEM. 
ANTICIPATES OUTSIDE WEATHER CHANGES , 


Now Thcwsh Flow Coutrel Sestenn 6 commlete fer overr ich ~+ end mens com: 
Radiant Heat Control operates both by room/and water temperatures, and maintains radiator 
temperatures which provide sufficient radiant heat at all times to entirely prevent the con- 

dition known as “cold 70.” Let us tell you more about it. 


Thrush Flow Control System is the simplest and most dépendable means of forced 
circulation control ever devised. Only one Flow Control Valve is used. Easy to in- 
stall on old or new plants. On new work the reduction in pipe sizes completely off- 
sets the cost of Thrush Equipment. You will increase your business and make better 
friends by installing and recommending the complete Thrush Flow Control System. 








a ' MAIL COUPON FOR MORE INFORMATION TODAY! 
we. H. A. THRUSH & CO., BOX 459 , PERU, IND. 
’ Please tell us more about the complete Thrush Flow Control System. 
NAME si a 


ADDRESS oe 
CITY | STATE. —- 
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with VOGEL CLOSETS 


= your “toughest” customers, those 





who are always looking for trouble, cannot 
find fault with Y@GEL Number Ten and Ten-A 
Closets. VYQGEL Closets perform so economi- 







cally and dependably, and require so few 





repairs even under hardest use and abuse, 














Vogel Number Ten— For comfort that they leave no Ca use for complaint. 


stations, schools, semi-public and 
public places. 


Make sure of your profit ~j—~ ; 
and make sure of your : 
customers by recommend- 
ing YQGEL Number Ten 


and Ten-A Closets when- 





ever possible. 


Vogel Number Five Closet— For instoll- 


JOSEPH A. VOGEL COMPANY sition in mitis ond Factories. Durable ond 


economical. Can be made semi-frost 


Wilmington, Del. - St. Louis, Mo. proof, by use of Number One Valve 


VOGEL Products . 














Vogel Number Ten-A—Same as the 
Vogel Number Ten, except tank is 
concealed behind wall. 
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® Don’t grumble and fume about the damage done to 
piping and sheet metal work by rust and corrosion, and 
then do nothing about it. Stop paying tribute to these 
racketeers by spending just a little more for defense as did 
this western packing company. 

The engineers who designed the air conditioning unit 
realized that they needed a better-than-ordinary material 
for coil piping subject to sodium chloride brine — and, 
having had previous experience with Toncan Copper 
Molybdenum Iron, they used this corrosion-resisting alloy 
for both piping and sheet metal work — and thus insured 
long life and low maintenance cost for the installation. 

For ordinary service, you'll find nothing better than 
Republic steel or copper-bearing steel pipe and sheets — 
long recognized for their high quality, uniformity and 
dependability. For more severe service, use Toncan Iron. 
And for the finest work or where conditions are unusually 
severe, use Enduro Stainless Steel. Write for full information. 
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When COP-R-LOY pioneered 
the first pipe made of copper al- 
loyed steel it set up a new stand- 
ard in quality and durability. It 
did more than that—it estab- 
lished a new economy in service 
costs for both the plumber and 
the owner. That was nine years 
ago... and, today, the wide ac- 
ceptance of COP-R-LOY is re- 
flected in the fact that leading 
distributors carry full stocks 
of tubular goods made of 
COP-R-LOY (black and galva- 
nized) in all standard sizes. For 
whatever project you have in 
hand, specify genuine Wheeling 
COP-R-LOY by name—lIt’s 
Wheeling Steel. Wheeling Steel 
Corporation, Wheeling, West Va. 
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All sizes and types of Whitaker Range Boilers and Spe- 
cial Tanks are obtainable through your regular source 
of supply. Made of COP-R-LOY and sold only through 
recognized jobbers of plumbing and heating supplies. 
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AIR 
CONDITIONING 


IS A | 


year round business — 


WITH 


Delco-Frigidaire 


e Here is a Franchise backed by General 





oA oe - . 
cc LON + 
. ote 
al v 7 - : ” 
- ’ _ ss 
-“? ad ° . 








Motors...that not only offers great profits 





to enterprising dealers soday...but of much 





more importance, offers a soundly growing 


year round business with a definite future. 





A Preview of what Delco-Frigidaire is doing to help its dealers in 1937 
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YOU SELL 














The 1937 Delco-Frigidaire ad- 
i and selling drive 1s the 


vertisil 
pow erful ever 


largest and most 


Jaunched 1n the heating and air 


conditioning fields. National 
— Home magazines— 
Newsp: noe Business papers 


Architects’ papers— Builders 
S Promotion mate- 


mave azine S 


papers—* Sale 


rial and Direct by Mail. Every 
prospect in your territory will be 
Delco- 


bombarded with the 
e story shroughout the year 


Selling Power ! Further 
have the Dekco- 


Frigidair 





He re 1S 
proof that 7f pays to 
Frig ridaire Franchise. 
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AUTOMATIC 
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TING, COOLING AND CONDITION 
ING OF AIR 
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Dealer Plan for 1937 


A Franchise! orth Investicating 
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An organization backed by General Motors... Most complete 


line of equipment, priced right...Widespread public acceptance 


... Greatest advertising and sales promotion in the industry. 


Air Conditioning, as ““Products of 
General Motors’’ develop it, is a vear 
‘round matter—automatic heating and 
conditioning in winter—automatic cool- 
ing and conditioning in summer. 

To automatic heating Delco-krigid- 
aire brings the vast experience of 
General Motors in building more de- 
vices for the combustion of liquid fuels 
than any other organization. 

To automatic cooling Delco-Frigid- 
aire brings the experience of General 
Motors in developing Freon (the safe, 
new Cooling Fluid), the Coils, and the 
Compressors on which all modern air 
conditioning is based. 

Out of this experience comes the 
present Delco-Frigidaire line of equip- 
ment and the Deko-Frigidaire Franchise. 
There are splendid profit possibilities 
right now in this Franchise. An exam- 
ination of a few of the products will 
show this. 


A Complete Line 
of Heating Products 


The Delco Oil Burner is the fastest- 
selling oil burner on the market...the 
1936 leader of the industry. And 1937 
models offer still more opportunity for 
its dealers...a line for homes of any 
size, at drastically lower prices. 

The new Delco Automatic Furnaces 
( Boiler-Burner U nits) for steam, vapor, 
and hot water systems, gas or oil, come 
in new smaller sizes at lower prices than 
ever before. 


And for warm air systems the Delco 





gas and oil Conditionairs bring heating 
PLUS air conditioning to homes of any 
size. 

A new Delco Water Heater for gas 
or oil rounds out the line of heating 
equipment, increases the size of your 


average sale. 


A Complete Line 
for Air Conditioning, too 


Cooling? There are more Frigidaire 
Electric Room Coolers in use than a// 
ather makes combined, and the new models 
offer even greater proft possibilities 
than last year’s sensational success. 

[In the held of air conditioning Delco- 
Frigidaire again jumps the field with 
Controlled-Cost Air Conditioning... a 
plan for selling air conditioning on a 
sensible business basis that will appeal 
to your Customers. 


Future Possibilities 
Are Still Greater 


Yes, the Delco-Frigidaire Franchise 

offers marvelous opportunities today. 

But the sound, intelligent business man, 

the sort of partner whom Delco-Frig- 

idaire wishes to have on the hring line 
.. is building for the future, too. 

To him, Delco-Frigidaire offers a 
line of products covering the held com- 
pletely, backed by an organization that 
has proven its ability to take its dealers 
to the top. 

There’s still room for a few business 
men of this sort in the Delco-Frigidaire 
picture. Inquiry is cordially invited. 


9 





Compare any other 
Franchise with these 


5 
DELCO - FRIGIDAIRE 
ADVANTAGES 


| The power of the name Genera/ 
Voter: 
of Creneral 


tr) the top. 


‘ and the proven record 


Motor 


in taking its dealers 


a \ complete line of heating and cool- 
offering such 
thie ‘Thin- Mix 
Fuel Control and ‘‘Control/ed-Cost’* Air 


Conditioning. 


a ing equipment. . 


proven sales arguments a 


ht product at prices Ocom- 


— 
i\alié nééd bé Jost. 


} Accepted national leader hip and 
wa wide pread publi ‘ ‘entan - 


mce} lid ¢ 


a petitive that we 


+ Dominant ind convineing advertis- 
« ing and ale promotion that tells a 
‘ ompetitive Story Aoth nationally and 
locally. 


if rile jor POT ¢ linmyor mralion 


about this great kranchise 











MAIL COUPON TODAY 


City and State 


' 

| 

Del o-] rigidaire ( onditioning Divi on 
, Cseneral Motors Sale Corporation 

1 Dayton, Ohio— Dept. DE.3 

! , 

| lam interested in vour Franchise Please 
] end me complete mrormation at once 
| 

| 

| Name 

! 

i Address... 

| 

| 

| 


Dae GiGhibeneies en anemen enebesenesanebebeneenendl 
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HYDRANTS 
have to stand 





An outdoor hydrant has to be on the job twenty-four hours of every day — and is expected to 
give trouble-free service for many years. Kupferle Hydrants, of freeze-proof construction, have 
a proven record of making good on the job. When hydrants have to stand the gaff of outdoors, 
be safe — specify ‘‘Kupferle’”’. 

























This is the eighty-first year of con- 
tinuous and successful operation 
of the Kupferle Foundry. 


Parts for every hydrant we have 
ever made are obtainable. A 
Kupferle hydrant will never be 
an orphan. 





And quality is certainly proven 
in use. We have records of Kup- 
ferle hydrants still good today 
that have been in continuous use 
for fifty years or more. 


Send for Descriptive Lists of Yard 
Hydrants — Wall Hydrants — Street 
Washers — FIRE HYDRANTS — 
Cast iron PLUMBING SPECIALTIES 


JOHNC.KUPFERLE 


FOUNDRY CO. 
St. Lous 
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ENERAL Electric has made it 

possible for you to earn sub- 
stantial profits through the sale of 
G-E Oil Furnaces (and G-E Gas 
Furnaces). This is called the 
“Gold Wrench Plan” because #¢ 
brings you clear profits without in- 
vestment or service expense. 


This is really a straight profit- 
sharing arrangement between you 
and the local General Electric Oil 
Furnace dealer. And here’s the 
way it works: 


You have a customer that 
wants a General Electric Oil 
(or Gas) Furnace. You notify 
the G-E dealer who delivers 
the furnace to your job. You 


Plenty of it for you 
in the “GOLD WRENCH PLAN” 


DOMESTIC ENGINEERING 


install it. He sets the burner 

head, makes the final tests, 

and services permanently. 
That’s all there is to it! You 
make a sweet profit on the job 
without investing a nickel. And 
you are relieved of all the respon- 
sibility for service. 

Should you want the dealer to 
make the sale, that’s in the plan, 
too. His selling force, experience 
and engineering resources are 
completely back of you. 

Propositions like this don’t 
come along every day, so work 
fast. Mail the coupon today or, 
better still, get in touch with the 
local General Electric Oil Fur- 
nace dealer. 
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GENERAL ELECTRIC CO., Air Conditioning Dept. 
Div. 31116, Bloomfield, New Jersey 

Please send me. without cost or obligation, full 
details on your “Gold Wrench Plan” of profit- 
sharing. Also copies of booklets describing the G-I 
Oil Furnace and the G-E Gas Furnace. 


Name..... , ae ; ee 


Street Address... 


Ce RE. c coesneanetoues ne yy 


GENERAL “) ELECTRIC OIL FURNACE 
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the Anthracite Industry's program 


will bring Aeggec w the 


HEATING 


oe of heating plant modernization jobs, 
thousands of new anthracite heating equipment 
installations will be made as a result of the powerful 
promotion program by the anthracite industry. 

In addition to dominating newspaper advertising 
in the major anthracite markets, this vigorous sales 
program includes the cooperation of all of the sales 
organizations of the leading anthracite producers, 
thousands of retail coal dealers, equipment manu- 
facturers and their dealers. 

Added to this intensive effort, Anthracite Indus- 
tries field representatives—trained heating men—are 
constantly contacting not only all of these organiza- 
tions, but also architects, builders and consumers. 

You can get your share of this business by letting 
your customers and prospects know that you are 


GONTRAGCTOR 





prepared to install anthracite equipment. Work 
with the coal dealers in your territory. They can 
give you many profitable leads, for they get into 
their customers’ cellars and they know the condi- 
tions of the heating plants. 


Plumbing and heating contrac- 
tors are the first to benefit from 
the increased business this pro- 
gram is creating because they 
make these anthracite heating 
equipment installations. 





The field representatives of Anthracite Industries. 
Inc., will work with you in every way to help you 
take advantage of this program. Ask for any help 
you need. Anthracite Industries, Inc., Chrysler 
Building, New York. 


Cfenna ylvanta 





ANTHRACITE 


COAL 
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ete cf ONE beg Gftotiiinsily for 


SALES AND PROFITS 








The census shows that more than one-third of all homes 
have no water heating facilities 


More than half the homes have no facilities for a con- 
stant supply of hot water 


Fisure this out for your community—half the homes are 
prospects for anthracite water heaters with regulators 


In one medium sized American city an organized drive 
put anthracite water heaters in 66% of all the homes 





HE ANTHRACITE INDUSTRY is starting an organ- 
I ized drive to sell anthracite tank heaters to thou- 
sands of homes. 


Salesmen of all anthracite coal companies, sales- 
men for heating equipment manufacturers, and 
thousands of retail coal dealers are cooperating. 


Make sure that you get your share of this business. 
Here’s how: 


Concentrate on anthracite tank heaters equipped 
with regulators. Today, an anthracite tank heater 
of ample capacity, equipped with an inexpensive 
regulator, gives service and convenience unheard 
before. That is why so many more are being pur- 
chased than ever before. 


Your prospects will be quick to appreciate the 
automatic regulation that keeps constant hot water 
always on tap; that keeps the fire burning at the 
needed rate with so little attention that many cel- 
lar trips are eliminated. 





All of this is at 14 the cost of comparable hot 


, nthracite tank heater with , 
water supply with any other fuel. One type of modern ant e tank heater with one of the 


f seins ; several available types of regulators. These keep water always 
Here is a real chance to get worthwhile immediate hot, always clean, with practically no attention from the owner. 
business. Ask for any help you need. Anthracite In- 


dustries, Inc., Chrysler Building, New York. RIAU ERA 5 gO 
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Issued Monthly by The Chicago Faucet Co., 2700-22 N. Crawford Ave., Chicago, III. 





All parts of Chicago Faucets subject to wear are incorporated in a stand- 
ardized, removable, interchangeable operating unit and are as easily 
renewable as an electric light bulb. 


Monel Metal has played an increas- 


4 ¥ ingly important part in the construe- 
-_ tion of Chicago Faucets until now 
the lower stem, seat, washer retainer 
and end nut—all the moving parts 
actually operating in water —are 
a - Monel Metal. 
abou Yuk 








is Monel Metal 


sllustration, 


Every Part Se A oN , 
that moves in water ‘—= 2 yee 


> by the “4 ron , ae 
see , ‘ > ee ne ‘ ry. , 
“4 ane surges through an op : ne ae RCs Ihe fact that the stem, seat, washer re- 
n Wa . ati un Fg 
erating EK ° —— . 
OP. ig Monel [eae ray tainer and end nut of every Chicago Faucet 


whe 

Chicago ; 
—_— art it . P <i0 erp ee 2 - Sa te ask: ° ° 

ie c nay carry if — — PRES i, Tee: operating unit are Monel Metal -—the 
wie al. Oil -¥ sca € Pa vt x 7" + IM tee As : “ > 

lime, grit, boils harm the oe Cages A nthe Vente Se strongest, toughest, most abrasion-resistant 
Ikali, but these won : See 7 “Ste = ge 

AlmRat*s 


is ard, 
Monel Metal 15 har< 
; resistant. Matter 


softer metals yon ; ee ere es pose—is not apparent to your customers 
The wire | unless you point it out to them. These 


Faucet 
contacts 15 


sand, 


material mechanically feasible for this pur- 
faucet. 
tough and acid : 
; abrade 
at will @ 
tha affect Monel. 
drawing effect ot anger 
. 7 ‘ore it. n i ; 7 tar kt 5 : ‘ . - . 
readily sco arts of a Chicago a eet ae nC oon eh girs = “hidden features’ a ar. 
Monel Metal part oh ise a ) gy 


: ‘an freedom from many pe fee Ae Se the: maak aah ha Faucets super nable tl : 

a am tend the PB a8 ie bp ei 3 aucets superior—enaDdie them to out 
the troubles which om OK ne he WAY cas heat ase 

ot - ; 


a — cets. # - tat pe ast a” oe os ae ae o. ‘ . : 4 . . “7° So 
of tnSon of ordinary fauc Bere gt Shoo Baa « ee distance all others in serviceability, reli 


won't will not 


the | ee Me Monel Metal parts comprise one of the 





ability and freedom from trouble. This 
extensive use of Monel Metal is exclusive 
with Chicago Faucets. 


CHICAGO FAUCET 


Last as Long as the Building 


Every plumber should carry Chicago Faucets in stock—should be familiar with their 
features, and sell them on the basis of their superior quality to property owners inter- 
ested in making their faucet dollars go farthest. It is important to use Chicago Faucet 
repair parts—the only way to be sure of getting Monel. 
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FINANCING SERVICE FOR MANUFACTURERS, DISTRIBUTORS AND DEALERS THROUGH 1 
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ET READY for a big buying year in 
1937. A country that thought it was 
flat on its back is now very much back on 


its feet and going places. 


Well up in the list of intended purchases are 


refrigerators, automatic heaters, radios, 
appliances that promise to be the targets of 


mass-buying on the deferred payment plan. 


With Commercial Credit Company financ- 
ing you can be sure of closing a higher 
proportion of sales. Intensive national ad- 
vertising is telling millions of buyers the ad- 
vantages of Commercial Credit Company’s 








COMMERCIAL CREDIT COMPANY FINANCING 


liberal terms and low cost. Buyers have 
confidence in the integrity and reliability 
of the time payment plans of this twenty- 
five year old nationally known service. 


Commercial Credit Company service gives 
dealers fullest protection against loss from 
failure to complete payments. An experi- 
enced, smooth working credit investigation 
and collection system, operated through 
178 local offices in principal cities of the 
United States and Canada assures you the 
cream of the business, prompt remittances, 
and freedom to concentrate on your sales. 


COMMERCIAL CREDIT COMPANY 


COMMERCIAL BANKERS 
CONSOLIDATEO CAPITAL 





HEADQUARTERS: BALTIMORE 
AND SURPLUS $60,000,000 





March, 1937 


18 OFFICES IN THE UNITED STATES AND CANADA 
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FOR YOU TO GET INTO THE 
AIR CONDITIONING BUSINESS 














@ Gar Wood residential winter air 
conditioning equipment is now so com- 
pletely standardized that it can be 
successfully sold and installed by any- 
one with little more shop equipment 
than that required for oil burner service. 

There’s no “engineering” to be done, 
because it’s been done for you in the 
Gar Wood “Engineering Standards’ — 
a book of tables so simple that only the 
most elementary multiplication and 
addition are required to duplicate results 
of Gar Wood branches and dealers all 
over the nation. And there’s no duct 
fabrication or tin smithing. Standard- 
ized duct parts are fabricated and sold 
out of Gar Wood factory branches. You 
erect them on the job with a few simple 
tools. Complex, “‘tailor-made” trunk 
lines are eliminated. 

When you install a Gar Wood system 
you can depend upon the results. Years 
of laboratory tests and thousands of 
actual installations have taken the 
guesswork out of Gar Wood air condi- 
tioning. 

lt is 100 per cent direct-fired winter 
air conditioning. That means heating, 








humidification, circulation and filtering 
for every room in the house. 

Owners’ enthusiasm for Gar Wood 
air conditioning is tremendous. They 
say that fuel costs are less than coal. 
It’s no wonder that the Gar Wood 
Tempered-Aire system is FIRST* in 
country-wide sales and it is the easiest 
to start selling! 





HERE’S THE COMPLETE 
GAR WOOD LINE 


TEMPERED-AIRE 
Gas and Oil Fired Complete Winter 
Air Conditioning Systems. 
SPLIT-SYSTEM 
for Radiant Heat and Air Conditioning. 
BOILER-BURNER UNITS 
for Hot Water or Steam Radiation. 
COMMERCIAL WATER HEATERS 
for Buildings and Apartments. 
AIR CIRCULATORS 
for Homes, Stores and Offices. 


HOUSEHOLD WATER HEATERS 
both Storage and Coil types. 
CONVERSION OIL BURNERS 

for all types of home heating plants. 


GAR WOOD AIR-DUX 
Pre-built dutt systems. 











*Highes!t percentage of total 1936 direct-fired unit sales in 42 Key Markets. 





= Visit our Booth at the Oil Burner Show at 


Philadelphia or send coupon. 








, g Division 
ir Condition" TRIES, Inc- 
a AR WOOD ae peel ichigo" 


Address — 





. State 
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BLUE COAL JOINS HANDS 
WITH PLUMBERS AND 
HEATING CONTRACTORS! 


In Sensational Sales Drive On New Automatic 
Tank Heater Regulator 


es | 
Sold through You it offers a | 


Two-Way Profit. 40% on the 
Sale Plus Profit on Installation 


Gives More Abundant, Cleaner 
Hot Water For Less Money! 














«> <7 ——> <— =F —_—_ —_ — 


@ The ‘blue coal’ Hot Water Regulator is an item that 
will prove exceptionally satisfactory to your customers. 
It is an amazing device, quickly and simply installed 
upon any type tank heater in use. The installation 
guarantees to the user a degree of convenience com- 
petitive with any other type of equipment. This feature 
plus the reputation of anthracite burning tank heaters 
for economy and safety, will greatly increase your sales 
of all equipment required for hot water service in- 
stallations such as heaters, storage tanks, piping, etc. 


i 





icc Fe ZIFF st eoeomUhC—_ ST 


Everybody a Red-Hot Prospect — Special Advertising to Sell It! 
Your prime prospects are those who now coal’ Hot Water Regulator through the heat- 
own tank heaters. Also every new sale should ing and plumbing trade conforms to the 
include a regulator. D. L. & W. Coal Company’s policy of market- 
The sales and advertising campaign is com- ing equipment through established channels 
plete. It has been planned from the viewpoint of distribution. 
of heating and plumbing contractors. It brings We urge vou to see this regulator at the local 
to you the valuable ‘blue coal’ name estab- ‘blue coal’ dealer’s office (listed in the where- 
lished in the minds of the public through six to-buy-it section of your local telephone di- 
years of radio and newspaper advertising. The rectory), but order from your regular jobber. 
sponsorship of the D. L. & W. Coal Company List price $4.50 f.o.b. Pottsville, Pennsylvania, I 
and the Glen Alden Coal Company—largest _ retail price $7.50, plus installation. Place your 
producers of quality Pennsylvania anthracite wen now and tie-in with this campaign for 
—also adds prestige. Distribution of the ‘blue large profits and satisfied customers. 


‘blue coal? recut 


THE DELAWARE, LACKAWANNA & WESTERN COAL CO,, 120 BROADWAY, N.Y. C. 
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@ When the plumber or steamfitter makes a joint witha - 8 fF . © x Be S & 3 2 : 
STREAMLINE Fitting and Copper Pipe, there is no doubt in his |= co BEitgektsHt 

mind that it is perfectly tight — he doesn't have to wonder about it 
he knows that it is absolutely leak and vibration-proof. He knows 
from experience that it is EFFICIENCY PLUS for the job in hand. 


Consider STREAMLINE Copper Pipe and Solder Fittings for your 
next piping job. Remember there is nothing so efficient for water, 
steam or vapor systems as Copper Pipe—and Copper Pipe con- 
nected with the smoothly recessed uniform water-way of the 


STREAMLINE Fitting. 


in addition to its non-rusting, non-clogging qualities and its con- 
stantly uniform conducting area, Copper Pipe actually delivers Py) 
the heating element to the radiators quicker and with less heat + - | i q 
loss than its corresponding size in other pipe. Radiators gain ie 

their maximum efficiency in keeping the building comfortably 

heated. 


Of the several complaints the building owner may have, one of 
his “pet peeves’ is that certain rooms or apartments in the build- 
ing cannot be evenly and comfortably heated. This state of affairs 
is mostly traceable to loss of heat through internal corrosion and 
flow restriction. An installation of STREAMLINE Copper Pipe and 
Solder Fittings eliminates the lag in heating systems. 


Remember too, the STREAMLINE Fitting is a cast bronze fitting — 
rigid and strong. The pipe openings are machined to accurate 
capillary fit for the pipe—and more than that they stay perfectly 
round and retain their proper tolerance even when subjected fo 
the intense heat required when the higher melting point solders 
ore used. In short, they make ao more positive, workmanlike job, 
more satisfactory for you to use, and eminently more satisfactory 
for the finished installation. 











STREAMLINE Copper Pipe is not commercial copper pipe. It is a 
greatly improved product of uniform diameter and consistently oo 
close tolerance. pa Bw / 


STREAMLINE Solder Fittings are manufactured in sizes from 4" to 
12" inclusive, and in a complete range of reductions in tees and 
elbows. You connect directly to the smaller or larger pipe lines 
without the use of adapters with their additional expense both for 
moterial and labor. A BETTER JOB-—-A LESS EXPENSIVE JOB— 
AND A MORE WORKMANLIKE JOB. 


Use STREAMLINE Copper Pipe, connect it with STREAMLINE Fittings 


ALWAYS. 
Manufactured in Canada Under License by 
CANADA WIRE &@ CABLE CO. LTD., TORONTO, CANADA 


STREAMLINE 


PAT. OFFICE 


COPPER PIPE AND Siarincs 
BING STREAMLINE 
WEAUNG AB 


aud AIR CONDITIONING ¥ 
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NEW...HIGHLY EFFICIENT © 
_... INSTANTANEOUS... 

TANKLESS ...ALL COPPER | 
... HOT WATER HEATER | 


by 
GERSTEIN & COOPER. 

















































Cross Section Detail of Gerstein 
& Cooper Tankless Water Heater 
—showing All Copper Tank and 
Coils. eavy Insulation and 
Lead Coated Steel Jacket. 





L a a! 


A REVELATION IN SCIENTIFIC WATER HEATING 
FOR AUTOMATICALLY FIRED SYSTEMS 


eof A REAL PROFIT MAKER FOR YOU 


7 As installed on 
ee Feo Rustless Hot Water at Lowest Cost is now made instantly available 
| ag | with the new GERSTEIN & COOPER TANKLESS WATER HEATER 
sz ... the Quickest in Recovery, the most efficient hot water unit you 
ever installed. 
This all-year-round water heater is for installation on automatically 
fired, coal, oil, or gas burning boilers for Dwellings, Schools, Apart- 
ment Houses, Institutions, Restaurants, Industrial Plants, etc... . 
opening up new opportunities for profits. 
The Gerstein & Cooper Water Heater is a ruggedly built, practical 
heater which rated conservatively will deliver 360 gallons of hot 
water per hour. It maintains low operating cost the year round— 
requires no attention—wastes no fuel. 
The shell is heavy gauge copper, electrically welded and thoroughly 
——— Jin, insulated on top—bottom—and sides with mineral wool. Copper 
Ags: Tew Sag aataals tubing is silver-brazed to bronze headers. There are no threaded 
es or ground joints which might cause leakage. The jacket is of lead- 
coated steel. The unit is constructed to resist rust ... and give 
satisfaction for years. Outside casing is finished in red, green or 
blue Lacquer. 
This heater will be available to the trade only through Selected, 
Recognized Distributors, and will reach the consumer only through 
established channels. 
Heating, Plumbing, and Automatic Heating Contractors should 
send for details on this profitable sales builder at once. Inter- 
ested Wholesalers should write today for full details about 
Distributor franchise. 
In fine quality and excellence of workmanship this unit is compar- 
able with other products for which Gerstein & Cooper are noted, 
such as All Copper and Copper Silicon Alloy Boilers, Tanks and 
Storage Heaters. 


Re ; 
i - 
; : 
‘ 
| , * 
' 2 
. As 
: 
: : es 
' : 
' ¥ 
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As installed on 
STEAM BOILER 





As installed on 
SECTIONAL STEAM 
BOILER 





GERSTEIN & COOPER CO. 
SOUTH BOSTt N. MASSACHUSETTS 


Oli ita. mtames ls ae Geta and Ba een tela .. 
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In thousands of homes, people will soon be 
saying, “I’m glad I waited for Neuvogue!”’ 


For today, Crane Newvogue fixtures are ready 


for delivery—ready to satisfy the tremendous 
public demand created during the months 
when these history-making products were 
being carefully developed. 

Today, Crane Newvogue fixtures can bring 


ENGINEERING 


March, 1937 





YOU a bigger share of bathroom profits. 

Capitalize on the great interest and enthu- 
siasm that Neavogwe has built up! Our Display 
Rooms in many leading cities are already 
showing Newvogue fixtures—orders are being 
accepted, deliveries being made. Write NOW 
for illustrated literature describing Neavogue 
bathroom fixtures in detail. “. 
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fey Ke) 1 te) ees eee) wane §=What your Customers want 


NEUVOGUE FIXTURES NEUVOGUE HAS 


NEUVOGUE Your customers are looking tor some- 
LAVATORY thing new and different in bathroom 
fixtures. Crane Neuvogue is unlike any- 

seer, Somemarculet thing they have ever seen before. . 
bowl... more shelf 
space .. . unified 
‘finger tip’’ control 
on supply and waste 

in integral panel. 








They want greater beauty — and 
Neuvogue creates an entirely new con- 
ception of bathroom lov eliness. 

They want authentic styling—and 
Neuvogue fixtures were designed by 
Henry Dreyfuss, world-famous de- 
signer. 

They want up-to-the-minute con- 
veniences—and Crane provides new 
type “finger-tip’’ controls on supply 
and drain; and other features which 
again prove Crane leadership. 





They want the assurance of lasting 
value—and Crane, with its unequaled 
reputation for quality and its policy of 

NEUVOGUE BATH building every part of every product, 
tae | gives them that assurance in fullest 
straighter sides ... flatter bottom ... convenient seat measure. 
on broadened edge of tub _. . unusual, “sculptured” Crane Neuvogxe fixtures are only one 

decorative treatment. evidence of what Crane is doing to 
help you make more money. Complete 
details are contained in the Crane 7- 
Point Plan for "37. Have you seen it? 





 Cneee p! STEP UP YOUR PROFITS BY USING 
: THE CRANE 7-POINT PLAN FOR ‘37 


Unified close-coupled 
bowl andtank...con- 
cealed piping .. . 
hygienically designed 
seat...graceful, sym- 
metrical lines. 





This year, Crane offers you a market- 
tested program to help you get more 
business at a profit. It's the Crane 7- 
Point Plan for ’37—the most complete 
plan in the plumbing and heating in- 
dustry. You owe it to yourself to have 
the details of this plan. Write us for 
complete information, or consult your 
nearest branch. 


ICRANE: 


CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVENUE, CHICAGO, ILL. 


Branches and Sales Offi es in One Hundred and Sixty Cities 


VALVES, FITTINGS, FABRICATED PIPE, PUMPS, PLUMBING AND HEATING MATERIAL 











Furnace . 
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See the New Ouiet May Burner 
.New Low-priced Heat-an-Aire 
Conditioner.. New Direct-Fired 


scored one scoop after another, with a 

record of major achievement in burner 

design and construction. Check them 
off: Streamlining ... The Gerotor Pump... 
The Jewelled Atomizer ...TherMAYlator... 
EconoMAY Inserts ... Tankless Domestic Hot 
Water... The Heat-an-Aire Conditioner. 


Now ... for 1937 ... Quiet May comes through 
again... this time with sensational new equip- 
ment and sales promotion innovations that 
will bring Quiet May to thousands of burner 
prospects, and bring thousands of burner pros- 
pects to Quiet May dealers. 


Mn Year after year, May Oil Burner has 


This is going to be the biggest Quiet May year 
since the oil burner industry was an infant. 
It's in the air. You've heard plenty of rumors 
about it. You're going to see plenty of action. 


QUIET MAY 


GOES TO TOWN 
See tor Yourselt at the pang sees _— 


wy Sod See i 


New Oil Furnace 
....Lhe Cruising Show Room 


You'll see a line that has everything. You'll 
see a price range that fits every one. You'll 
probably hear it said we couldn't price Quiet 
May units so low unless we cheapened them. 
You can discount that. Quiet May is better 
than ever. It has always been “Rolls Royce in 
a Tiffany setting”. It always will be. 


We'll say just this. If you haven't read the new 
franchise you'd better take a look. 


The Quiet May franchise is for first rate, re- 
sponsible business men. It’s a “natural” for 
them. It’s the squarest, most business-like 
agreement they ever put pen to. It has got to 
mean money to them or it can’t mean money 
to us. To date, in every case it has clicked with 
the kind of dealer we want. Dealer opportuni- 
ties still available in open and inadequately 
covered territories. 


MAY OIL BURNER CORPORATION, Baltimore, Maryland 
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The Roy Bard residence, Winnetka, Ill. Ralph Huzagh, Architect, 
Dougherty Bros., Heating Contractors. A complete Modine “split 
system" air conditioning installation. Interior view shows bath 
room with Modine Recessed Convector. 





See Modine representative for information on Convectors or Air Con- 
ditioning. Write for Bulletin 1236 ... see our catalog in Sweets. 


MODINE MANUFACTURING COMPANY 


1722 RACINE ST. RACINE, WIS. 
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HEATING, COOLIN AND AIR CONDITIONING EQUIPMENT FOR DOMESTIC, COMMERCIAL AND INDUSTRIAL APPLICATIONS 


CONVECTORS 


a “natural” with 


SPLIT SYSTEM 
AIR CONDITIONING 


® In air conditioning, heating is the most im- 
portant single factor. Because of its superior 
efficiency, flexibility, control and lasting econ- 
omy, far-sighted contractors are using the split 
system—a combination of steam (or hot water) 
direct heating with air conditioning . . . with 
some of the rooms being heated by conditioned 
air and others by Modine Convectors. 


The split system with Modine Convectors is 
a natural for the contractor—both from the 
angle of profits and customer satisfaction. Made 
of enduring copper rather than cast iron, 
Modine Convectors are more quickly and 
evenly responsive to thermostatic control 

far cleaner, faster heating and more economical 


of fuel. 


With hot water systems, Modine superiority is 
most evident. Only Modine makes a convector 
specifically designed for hot water ... the ratio 
of prime surface to secondary surface being 


l to 4. 


Built into the wall, a convector saves floor 
space. Details of Modine design are most care- 
fully worked out to this end, while preserving 
utmost ease of installation. 


An important virtue of Modine Convectors is 
their gentle circulation of room air—helping to 
distribute humidity from conditioned to non- 
conditioned rooms—and bridging periods of 
non-operation of the air conditioner. 


And the new Modine Convectors offer the home 
owner outstandingly beautiful enclosures, and 
grille designs in almost endless variety, to har- 
monize perfectly with the style, period and 
color scheme of the decorations and appoint- 
ments of even the finest rooms. 


Modine offers four types of enclosures: Con- 
cealed (plaster front, in-the-wall-type); Re- 
cessed (sheet metal front, in-the-wall-type) : 


Floor Cabinet: Wall Cabinet. 
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DROP FORGED 


ALL ALLOY STEEL gg 
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MAKERS AND DEVELOPERS 
OF QUALITY PIPE WRENCHES 
FOR 50 YEARS 











i 
o” TRIMO 
Ne! ALLOY 


PIPE WRENCH 

MADE NTIQ@ELY ’ 
HEAT TREATEDO 
“eome MOLYRORSUM 


STEEL ALLOYS 





Look for the Red 
Tag attached to 
every TRIMO 









LAVATORY COMBINATION 


Mueller Lavatory Combinations have long been 
noted for their beauty of design as well as for their 
mechanical superiority. Made in many types, you 
will find a Mueller Lavatory Combination that will 
fit into any plumbing layout. The combination 
shown, H-3611 with pop up drain, has 4 arm metal 
indexed handles, metal escutcheons, metal parts 
chromium plated and can be had with long or short 
spout. 





SINK FAUCETS Mueller sink faucets have 


een the accepted equip- 
ment in most of the new 
and 
are usually chosen for mod- 
ernization work. Mueller en- 
gineers have lavished much 
time and effort to produce 
The 
great variety of styles from 
which to choose will assure 
you of a most efficient in- 


plumbing _ installations 


this outstanding line. 





H-1171 stallation. 


Up Drain. 





, 
7 2 Do not make the mis- answer many require- 
Nasa take of installing a ments. Be sure of com- 
poorly made, flimsy plete satisfaction and 
H-7180 trap—they are expen- trouble-free performance 
sive in the long run. by specifying Mueller 


plumbing materials. 


Mueller traps are formed by the special 
Mueller bending process from I! gauge 
tubing with smooth interiors, fully an- 
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Pr POP-UP DRAINS 


There is nothing more 

y _ important to the success 
anil TRAPS of the modern plumbing 
installation than the Pop 
Mueller has 
improved this type of 
equipment to the point 
of perfection. Here, too, 
there are many styles to 


H-3611 





H-3678 


nealed. MUELLER Co. Decatur, Hl. 





MUELLER 
PLUMBING 
SPECIALTIES 


DEPENDABLE SINCE 1857 























USE THIS COUPON 


Dept. B. 
Mueller Co., Decatur, Ill. 


Gentlemen: 
Please send me complete information 
covering Mueller plumbing specialties. 


Name 
Address 
City 
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For complete 
x xwernkereke rk 


air conditioning 





you need 


ALL FIVE PHASES 
kk kk * 





Ye HUMIDIFYING air for purityandoptimum  &% DEHUMIDIFYING equipment has been 
health or product levels is a major phase __ specified for years by the country’s foremost 
of Trane specialization in air conditioning. _ specialists in drying. 
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%& HEATING equipment, systems, traps and 
valves have earned a substantial place in 


planning any full or partial air conditioning 
installation. 
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ein the & bee ess i coorins 
| < Seteae | e This new advertising repro- 
duced at the left is the first of a 
series of advertisements designed 
to feature the importance of the 
contractor, the engineer and the 
architect to the rapidly growing 
business of air conditioning. 
Trane experience in the five 
principal fields of air condition- 
ing offers an opportunity to any 
heating or plumbing contractor 
to supplement his own special 
training with the assistance of 
the Trane technical staff located 
in the 63 principal cities of the 


United Srates 





prnumipier ine 
Q " t GROW WITH 
$16 
a anes. = TRANE! 
rae TRANE COM , rou wet 
connrtionrns © THE TRANE COMPANY 
LA CROSSE, WISCONSIN 














¥& COOLING and Direct Expansion Coils 
are found in thousands of satisfactory instal- 
lations, ranging the entire gamut of air con- 
ditioning application. 


¥ VENTILATING. Air-tempering for health 
and comfort has brought Trane special ven- 
tilating equipment into contact with every 
form of ventilating problem. 
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The HAMPTON. A low-cost fixture with 
high-class features. Enameled cast metal. 
4” wide shelf has 72 square inches of space. 


~~ eee oo rere 


FOUR KOHLER “SHELF-BACKS” TO START 


YOUR SPRING DRIVE TO NEW PROFITS! 






March to town on a lavatory shelf! These four Kohler “Shelf-backs” are grand 
sales-makers. There’s one of enameled cast iron to interest the modest buyer. 
Another of vitreous china for narrow bathrooms and Lavettes. Still another 
vitreous china styled for the medium and better class residences and apartments. 
Then, there’s the dental lavatory ... a “fourth” fixture for the home bathroom. 
Some of these models are on legs. Others are wall hanging. Some are available 
both ways. 

See how smart, how sturdy, how solidly dependable all these “Shelf-backs” 
are. How alike in new beauty of design, in famed Kohler quality. Their all-around 
utility is bound to impress home builders and home renovators. And each faith- 
fully matches other Kohler fixtures—in strength, in grace, in character. Assures 
—in combination with them—a “matched” Kohler bathroom. 

Stock the Kohler “Shelf-backs”—and stick to the Kohler line! You'll make 
it a Spring of more sales ... more customers . . . more profits. For further details, 
write to Kohler Co. Founded 1873. Kohler, Wis. Shipping Point, Sheboygan, Wis. 


USE KOHLER FITTINGS ON ALL KOHLER FIXTURES 








The GRAMERCY. Vitreous 
china ‘‘Shelf-back.’’ 4'4” wide 
shelf. Metal legs. Available 
also in wall hanging and vit- 
reous china center leg styles. 









The STRAND. Only 15” wide. A 
Space-conserver for cramped 
quarters. Vitreous china. 
The shelf is 334” wide. Wall 
hanging, or on metal legs. 


The WALCOT. For brushing 
teeth in the home bathroom. 
Vitreous china. 3'4” wide 
shelf. Your big chance to sel! 
four fixtures instead of three. 


KOHLEROFKOHLER 


PLANNED PLUMBING AND 





HEATING 
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Hurry! Hurry! Hurry! Prepare NOW for rapidly 












increasing sales of Deming Water Systems. You can 
meet every demand for a shallow or deep well 
water system with the right capacity at the right 
price! e As for FEATURES... features that mean 


better performance, better endurance and OUT- 








STANDING VALUES... just check these under 


each illustration. e Write today... NOW!... for 









a complete description of the popular and profit- FIGURE 2090 


“MARVEL” WATER SYSTEM 
An outstanding value in Shallow Well Water Systems! New 
" ; ; - ane Aw vache oo tli ler Bear. 
All Aboar-r-r-d for Profit Town with Deming! combination air and vacuum chambe r; Timken Ro ler E ear 
¢ ings on crankshaft. Ball bearings on crank end of connecting 

rod. Rubber cushions between pump and sub-base. These and 
many more features insure QUIET operation!... EFFICIENT 
performance!...and LONG LIFE! Capacities: from 275 to 
600 gallons per hour. 


able line of Deming Water Systems. We repeat: 






















FIG. 1062 
“OIUIL-RITE” 
FOR DEEP 






FIG. 562 





















FIG. 2895 “WORM-DRIVE™ 
“DU PLE x’ FOR DEEP 
FOR SHALLOW WELLS 


WELLS 













Pump mounted on rubber cush- Timken Roller Bearings. Drop Hardened steel worm. Phosphor Heavy duty construction. Helical 

tons. Noiseless in operation. Forged Crankshaft. Quiet in op- bronze worm gear. Ball bearings cut gears. Force feed lubrication. 

epulsion-induction motor. eration. Stainless steel aibanaodh. on crankshaft; all parts fully enclos- Separate discharge casting. 
he ; 





ty: 250 gallons per hour. Cap.: 500 to 1800 gals. per 


ed. Cap.: 105 to 1140 gals. per hr. Cap.: 105 to 3600 gals. per hr 
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TANUFACTURERS OF DEPENDABLE PUMPS AND WATER SYSTEMS SINCE 1880 
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Cut yourself a 


A great, new burner market is open. The “ 


SEE our 
exhibit of 
the latestin 


Equipment Booth 
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pioneering has been done—the road is 
clear—results are certain. The magic 
word, AIR CONDITIONING, has opened 
the door to this vast new sales opportunity. 
Reach out and get your share of this busi- 


ness. Cut yourself a piece of pie! 


Homebuilders and homeowners are 
waiting for you to tell them of the mani- 
fold advantages of modern, “Split-System” 
air conditioning, provided by your burner 
and the Fitzgibbons Boiler-Air Condi- 


tioner. Don’t wait—do it now! Cut your- 


self a piece of pie! 
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SELL 
YOUR 





*“Split-System™ 
Air Conditioning +AURNER 
; + 


424-426 National 
Oil Burner and 
Air Conditioning Exposition 
Philadelphia, March 15 to 19th. 





Why 


7 


FITZGIBBON 


Look ahead a few years. With the equip- 
ment now available, nothing can prevent 
Air Conditioning from being the rule, not 
the exception, in the American home. Put 
your burner into this picture — CUT 


YOURSELF A PIECE OF PIE! 
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SELL “Split-System’ 
AIR CONDITIONING 


as provided by a unit which gives filtered, tempered, 
humidified, circulated AIR for selected rooms, econom- 





ical steel boiler radiator HEAT for other rooms (such 
as kitchen, bath, garage) and YEAR-ROUND HOT 
WATER SUPPLY with no storage tank or other out- 
side accessory. This is the modern “Split-System,” 
now available in the Fitzgibbons Boiler-Air Condi- 
tioner. 


YO U R B U R he E Re belongs inside the 


beautifully enameled jacket of the Fitzgibbons Boiler- 
Air Conditioner, where it becomes an integral part of a 
unit which will grace the most tastefully planned 
basement. 


START SELLING NOW! Arm yourself with com- 
plete information on the Fitzgibbons Boiler-Air Con- 
ditioner. Take the first step—WRITE US TODAY, 
for the Fitzgibbons Dealer Franchise. 


Fitzgibbons Boiler Company, Inc. 


GENERAL OFFICES: 
ARCHITECTS BLDG., 101 PARK AVE., NEW YORK, N. Y. 
Works: OSWEGO, N. Y. 
BRANCHES AND REPRESENTATIVES IN PRINCIPAL CITIES 


BOILER— 
AIR CONDITIONER 























DETROIT | UBRICATOR COMPANY 
5900 TRUMBULL AVENUE ¢ DETROIT, MICHIGAN 
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AIR CONDITIONING 
CONTROL , 


DOMESTIC ENGINEERING 
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Here are three new guides to help you in the planning 
and selection of control equipment for Heating, Cool- 
ing, Humidification and Dehumidification. These 
bulletins have been written to show clearly the func- 
tions and operation of control equipment for all of 
the customary types of domestic and commercial air 
conditioning systems—not to sell any one type of sys- 
tem or control. 








They deal wiih the principles involved and the results 
to be accomplished. They show how to plan a given 
job economically and to avoid subsequent trouble 
and servicing. They are offered primarily for the pur- 
pose of promoting air conditioning at large. 


The coupon will bring your copies to you promptly 
until the supply is exhausted. 


DETROIT LUBRICATOR COMPANY Deot. | 
5900 TRUMBULL AVENUE, DETROIT, MICHIGAN 

Please forward Bulletins 83, 84 and 90, 

dealing with air conditioning control 


NAME 


NEW YORK, N.Y.—40 West 40th 
St. * CHICAGO, ILL. —816 South 
Michigon Ave. 


, Canadion Representative — Rail- 
IN," way and Engineering Specialties 


— Ltd., Montreal Toronto, Winnipeg 





COMPANY 
ADDRESS 


POSITION 


33 








er — ee segs 



































































ip ae te ts eeu ie burner, 





d March, 1937 DOMESTIC ENGINEERING J 
4 a SN * | a 
eating pecialities 
' ¢ atl & 
| S HOT| Gem 

















WnS Kit 
MANUFAC TURING 
meanvy 
0 ton 














THE M.S. LITTLE MFG. CO. 


HARTFORD CONNECTICUT 


"iq Factory tested Heating Specialties known for their de- 

ys pendability of construction and modern design. 

ae The Sure Hot Line of Air Valves include both the adjust- 
able and non-adjustable—Vacuum and Syphon Types in 
all classes. 
Sure Hot Indirect Water Heaters—Most recently de- 
signed and up to date line of Indirect Water Heaters 
especially adapted to automatically fired boilers. 
Kwik-Koil—the copper coil that Saves Fuel—Increases 
Boiler Capacity and gets Radiators Hot Quicker. A posi- 
tive efficiency booster and money saver for automatically 
fired boilers. 
In addition to the products shown—Floor and Ceiling 
Plates, wood whwels—Key Air Valves and Hot Water 
Heating Coils are featured in the line. 


Send for the new ‘‘Heating Specialties’’ Catalog filled 
with tables, data and installation diagrams. 








Indirect 


WATER HEATERS 57919125" ANNIVERSARY YEAR} 7937 Z KWIK - KOIL 
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THIS MAN PU 
You oug ht 10 


ln y come to him with their dreams of the home they 
want to build. There must be a large living room...a 
light, airy nursery ... kitchen and bathroom with all the 
modern trimmings . . . a game room in the basement. He 
listens to their joyous hopes—then puts their dreams on 
paper. He ts the Architect. He plans not only the Aouse, 
but the comforts that make it home. 
ao . . 

Architects must be artists to understand the dreams of 
their clients. But they must be engineers to 

bring reality to those dreams. As practical 
professional men, Architects are interested in 

the little things that make such a big differ- 

ence in their clients’ happiness, comfort and 


well-being. 


mmm RIN ATI 1 


7S DREAMS ON PAPE, 
know him better 


On their drawing boards now are your future jobs, with 

plans and specifications that will determine your profits. 

They will be interested in the story of CHURCH SEATS 

... glad to know that the wide range of colors, in pearl 

or plain finish places no limit on color schemes or bath- 

room decoration. That CHURCH sheet covered SEATS 

will not chip, crack or peel .. . are easy to clean . . . com- 
pletely sanitary. 

Tell the Architects in your city the story. Since 

CHURCH SEATS are sold only by Master 

Plumbers, you can increase your own business 

by giving him this service. Write today for 

complete information. Dept. P 3, C. F. 

CHURCH MEG. CO., HOLYOKE, MASS., Div. of 


American Radiator & Standard Sanitary Corp. 


Only the Master Plumber sells 


Sa? SEATS 


(HEAT + W 5 1) | tastier eaaenemRemmacescemeRemteneeTt ets 
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SEE WHAT 
MASSACHUSETTS DIGS UP! 


drawing 
m the ortw- 
cut from 
River-bed 


Vassachu 


The big fellows of their “‘Line”’ 
..- 90,000,000 years ago... 


. the Dinosaurs ... and they were big ... actually roamed 
the Connecticut River Valley in large numbers. Positive proof was 
brought to light by the ravages of the flood of last Spring, which dug 
new channels in the Connecticut River-bed, tore away soil that had 
lain for ages, and at one spot, near Holyoke, Massachusetts, exposed 
new sand rock formations that scientists have cut out block by block 
to show positive proof of the presence of these monsters, by the in- 
delible impressions of their footprints made over 50,000,000 years ago. 


And Today, WATTS .. . 
the largest line of its kind in the world 


Watts does things in a big way . . . particularly though, Watts does 
things in a thorough, business-like way. Along the lines of thorough- 
ness, efficiency, and permanency has Watts builded. Unit by unit its 
line has grown until today it is preeminent in its field; recognized for 
its leadership and sold throughout the world. 


If your need be for a Relief Valve of the automatic or poppet type: 
pressure relief valve; boiler water feeder, or low water cut-off, Watts 
has the unit . . . economical to buy; of advanced design: efficient 


and dependable. 


The new 20 page No. 37 Watts Catalogue tells the complete story. If you have not 
received your copy. ask your jobber or write direct. Also ask for the new No. 37A, 


Condensed Catalogue and price list. 


WATTS REGULATOR CO. 
Canadian Agents: 
W. H. Cunningham 6&4 Hill, Ltd. 
Toronto 
Stocked in Toronto > . 


NIH E 
cow {HIN 








DONT GUESS... 


Gvesswork 
has no place in modern plumbing. 
Guesswork, at best, can be ex- 
tremely hazardous to the lives and 
to the health of your customers and 
also to your own reputation. These 
people look to you for PROTECTION 
| against just such hazards. They put 
their TRUST in you. 


Don't betray their confidence. 


Don't let them 
down. 
Be sure your plumbing installations 
are RIGHT from start to finish. How 
can you be sure? You'll find your 


answer in this remarkable new book 


. . » PRACTICAL PLUMBING. 


PRACTICAL PLUMBING covers its 
subject so thoroughly, so practically. 
that there is no phase of plumbing 
which has 


It's a book which will en- 


been overlooked or 
slighted. 
tirely eliminate guesswork from your 
| plumbing installations. It's a book 
which will enable you to KNOW THE 
FACTS before ANY 


job. 


you tackle 


plumbing It's a book which 


will help you avoid costly, danger- 
ous With 
PRACTICAL PLUMBING you'll lick 


mistakes. the aid of 


your most complicated plumbing 


problems with comparative ease. 


PRACTICAL PLUMBING is just 


what its title denotes. It covers 
plumbing purely from a practical 
standpoint and resorts to theory only 
when necessary to demonstrate the 
origin of a common practice. Its 365 
pages of meaty, informative and re- 


liable material are profusely and 


clearly illustrated with diagrams, 


charts and tables. These, together 
with an alphabetical ready reference 
index, will greatly simplify your use 


of PRACTICAL PLUMBING. 


You can't afford to be without 


PRACTICAL PLUMBING. You'll find 


it indispensable. You'll find it not 


only intensely practical but also a 


beautiful addition to your trade 


library. Place your order today. 


Use the coupon. 


ONLY 








Here, at last. is a book which 
covers, thoroughly. 
and from a practical standpoint, 
every phase of plumbing. 


accurately 
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RETURN COUPON TODAY 


DOMESTIC ENGINEERING CO. 


$ 50 
ad ta 
POSTPAID 
A BRAND 

1900 Prairie Avenue, Chicago DE-3-37 
Please send me my copy of re Se N EW B 0 0 K 


PLUMBING for which I enclose $3.50. Sa 3 ae os ae om ay 


understand I have the 1eR of returning ed Reach pares Chi SR atte 
this book if it is not all it is claimed to be. — ae he. ne — ee iid 
Name 

Address 


City and State 
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People have learned a lot about septic 
tanks, sometimes the “hard way.” 
Most of all they have learned that the 
tank will not give a full measure of 
service unless it is made of a durable 
economical metal. 

Such a metal is Armco Ingot Iron ; 
and because it is widely accepted as a 
long-lasting metal you can sell septic 
tanks made of it much easier than 
you can the ordinary kind. All you 
need do is remind your prospects 


DOMESTIC ENGINEERING 


TRADI 


of this decided advantage. 

Not only this, but the in- 
stallation is sure to be more 
satisfactory —- a reputation- 
builder for you. Armco Ingot 
Iron has a long and satisfactory record 
in underground service, and you can 
turn it to profitable account. 

Get the complete facts about Armco 
Ingot Iron septic tanks, the money- 
making kind and the customer-satisfy- 
ing kind. And be sure to look for the 


>= NAME SEPTIC TANK 
oF 
ee ae 
PRMEG 
\V/ 


Ingot \Z tron 


MANUFACTURERS NAME *” ADDRESS 


stencil, shown above, when your tanks 
are delivered. Just mail the handy 
coupon. The American Rolling Mill 
Company, Executive Offices: 671 
Curtis Street, Middletown, Ohio. 
District Offices in all key cities. 
MAIL FOR PROFIT-FACTS 


™  ARMCO., 671 Curtis St.. Middletown, O. 


Tell me all about the advantages of selling 


genuine Armco Ingot Iron septic tanks 
Name 


Address 


: 
We buy from 
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Fretz-Moon Pipe is available in jobbers’ 
stocks all over the country —in all 
commercial sizes —steel or copper- 
bearing steel — black or galvanized. If 
your jobber does not stock it, write us. 
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«I$ BREAD JUST PLAIN’ Aroad ” 


AND PIPE MERELY P¥gae 7 


Not long ago people merely asked the storekeeper for “bread” — today most 
people have a decided preference for a certain brand — to them it is better 
bread. e The same condition has surrounded steel pipe — even today it exists 
in the minds of many people. e Yet there is one brand of pipe which, because 
of quality of materials used, the patented method of manufacture and the care 
exercised in finishing, stands out as different pipe. It’s Fretz-Moon Pipe. e Made 
of specially-rolled, high quality steel skelp by the exclusive “continuous process,” 
it affords degrees of uniformity, ductility and cleanliness not consistently 
found in steel pipe made by other hot processes. e If you have never used 
Fretz-Moon Pipe, try it on your next job — and if you would like to know 
in detail how it is made and why it is better, write for the complete story. 


FRETZ-MOON TUBE CO., INC. 
BUTLER*PENNA. 


Ta, VCeeet- Mowe FIPE AND UNOw ITWE- BIFFEREWE E 
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How To Prevent 


Quick Conversion 
Burnham — 


These Burnhams are of tube-type con- 
struction, with the fuel saving, long back 
and forth fire travel. They are handsome 
in appearance and weil insulated. Plenty 
of combustion space, easily set up and can 
be furnished with a header for hot water 
supply. It was this same boiler in the 
early days of burners, that their makers 
used so extensively for demonstration 
purposes. So it long ago won its spurs 
tor oil burning efficiency. 


P. 


At Philadelphia as you know, from March 
Sth to 19th, the National Oil Burner 
Exposition is to be held. It is going to 
be by far the best one ever held. Never 
have there been so many exhibitions, or 
ones planned so finely. It is going to be 
a real cross-section of what’s going on in 
oil heating. Yes, Burnham will be there 
among the rest, and just naturally hope 
you'll drop around and see how good 
we are. 





IRVINGTON, NEW YORK 






Representatives in All Principal Cities of the United States and Canada 


Stepping on Your Own Toes 


Tue battle of fuels is on. “The Oil Generals 
are sending over their bombers. ‘he Gas Strategists 
are laying down mines. ‘The Stoker Manutacturers 
and the Coal Barons are working night and day 
making ammunition. 


All of which means, that the heating outtits, who 
confine their efforts exclusively to selling equipment, 
for only one of these three fuels, are headed for a 
shell-shock. “They'll be stepping on their own toes. 


And another thing. A thing worth paying attention 
to. The million or so dollars being spent in adve1 
tising by the coal people and the stoker folks, is 
going to give the Conversion Boiler a shot in thie 
arm. And don’t think it isn’t, because it already has. 


‘The increased sales on the Burnham Quick Con 
version Boiler tell their own story, that you can’t 
laugh off. 


‘There are a lot more folks than you might think, 
who are not so keen about having a boiler, that can 
burn only one kind of fuel—no matter whose make 
of boiler it is. “They want to be in a position to 
make a quick switch from coal to oil. Or oil to 
coal. Be able to do it, without having to buy an 
entirely new boiler. 


That’s where our Burnham Quick Conversion 
Boiler makes the grade with flags flying. A switch 
from one fuel to the other, can be quickly done by 
making a few simple changes. 


So what’s the use of fighting the fight of the fuels, 
when Burnham has a boiler that can fight for vou. 
either side the fight is on? 


Besides which, if a customer wants to burn gas, 
then Burnham has a Gas Boiler that isn’t to be 
sneezed at. So you see, anyway the cat jumps, 
Burnham can do the jumping for you. 


Think it over, under, and all the way around, and 
get aboard with Burnham for 1937. 


potlerlert ti; 


ZANESVILLE, OHIO 
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—WIN YOUR CUSTOMER’S INTEREST 
—MAKE YOUR SELLING EASIER 


You know how often Speakman Fix- 
tures are specified for public buildings of 
every type. In that very fact, you have 
an important sales asset for every home 
plumbing fixture job you do—large or 
small—new or modernization. Your 
customer already knows the special per- 
formance features of the Speakman 
Anystream Showerhead, for instance — 
because he has used it at his club or in 
hotels. Cash in on this ready acceptance. 
Use this fixture as a leader item to sella 
complete installation. 


Don’t let Speakman’s reputation for 
top quality scare off your customer. You 
can show him bathroom and kitchen 
fixtures of almost every type—made by 
Speakman —but in a price range wide 
enough to fit every purse. 


Let us send you literature covering 
Speakman lines in various price groups. 
SPEAKMAN COMPANY, WILMINGTON, 
DEL. Makers of quality fixtures since 1869. 


When you work with 
an architect, you will 
find that he is fully 
informed on Speak- 
man Fixtures. Our 
consistent advertis- 
ing is an important 


sales aid to you. 





HERE’S WHY IT’S CALLED 
ANYSTREAM 
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“DAYTON WATE 


® Rural electrification last year and this, to- 
gether with normal replacements, create the 
greatest water system market ever known. 

Dayton Pump and cooperating advertising 
is developing your prospects into ready-to-buy 
customers. 

Throughout the country, in every town and 
county, Dayton Water Systems will lead in 
popularity and sales again this year, because 

1. More dealers are actively selling and in- 
stalling Daytons than ever before. ° 

2. The complete line of sizes and types has 
been developed specifically to fit every 
need in this new market. 

3. Twenty-nine years experience building 
the finest pumps is under every Dayton 
label. . 

4. Every dollar invested in a Dayton Water 

System buys an actual dollar’s 

worth of water service and is a 

profitable sale to the dealer. 
o. A guarantee of quality to every 

user and a guarantee of fair 
dealings to every dealer. 
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Dayton Water System 


For Shallow Wells 


Dayton Water System 


For Deep Wells 











Get your share of this 
profitable business! Write 
for catalog, prices and 
name of nearest factory 
representative. 


Water Systems @® Water Softeners @ Cellar Drainers @ Septic Tanks 


THE DAYTON PUMP & MFG. CO., 


DAYTON, OHIO 



































DOMESTIC ENGINEERING 


March, 1937 


@ Revere Copper Water Tube installed in the 
apartment house of Mr. H. Drouin, Lewiston, 
Me., by the La Chance Plumbing Company, 
Auburn, Me. See Mr. Drouin’s letter below. 
Approximately 1,000 feet of Revere Copper 
Water Tube were used for plumbing, heating 
and waste lines on this job. Streamline soldered 
Fittings were used throughout. The general 


contractor was Thomas Pullen, Lewiston, Me. 





opper Lube Gains Momentum 




















... PROPERTY OWNERS SHOW SAVINGS 


Here its evidence: 
January 5, 1937 

LaChance Plumbing Company 
13 South Main Street 

Auburn, Maine 
Gentlemen: 
I greatly appreciate the fact that you took 
the time and trouble of convincing me of the 
superiority and economy of using Revere Copper 
Tube in the heating system of my apartment of 
six suites. 
Comparing this with other heating systems in 
some of my other properties that are piped with 
steel pipe, I find that the heating cost per 
room is far less with your Revere Copper Tube 
than with the other. I do not hesitate to 
recommend this most highly and without reserve 
to anyone interested in getting the most per 
dollar spent for a heating systen. 
Thanking you for the excellent service you 
have always rendered me, I am 


Very truly yours, 
(Signed) H. Drouin 








You will hear and see more and more evidence like this 
. . . evidence that people want and appreciate the benefits 
of Revere Copper Tube for hot and cold water lines, 
heating systems, indirect hot water heater connections, 
oil burner hook-ups and air conditioning installations. 

And think of the sales arguments! No rusting; smooth 
interior that won’t clog; reliable, lifetime service; fine- 
looking installations that your customers will be proud of. 
These are advantages that can help you get more business, 
earn more profits, please your customers with high grade 
installations that give permanent satisfaction. They are ad- 
vantages that are drawing trade to contractors who are 
recognized for their ability to handle fine copper tube jobs. 

Tell your distributor you want Revere Copper Water 
‘Tube, and write our Executive Offices, 230 Park Avenue, 
New York City, for the 40-page handbook —*‘Revere 
Copper Water Tube.” 
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RIGHT cron THE START 
RIGHT rooay: 


AND 


DOMESTIC 


oo" 1894 the name CADWELL has been 
consistently identified with heating specialties 


of unusually high merit. 


In the course of these 


forty-three years the heating trade has come to 


associate this name with dependable performance 


and heating satisfaction. 


Today, as when they 


were first conceived, CADWELL are 


being specified by heating contractors who don’t 


care to take chances on unproven specialties. Time 


is the 


best tester 


of any 


the 


CADWELL name has admirably stood the test of 


time. 


Cadwell prosucts 
w% FOR 












also furnished 








able in service. 
cally controlled. 
angle type valve. 
also furnished in quick vent types 
are available in % 
%” and %& x %” sizes. 


which 


| types either 4” or 


STEAM HEATING & 


CADWELL NO. 10 ANGLE TYPE 
THERMOSTATIC AIR VALVE 

A valve that is positive in action and depend 

It is completely thermostati 


Pictured at left is the No. 10 
This valve 


CADWELL NO. 50 ANGLE 
TYPE VACUUM AIR 
VALVE 
The No. 50 Vacuum Air Valve 


shown at right properly equalizes 
the one-pipe steam system. It is 


in quick vent 
"x %” sizes. 


CADWELL Products were right from the 
start and they are RIGHT today. 

















are BEATON & CADWELL MFC.CO.°* 
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Cadwell prooucts 
HEATING & 


HOT 











boiler . 
water . 

















CADWELL No. 75 
PRESSURE AND 
TEMPERATURE 
RELIEF VALVE 


This is a competi- 
tive type relief 
valve, of the fus- 
ible plug type, 
which does not 
include self - clos- 
ing feature. 


No. 75 





No. 35 
CADW ELL No. 35 
(DIAPHRAGM 
TYPE) 
PRESSURE AND 
VACUUM 
RELIEF VALVE 


Here is a depend 
able relief valve 
for use where a 
temperature relief 
valve is not neces 
sary. 


WATER 





The CADWELL No. 45 SYSTEM for 
HOT WATER HEATING 

In thee CADWELL No. 45 Hot Water Heat- 

ing System you offer your customers a posi- 

tively dependable unit, complete for hot water 

heating systems, which properly protects the 


keeps the system balanced with 


No. 25 
CADWELL No. 25 
TEMPERATURE, 
PRESSURE, VAC- 

UUM RELIEF 

VALVE 
A self-closing dia 
phragm type re 
lief valve for use 
on range boilers. 
lias only one seat 
which is governed 
by internal pres 
sure. Endorsed by 
public safety offi 


clals, 





No. 5 


. and controls expansion pressure. 
A necessity to the hot water heating job. 
This system may be used with or without any 
type of flow control valve or circulator. You 
can install it in a minimum of time and with 
a minimum of labor. 








CADWELL No. 5 
HOT WATER 
CONTROL 


VALVE 


For feeding water 
supply to hot 
water boiler. Re 


lieves 
high pressures. A 
valve, relief 


feed 


valve, 
screen 
pressure valve in 
one unit. 


system of 


ball check, 
and back 








Perfection 











Pictured at right is the No. 10 PERFEC- 
TION, one of a complete line of floer and 
ceiling plates, available in a wide variety of 
styles and sizes. 
PERFECTION COPPER SERVICE 
TUBE PLATES in the 


available in sizes *%” to 


No. 10 type are 
‘pr 


inclusive. 





ablished 
IS9A4 


HEW BRITAIN, CONN. 











this organiza- 
tion are avail- 
able only 
through regular 
wholesale chan- 
nels, Consult 
your wholesaler 
today for de 
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able heating 
specialties since 


1804. 


Write for 


complete details 
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ORDER IN TWO DAYS!” 
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They Got it in ZO HOURS! 


—THAT’S SCULLY SERVICE! 


Sunday, May 3, 1936. A building of 
the Maywood Chemical Co., May- 
wood, N. J., was destroyed by fire. 
Immediate rebuilding essential. 


4 P.M. Tuesday, May §, Otlmer Iron 
Works, Jersey City, N. J., under 
contract to rebuild the burned build- 
ing, phoned an order to the Newark 
warehouse of Scully Steel Products Co. 

“We must have the order in two 
days,” they said. 


i CHICAGO 





1 P.M. Wednesday, May 6... the 
order was delivered. Just 20 hours 
from the time it was received. And 
the Maywood Chemical Co. got 
their building on time. 


We take a lot of pride in filling or- 
ders on time... ahead of time when 
it’s possible. We have immense stocks 
of steel, steel products, copper and 
brass always on hand in eight ware- 
houses conveniently located. 


e BOSTON -e« 
BALTIMORE e 





NEWARK, N. J. « 
CLEVELAND 


Phone, write or wire your order 
We'll ship it the same day it is re- 
ceived. The right steel for your purpose 
and nodelay ... that’s Scully Service. 
By striving constantly to serve our 
customers promptly and intelligently, 
and by always making good our 
promises, we have made the phrase, 
‘Scully Service” famous throughout 
the entire steel world. Try us. 


Phone, write or wire the warehouse nearest you. Send for 
our complete Stock List and Reference Book. It's free. 


. SCULLY STEEL PRODUCTS CoO. 


Warehouses at 
PITTSBURGH e 
ST. PAUL e 


ST. LOUIS 
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MYERS WATER SYSTEMS 
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And now, Rural Electrification comes for- 
ward and sits in the driver's seat. North, 
South, East, West—new lines are being built 
—old lines are being extended and improved. 
County and suburban folks are wide awake 
to the fact that they can now have all of the 
conveniences electricity provides—and run- 
ning water is of first importance to them. 

The Myers story fits this picture perfectly 
and the Myers Line brings profitable business 
to Myers dealers. 

A complete line for any service up to 10,000 
gallons of water per hour. 

A quality line built to precision standards 
for durability and economical performance. 

A favorably priced line sold only through 
legitimate trade channels. 

A nationally advertised line that stands 
alone for customer recognition and prefer- 
ence. 

And here's an IMPORTANT TIP—Watch 
for the Big Myers Water System Sales Cam. 
paign soon to be announced by Myers Sales- 
men and through the pages of this publica- 
tion. But don't wait—write us immediately 


for complete information. 
TH F.E,MYERS & BRO.co: 
ASHLAND, OHIO. 


PUMPS -— WATER SYSTEMS-HAY TOOLS-DOOR HANGERS 
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WORKMANSHIP 


SERVICE 


Us 


A NEW STANDARD OF HEATING PUMP ECONOMY 


PERFORMANCE of every Nash Pump is made positive by the most advanced ideas in 
Engineering Research, checked by individual performance tests on each pump. QUALITY 
is maintained by the finest materials and workmanship, under constant and rigid inspec- 
tion during construction. SERVICE is assured by the resources and reputation of the 
Nash Engineering Company, with a nation-wide network of sales and service offices. 


Pump illustrated is the new Jennings Vapor Turbine Return Line Heating Pump. It operates directly from the system steam 
and requires no electric current. It insures absolutely uniform system circulation, and promotes steam economy. One 


moving part. Bulletin 246-A gives the facts. Send for your copy. 


THE NASH ENGINEERING COMPANY 


SOUTH NORWALK, CONNECTICUT, U.S.A. 
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BETHLEHEM STEELE 











just try 


to find scale, 


inside or out! 


It's difficult to tell just how clean a 
pipe is inside. Only service will tell 
if scale was left in, and then it's too 
late to avoid trouble. One way of 
being sure there's no scale is to use 
Bethlehem Pipe. 

During the making of it we use 
two separate operations which remove 
virtually every flake of scale, leaving 


Bethlehem Pipe clean, inside and out. 


———— 
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@ FOR MORE PROFIT RIGHT NOW @ FOR LASTING CUSTOMER GOOD WILL @ 



































EXCLUSIVE 
FEATURES 


* Increased capacity with longer flow 








* Provides trap and ventilation 
* Set tank at any angle 
* less dirt to move 
* Easy access to tank 


* Improved intake 


Master Septic Tank 


lower—you will have less digging to do. 


— else like it on the market. 
Easy to sell, easy to explain. Cut 
price and mail order competition can’t 


WRITE for the new folder, “Safer 
Sewage Disposal’’—which gives clearly 


bother you. 
the important facts your customers 


No other tank offers its safety .. . its 
dependability . its ease of servicing. 
The very things your customers want... 
the points they are being told to look for 
in San-Equip advertising appearing in 
national magazines. 


You will make an EXTRA PROFIT on 


every sale. Your installation cost will be 


want to know about septic tanks. 

The information contained in this 

folder will help you to sell this 
BETTER TANK. 

If your regular jobber does not , 
stock the San-Equip Master, wire us. We 
will ship from nearest stock on approval, 
billing later as you instruct. 








San-Equip Ine., 603 E. Brighton Ave., Syracuse, N. Y. 
VERTICAL SEPTIC TANKS e SEPTIC TOILET SYSTEMS 
DRAIN POOLS e ROOF FLANGES e SAN SOLVENT 















WOLVERIN 


... product of 


@ If you’ve ever had an urge to make things with 
your hands, you'll instantly understand why Crafts- 
manship does exist, even in a Machine Age. 


Before machines became what they now are, plenty 
of Craftsmen could be found. They lived mainly 
to see finer things produced through their own skill; 
to impress upon every piece of work such care and 
attention, in even the smallest details, that the result 
was a source of genuine satisfaction; their reward 
the knowledge of a job well done. 


Now, generations after, this motive that influenced 
craftsmen hasn't disappeared completely. The 
desire to create still lives. But where do such men 


y/ 


have a chance to put their individual stamp on every 
piece of work that passes their way? Where can 
such a man, using machinery as an aid rather than 
an obstacle, employ this ability to give a definitely 
greater value to a product—a value not to be had 
with impersonal machinery alone. 


Such a place is the Wolverine Tube Mill. Here, oper- 
ations are carried on with the idea that the quality 
rather than quantity produced is important. Every 
operation is completed with such care and attention 
that the uncommon quality of Wolverine Tubing 
and its uniformity in high quality, is most often 
referred to as being a “‘Product of Craftsmanship’’ 


For plumbing, heating or air conditioning where the finished job requires better than average tub- 
ing, demand ‘‘Wolverine’’ from your jobber. Types K, L, and M are made to Government and 
A. S. T. M. standards. Wolverine Copper Tubing has been tested by Underwriters Laboratories for 
underground connections of gas or gasoline and oil and is listed under their re-examination service. 





1411 Central Avenue 


WOLVERINE Um COMPANY 


Detroit, Michigan 























j ew fight is on! Lead off with 
the benefits of automatic gas- 
fired hot water. Feature AGP 
Equipment. It’s a sure winner in 
the Battle for Business. 

The complete line of AGP Au- 
tomatic, Gas-fired Storage Water 
Heaters give you everything the 
public wants: convenience; com- 


plete automatic control: depend- 


WIN PROFITS WITH AGP AUTOMATIC WATER 






DOMESTIC ENGINEERING 


WE’RE OUT TO HELP YOU WIN THE 


Beviz 





ability; economy; low cost. 
Backed by liberal guarantees— 
and by the best known name in 
gas-fired equipment. 

A complete new advertising 
and promotion campaign is 
ready to help you. A national 
sales organization is ready to 
serve you. Let them. Write for 


details. 








DIVISION OF AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 


AMERICAN GAS PRODUCTS CORPORATION @) 


40 WEST 40 STREET* NEW YORK, N.Y. 
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Thousands of dollars in Mer- 
chandise prizes for Plumbing 
and Heating men in this new 
sales contest for 1937. 


AGP automatic gas-fired STOR- 
AGE WATER HEATERS put 
you in the money. They're easy 
to sell and stay sold. 


3 MODELS 


Regular - Dictator (illustrated) 
Clipper—in every size and price 
range. Tanks of rustproof 
strengthened Copper or galvan- 
ized steel. 













GAS~FIRED - AUTOMATIC - STORAGE 


WATER HEATERS 
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ONLY THE MAN WITH THE 


COMPLETE LINE 


CAN SELL THEM ALL! 


Engine-driven... motor-driven ...deep well...shallow well 
small capacity...medium capacity...large capacity 


@ Who makes money selling water systems? 

The man whose store is “headquarters” in 
his trading area. The man to whom folks 
just naturally go because he has a complete 
line, a complete service. 

There’s the key to making money! A com- 
plete line to sell... a well-known name to 
offer . . . a reputation for dependability and 
honest value. Nationally advertised systems 
with a popular-priced leader. 

And that describes the men who are mak- 
ing money with Fairbanks-Morse. They have 


_—- 


the big 275-gallon-per-hour system at $76.50 
and its smaller companion, the nationally 
advertised “Challenger” at $49.95, as big 
leaders—and back of them they have the 
complete line of F-M home water systems 
for the unusual, difficult, or larger installa- 
tions. All are Fairbanks-Morse quality. All 
are Fairbanks-Morse guaranteed. And all 





“Z” Engine-driven Typhoon Water Systems 
600 to 5000 g. p. h. 


$ l O 50 and up 








BRANCHES AND SERVICE STATIONS COVERING 





Complete System at Only $76 
F. O. B. Factory 
275 g. p. h.— with 42-gallon storage tank 














FAIRBANKS, MORSE & CO. 


i / Kobe El Badekeh aib 4-3 45 


CHICAGY, U.S. & 





EVERY 


are profitable to handle. 

The F-M dealer franchise on home water 
systems is still open in some communities to 
live-wire dealers. If you are interested, just 
pin the coupon to your letterhead and mail 
it today. You ll be on your way to new and 
bigger profit opportunities. 


te 








900 S. Wabash Ave 


W ater Systems 


Name 


Address 


STATE IN THE UNION 


Culy 


- —— —— 


Mail Coupon Vou y 


on —— = ee ee ee ee ee ee ee ee ee ee 


a 


Fairbanks. Morse & Co. Dept 3711 


. ( hicago 
Please mail me ful! information on 


F-M Dealer Franchise 


lHlome Lighting Plants 
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Comfortable and Air-Conditioned 
Quarters allow more concentration on 
everbody’s everyday job... Keep pros- 
pects and customers at ease and ina 
more receptive frame of mind... Reduce 
annoyance and distractions. 


Century Motors are especially adapt- 
ed to Air-Conditioning, because: 


They start quietly—run quietly—and 
are remarkably free from vibration. 


They were ready for Air-Conditioning 
long before Air-Conditioning was ready 
for industry. 


li 


4 


MOTORS 


CENTURY ELECTRIC COMPANY 
1806 Pine Street + + St. Louis, Mo. 


Offices and Stock Points in Principal Cities 


SIZES UP TO 600 HORSE POWER 
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WEISWAY STANDARD 
PATENTED 
Corner entrance model. One of 
many available styles for all types 
of buildings. 








he new 
ai offer 











Address 


City— 





ria tag ee 
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Vv. P. WEISWAY 
PATENTED 
: With vitreous porcelain walls, suit 
: FER PRE able for the most luxurious home 
OTe ee Pere eee Beith sate ag he 
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‘Tell Daddy to phone the plumber / 


The basement floor’s soaking! ’’ 








The season of cellar-seepage and basement floods can mean 
much more to you than extra emergency calls. It can build 
up a lasting good will. Your total profit froom a sump-pump 
sale depends on performance after installation. If it keeps 
all its promises, you can expect many calls from other homes. 


IMPERIAL 





ELECTRIC SUMP PUMP 


standard of dependable action established by this design is now 


6 Models The new 

for All a proverb with the trade. Sediment or garbage in the water connot 
Sump interrupt motor action; violent agitation of the water or the presence of 
Depths sharp fragments cannot cause leaks in the float, as no float is used 


_ 50 The trouble-free electode method takes its place. 
UP 
. 





Order from your jobber 


IMPERIAL BRASS MFG. CO. 


1231 West Harrison Street, CHICAGO e 210 East 45th Street, NEW YORE 
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Make Soldered Joints Economically ~ 






DOMESTIC ENGINEERING 


with PREST-O-LITE TORCHES 


torches help lower the cost of installing solder-fitted piping. 
Prest-O-Lite torches are small and light. This makes possible 
the neat and rapid completion of work even overhead and in 
other difficult positions. It also saves many dollars in ripping 
and patching costs on jobs in confined areas of completed 
buildings. 

Prest-O-Lite Torches do not require pumping or priming. 
This enables operators to save fuel without loss of time by 
extinguishing the Prest-O-Lite flame between joints. A 
Prest-O-Lite torch can be directed as easily as a pencil and its 
concentrated air-acetylene flame can be applied exactly where 
needed. This avoids damage to adjacent fixtures. 

Your jobber will gladly give you the whole story on these 
and other features of Prest-O-Lite Torches. Ask him for par- 
ticulars, or write to the Linde office near you. 


THE LINDE ATR PRODUCTS COMPANY 
(nit of Union Carbide and Carbon ¢ orforatia 
UCC 
New York and Principal Cities 


/n Canada Dominion (Oxygen Co., Ltd., Toronto 


SEVERAL exclusive features of Prest-O-Lite air-acetylene 





MC Tank ; : B Tank 
10 cu. ft. & 40 on. ft. 


PREST-0-LITE GAS 


Prest-O-Lite Gas, in these 
familiar cylinders, is readily avail- 


- able throughout the country from 


thousands of Prest-O-Lite Gas 
Exchange Service Stations. 





UNION CARBIDE &a0 
Cameon CORPORETION 
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for removing 
seepage water 


PENBERTHY AUTOMATIC 
CELLAR DRAINER 


PENBERTHY AUTOMATIC 
ELECTRIC SUMP PUMP 


Made in 6 sizes 


ENBERTHY Products are Sales Active 

.«« they have all the qualities that 
appeal to customers. They also offer you a substan- 
tial profit, and stay sold. 


Sell a Penberthy Automatic Electric Sump Pump or 
an Automatic Cellar Drainer wherever seepage water ac- 
cumulates. Show your customers the many advantages and 
economies of hot water heating plant modernization with 
these Penberthy Specialties. 


Jobbers everywhere carry Penberthy Products in stock, 


gga for modernizing 
PRESSURE AND RELIEF 


CONTROL hot water heating 


tele lta Mt aleleliik: 


systems 


PENBERTHY REDUCING VALVE 


eles ae telet 


PENBERTHY RELIEF VALVE 


AA + 7 AA 
eee .. 4 ¥ 


PENBERTHY INJECTOR COMPANY ‘icn’wcucot* cance wesn's 














Thanks: 
“DOMESTIC 


ENGINEERING 1S DD 
* 


worth anybody's | 








ZU 





money connected 





with the trade.” 
A.M.T., Front 
Royal, Va. 








Ideas and Ideals... . 





een Quinelirey 


which make up... this Issue... 





Regardless of changes... . 

From one quarter it is said that the Robinson-Pat- 
man Act is going to be amended. Another source 
asserts that the Robinson-Patman Act is not going to 
be amended. One daily news release predicts. that 
anti-price discrimination activities are going to be re- 
laxed. Seemingly official action, immediately tollow- 
ing, indicates that existing laws on fair competition 
will be strengthened by new legislation. Just what 1s 
the situation in regard to the Robinson-Patman Act 
and trends toward regulatory laws’ This is one of 
the questions we asked ourselves immediately after 
the last issue of DoMestic ENGINEERING went to press, 
and in order to obtain definite answers for our readers, 
we selected a man closely associated with our staff 
who has an exceptional legal background, and_ sent 
him to Washington to confer with officials. In an- 
other section of this issue, there is reproduced a first 
hand interview with Colonel March, a member of the 
Federal Trade Commission, and until just recently its 
chairman. In addition, there is a report of an inter- 
view with Congressman Patman. It just happened 
that our representative made one of his calls on him 
the day he introduced his two new bills. One strikes 
at reciprocal buying. The other bill is for the purpose 
of preventing manufacturers from selling at retail to 
consumers. A last minute report from our Washing- 
ton correspondent, who is in daily contact with Wash- 
ington developments, states that Congressman Patman 
told him just as this issue went to press that most fav- 
orable reaction to his new bills is being received from 
all parts of the country. He says that this is espe- 
cially true of the bill which is concerned with recip- 
rocal buying. 

While there may be a great amount of confusion, 
and even though there is much room for the clarifica- 
tion of measures, one fundamental stands out above 
all others. There is a definite trend toward the regu- 
lation of business. The ground work has been laid. 
The fundamental principles are found in the Robinson- 
Patman law and an adequate understanding of later 
regulations cannot help but be improved by a study 


of this anti-price discrimination law already in exist- 


ence, 





To Market — To Market... 

Unlike the old nursery rhyme, one of the arucles im 
this month’s issue tells the story of a contractor-aealer 
who goes to new markets to sell his products and serv- 
ices rather than to buy. To carry the analogy still 
further, he does not go to buy a penny bun nor to sell 
a small amount of his products and services, but rather 
a large scale job which has returned, and will con- 
tinue to return, a substantial proht. 

Gas stations constitute a new and ever-growing 
market for plumbing and heating installations. As 
such, they represent just one of the new fields which 
constantly are being opened up by merchandising- 
contractor-dealers. This month’s article shows how 


the gas station market was opened. 


Window Displays 

lor the past two months, the editorial columns of 
DomMeEsTIC I-NGINEERING have presented a new, yet 
tested, merchandising idea, a series of planned window 


Already the 
february and March displays have been described. 


displays for each month in the year. 


This month continues the series with the April display 
and further relates how one contractor-dealer has put 
previous displays to work. The April display de- 
scribed this month is particularly interesting, since it 
ties in with the five-year promotional campaign of the 
electric Water Systems Council. . Previous articles on 
the subject have shown that the displays in this series 
work in metropolitan areas. This month’s article 
shows that they are equally effective in a smaller sub- 
urban community. 


The Man on the Cover 

This month's cover shows still another aspect of 
the many-sided business men in our industry, conven- 
Walter Eynon, N.A.M.P. director and 


past president of the Ohio association, is shown in an 


tion activity. 


especially posed photograph taken by a staff photog- 


rapher at the Youngstown convention. 


Your Biter 
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YOU WILL APPRECIATE THE WAY 
A “TOLEDO” No. 999 CUTS OFF PIPE 


These two unretouched photographs prove the clean cutting of a “TOLEDO” No. 999. On the left 
you will see the knives cutting through the wall of the pipe and the chips curling out. On the right is 
the finished cut, straight, square-end and no burr. 2” pipe is easily cut off in 8 seconds, threaded in 
22 seconds, and smaller sizes relatively faster. It cuts and threads 1%” to 2” pipe. 


No other power pipe machine on the market today will produce such smooth, clean cuts, as the 
“TOLEDO” No. 999. The pipe is not squeezed apart as with roller cutters that throw up a heavy 
burr, consequently little or no reaming is required, and the threading dies start on the pipe easily pro- 
ducing a smooth, perfectly tapered thread. 


These are just a few of the reasons why the “TOLEDO” No. 999 is outselling all other small portable 
power pipe machines on the market regardless of price. If you wish to handle your piping jobs at mini- 
mum expense and high speed, investigate a “TOLEDO” No. 999 before you buy. Buy by comparison. 
Ask your jobber for a demonstration or a postcard will bring vou complete information. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE STREET 
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Still Leaders—by Another Measure 


Plumbing and heating contractor-dealers are lead- 
ing merchandisers. This is proved again by the news- 
paper advertising they do in comparison with other 
types of dealers. 

A survey carried on by Domestic ENGINEERING 
and just completed forms the basis of this statement. 
The reason for the effort was to learn what types 
of dealers do the major portion of advertising. Boiled 
down, the survey shows that manufacturers are the 
largest purchasers of newspaper advertising space 
covering automatic heating and air conditioning prod- 
ucts. Utilities are second and plumbing and _ heating 
contractor-dealers are third. In the newspapers sur- 
veyed, it was discovered that manutacturers pur- 
chased approximately 6,000 in. of advertising space 
during a one-month period in 1936. The utilities used 
about 4,000 in., and plumbing and heating contractor- 
dealers purchased 2,219 in. 

While plumbing and heating contractor-dealers 
stand third in the list as purchasers of newspaper ad- 
vertising space, they are first when they are compared 
with other types of dealers. It was found through 
this survey that in these same advertising mediums, 
electrical contractors, combined with electric appli- 
ance dealers, used a total of 1,447 in. The next largest 
single classification is that of department stores with 
the total of 1,383 in. Probably special attention 
should be called to this figure in the case of depart- 
ment stores because of the incorrect belief in the past 
that such outlets are aggressive merchandisers of 
plumbing and heating products. Straight coal dealers 
followed department stores with 1,180 in. Combined 
coal and oil dealers were next on the list with a total 
of 695 in., and fuel and ice dealers followed with 
185 in. Even when coal, oil and ice dealers are com- 
bined, their total is less than that of plumbing and 
heating contractor-dealers. [uel oil dealers purchased 
a total of 435 in. in carrying their messages to the buy- 


ing public through newspapers. 

When it is remembered that $31.40 of every $100.00 
worth of remodeling and repair work generated 
through FHA went for the purchase of plumbing and 
heating products and services, it becomes apparent 
that the figures in the foregoing do not represent a 





61 


new condition. On the contrary they merely serve 
to reflect a development which has been going on for 
an extended period. They serve as concrete evidence 
for past assertions. 

While we are on the subject of surveys, it should 
be mentioned that the United States Department of 
Commerce has just released preliminary figures on 
their 1935 census of business, covering the plumbing 
and heating field. Figures for the nation as a whole 
show that 23,856 plumbing and heating contractors 
did $284,679,000.00 worth of business in 1935. In 
addition, they list 5,025 plumbing and heating dealers 
who accounted for a total volume of $89,477,V000.00. 
Attention is called to the fact that in this census the 
enumerator differentiated between contractors and 
dealers on the basis that the plumbing and _ heating 
dealer did more than 50 per cent of his total volume 
of business over the counter, while the plumbing and 
heating contractor did more than 50 per cent of his 
business under contract. 

Since the direct-to-you does more than 50 per cent 
of his business over the counter, their figures evidently 
are included in the 5,025 plumbing and heating dealers 
that accounted for $89,477,000.00 worth of business. 
lf it is assumed that one-half of this group is made 
up of direct-to-you’s and the other half is made up 
of plumbing and heating contractors of the merchan- 
dising type doing more than one-half of their business 
over the counter, and if it 1s assumed that the average 
volume of business for all firms in the group was the 
same, this census indicates that the volume of busi- 
ness done by the direct-to-you’s in 1935 totaled less 
than $45,000,000.00. 

Figures for mail order houses, hardware stores, de- 
partment stores, farm implement dealers and other 
types of establishments that maintain plumbing and 
heating departments are not included in any of the 
foregoing totals. A later report is scheduled to ana- 
lyze the volume of plumbing and heating business 
done by mail order houses, hardware stores and other 
groups. For this reason the totals shown here for 
the plumbing and heating industry cannot yet be taken 
as complete. More will be published as they are re- 


leased. 


























Highlights of this 





ll Fight Attempts to Tamper with 





© Harris and Ewing 


Charles H. March, commissioner, Federal Trade Commission 


March Interview 


Commissioner gives informal discussion of R-P Act and ea- 
plains fundamentals of Law with story of personal experience 
Emphasizes that FTC does not issue interpreting statements 


In an informal discussion with repre- 
DOMESTIC ENGINEERING'S 

Washington, Colonel 
of the Federal Trade 
Commission, that from his per- 
sonal viewpoint, the Robinson-Patman 
Act was simply a crystallization of the 
fundamental American principles of fair 
play. Sellers should play fair with 
their buyers and those who do so need 
not worry about violating the Act. It 
was the manufacturer who was giving 
“special privileges” to certain buyers 
who was aimed at. Colonel March 
stated that in his experience these spe- 
cial privileges to buyers were usually 
also select privileges. The seller who 
was not afraid to lay his price lists on 
the table so that all buyers knew what 
others were paying for his goods, was 
the one that had a fair price structure 


sentatives of 
editorial staff, in 
March, member 


stated 


and was willing to correct any ine- 
qualities that experience showed were 
discriminatory. 

As a typical example of the affairs 
sought to be corrected, Colonel March 
told a story of a little town in the West 
where a dry goods business had been 
started by a father who had trained his 
son fo take it over, which the son did. 
The son kept the store fairly modern 
and was one of the successful trades- 
men of the town until a chain store was 
opened across the street. His business 
rapidly diminished as he was unable 
to meet the chain store prices. The 
merchant did not really realize what 
was the cause of his trouble until one 


day he was talking in the presence of 


Colonel March, with a salesman for one 
of the national manufacturers who sold 
both the chain store and the small mer- 
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chant, in which conversation the sales- 
man stated that the chain store was 
buying at a price 32 per cent less than 
that of the local merchant. This price 
was practically the manufacturer’s cost, 
so that his only profit was on the sales 
to the small merchants. 

The results of this condition 
that the manufacturer’s profits were all 
paid by the small merchant, while he 
traded dollars with the chain store com- 
pany for the purpose of reducing his 
overhead. The Colonel asked the rep- 
resentative of the manufacturer what 
he was going to do, as these small mer- 
chants were gradually being forced out 
of business and that he would be left 
with the chain store company as his 
sole customer. The resulting disadvan- 
tage to the manufacturer, as well as to 
the small merchant, were manifest. 

It is situations of this kind that the 
Robinson-Patman Act will help to cor- 
rect, in Colonel March’s opinion. It 
will result in a differential accorded the 
chain stores, but only that to which 
they are entitled under the provisions 
of the Act and will not permit the large 
buyer to force the manufacturer into 
the position of attempting to crowd all 
of his profit onto the shoulders of the 
smaller merchant. 

When questioned as to whether or 
not the Federal Trade Commission was 
following a pre-arranged plan of filing 
complaints in various industries, the 
Colonel said that he knew of no such 
program; that he understood that the 
complaints were being filed in the reg- 
ular routing as various investigations 
of alleged discriminatory practices were 
completed; there has been some feel- 
ing that perhaps the Commission was 
following a plan of filing a few com- 
plaints in each line of industry so as 
to get precedents for the various in- 
dustries, but Colonel March denied this. 


were 


Photo of Federal Trade Commission at the 

right taken especially for Domest 

ENGINEERING readers. Left to right: Hon. 

Edwin L. Davis; Hon. Garland S. Ferguson. 

Jr.: Hon. W. A. Ayres, chairman: Hon. 

Robert E. Freer: and Hon. Charles H. 
March 


















h| Robinson-Patman Act, Warns Author 


Colonel March then was asked if the Law.” He asserted: “This was not 


Commission intended to make any in- true. The 99 questions and accom- 


terpretive statements about the Robin- panying 99 answers were not the work 
son-Patman Act. In reply to this he of the Federal Trade Commission or 
stated that the Federal Trade Commis-_ any of its staff and this announcement 
sion has never issued any interpretive subsequently was corrected in the pub- 
statement regarding the Robinson-Pat- lication. The Commission has, since the 
man Act. He went on to say that some passage of the Robinson-Patman Act 
months ago one of the food and drug’ distributed a compilation of the state- 
magazines carried a headline entitled, ments made by various members of 
“Federal Trade Commission Answers 99 Congress on the Law. This is not an 
Questions on the Robinson-Patman interpretation by the Commission.” 


New Complaints-Answers 


® Enforcement of Robinson-Patman Law continues—Two more 
hearings are scheduled 


While the hearing in ‘the Kraft- March 1. In one of these a national 
Phenix Cheese Corporation case has chain grocery store is the respondent 
been continued in Chicago, it has been and the hearings thereon are scheduled 
announced that there will be one new for Cambridge, Maryland; Baltimore, 
hearing begun on March 8. A second Maryland; Rochester, New York, and 
hearing was scheduled to begin on New York City. The other case in- 


S|}Month’s R-P News 





volves one of the yeast companies and 
the hearings are scheduled for New 
York City, Boston and Minneapolis. 
Two new complaints have also been 
issued during the last month. One of 
these is against another cosmetic com- 
pany and charges that the Robinson- 
Patman Act has been violated in two 
particulars: (1) By giving certain al- 
lowances, services and facilities to cer- 
tain customers while not according 
them to all purchasers on proportion- 
ally equal terms; (2) by discrimina- 
tions in price. It is charged that this 
corporation classifies its customers into 
various classes. Thus, there are dem- 
onstrated accounts, which receive the 
services of an experienced sales person 
to demonstrate and sell for the benefit 
of the customer the products of respond- 
ent; push money accounts where the 
customers’ sales person is paid com- 
pensation by the respondent in the 
form of a commission on all sales of 
respondent's products; accounts for 
which respondent conducts promotional 


sales, such as give-away promotions, or 





























teh 


20 per cent promotions; customers 
with whom respondent makes coopera- 
tive advertising arrangements; and cus- 
tomers who will receive transportation 
allowances. The price discriminations 
charged are that non-demonstrated ac- 
counts receive a 3314 per cent discount 
when the amount purchased is less than 
$500.00 net; 33% per cent plus 5 per 
cent discount where the amount pur- 
chased is over $500.00 and up to 
$2,500.00 net; 3344 per cent plus 10 per 
cent where the amount purchased is 
$2,500.00 or more up to $7,500.00 net; 
3314 per cent plus 10 per cent plus 5 
per cent where the amount purchased 
is $7,500.00 or more up to $25,000.00 
It is alleged that part time demon- 
per cent 


net. 
strated accounts receive 3314 
plus 5 per cent where less than $3,500.00 
net is purchased; 3314 per cent plus 10 
per cent where more than $3,500.00 net 
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is purchased. Full time demonstrated 
accounts receive 33% per cent plus 5 
per cent where the amount purchased 
is less than $5,000.00; 3314 per cent plus 
10 per cent plus 5 per cent where the 
amount purchased is over $5,000.00 and 
up to $40,000.00 net. All goods pur- 
chased by retailers falling in the 20 
per cent promotional sales class receive 
an additional 10 per cent discount. It 
is apparent at once that this price 
schedule is much more complicated and 
detailed than most of those thus far 
attacked by the Commission. The 
problem of cost accounting herein pre- 
sented seems tremendous. 

The other complaint recently filed 
charges a corporation engaged in sale 
of pass books, accounts, advertising 
literature and other paraphernalia for 
use by banks and trust companies in 
the conduct by them of Christmas 

(Continued on Page 183) 


Two New Bills 


® Congressman Patman introduces bill to prevent reciprocal sell- 
ing—Second bill strikes at direct selling by manufacturers 


The first bill introduced by Congress- 
man Patman amends present legisla- 
tion. 


A BILL 


“To amend the Act entitled ‘An Act 
to supplement existing laws against 
unlawful restraints and monopolies, and 
for other purposes,’ approved October 
15, 1914. 

“Be it enacted by the Senate and 
House of Representatives of the United 
States of America in Congress assem- 
bled, that the Act entitled ‘An Act to 
supplement existing laws against unlaw- 
ful restraints and monopolies, and for 
other purposes,’ approved October 15, 
1914, be and the same hereby is 
amended by adding immediately after 
Section 3, a new section, to be known 
as section 3a, reading as follows: 

“Sec. 3a. That it shall be unlawful 
for any person engaged in commerce, 
in the course of such commerce, to di- 
rectly or indirectly make a sale or con- 
tract for sale of commodities or a con- 
tract for furnishing any service on the 
condition, agreement or understanding 
that the vendor of such commodity or 
the furnisher of such service will in 
turn purchase from the vendee or per- 
son to receive such service, or from 
any persen designated by him or it, 
any commodities or service, where the 
effect of such sale or contract for sale 
line of commerce, or to injure, destroy, 
or contract for service or such condi- 


tion, agreement or understanding may 


be substantially to lessen competition 
to create a monopoly in such 


or tend 


or prevent competition between com- 
petitors in such lime of commerce.’ 
“Sec. 2. That section 11 of said Act 
be and the same hereby is amended by 
inserting in the first sentence of said 
section, and in the first sentence of the 
second paragraph of said section, im- 
mediately after the word ‘three’ and the 
and a 


comma, the words ‘three a’ 
comma. 
Sec. 3. That section 16 of said Act 


be and the same hereby is amended by 
inserting in the first sentence thereof, 
immediately after the word ‘three’ and 
the comma, the words ‘three a’ and a 
comma.” 

The second bill introduced is aimed 
at preventing manufacturers from sell- 
ing direct. 


A BILL 


“To prevent manufacturers of prod- 
ucts from offering for sale and selling 
the same at retail in certain cases, and 
for other purposes. 

“Be it enacted by the Senate and 
House of Representatives of the United 
States of America in Congress assem- 
bled, that: 

“Sec. 1. For the purvnoses of this 
Act, the word ‘manufacturer’ shall be 
deemed to include a person, partner- 
ship, association, or corporation en- 
gaged in the production or manufac- 
ture of commodities, which commodities 
such person, partnership, association 
or corporation is also engaged in offer- 
ing for sale and selling, in commerce, 
as commerce is defined in Section 4 of 
the Federal Trade Commission Act, to- 
wit: ‘An Act to create a Federal Trade 
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Commission, to define its powers and 
duties, and for other purposes,’ ap- 
proved September 26, 1914, to whole- 
salers, jobbers or retail dealers. 

“Sec. 2. For the purposes of this Act. 
the words ‘customer of such manufac- 
turer’ shall be deemed to include only 
a retail dealer who at any time already 
is established in the business of offer- 
ing for sale and selling to consumers 
commodities produced or manufactured 
by such ‘manufacturer’ as hereinabove 
defined. 

“Sec. 3. It shall be deemed to be 
an unfair method of competition in 
commerce, within the intent and mean- 
ing of Section 5 of said Federal Trade 
Commission Act, for a manufacturer. 
as defined hereinabove, to offer for sale 
and sell at retail to consumers any of 
the commodities produced or manufac- 
tured by such manufacturer, where the 
effect of so offering for sale and selling 
such commodities at retail to consum- 
ers may be substantially to lessen com- 
petition between such manufacturer and 
his customers, or tend to create a 
monopoly in such line of commerce or 
to injure, destroy, or prevent competi- 
tion by, a customer or customers of 
such manufacturer, as customer is here- 
inabove defined. 

“Sec. 4. The Federal Trade Commis- 
sion is hereby empowered and directed 
to prevent manufacturers, as herein- 
above defined, from using such unfair 
method of competition, as hereinabove 
defined, in commerce. 

“Sec. 5. Whenever the Commission 
shall have reason to believe that any 
manufacturer is using such unfair 
method of competition, as hereinabove 
defined, and it shall appear to the Com- 
mission that a proceeding by it in re- 
spect thereof would be to the interest 
of the public, it shall proceed to pre- 
vent the same in the same manner and 
by the same procedure as provided by 
Section 5 of an Act of Congress, ap- 
proved September 26, 1914, entitled ‘An 
Act to create a Federal Trade Com- 
mission, to define its power and duties, 
and for other purposes,’ as amended. 
The provisions of said Section 5 and of 
Sections 9 and 10 of said Act as amend- 
ed, shall apply, for purposes of enforce- 
ment of the provisions of this Section, 
as fully and with the same effect in law 
as though said Sections were fully and 


literally incorporated herein. The cir- 
cuit courts of appeals shall have the 
same jurisdiction to review the or- 


ders of the Commissions and to enforce 
the same, and shall review and enforce 
the same, as provided by said Section 5. 
All courts of the United States shall 
have jurisdiction to carry out the pro- 
visions of Sections 9 and 10 of said 
Federal Trade Commission Act. 
“Sec. 6. This Act shall take effect 
immediately after its approval.” 
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Hearing 


® Report of latest test in actual 
FTC hearing indicates what 
is asked and what must be 
proved 


After the December adjournment of 
the Federal Trade Commission price 
discrimination hearing in the Kraft- 
Phenix Cheese Corporation case in 
Chicago, the scene was shifted to the 
East where additional testimony was 
produced by the attorney for the Com- 
mission to show the prices and con- 
ditions of the smaller retail merchants 
around Brooklyn, New York, who dealt 
in Kraft products. The Commission 
then rested its case in chief, and on 
February 10 and 11 the respondent cor- 
poration put in its evidence, the hearing 
being resumed in Chicago. The testi- 
mony offered by Kraft-Phenix Cheese 
Corporation in reply to the charges of 
the complaint and the facts adduced by 
the attorney for the Commission is in- 
teresting as indicating just what facts 
are being relied upon to show that 
there has been no violation of the 
Robinson-Patman Law. It will be re- 
membered by readers of Domestic EN- 
GINEERING that the respondent corpora- 
tion is being charged with violating the 
much controverted Robinson-Patman 
Anti-Price Discrimination Law by giving 
discounts to purchasers who buy in 
certain quantities. The various dis- 
counts alleged to be given can be found 
by referring to the summary of the 
complaint in this case given in the 
December issue of DoMESTIC ENGINEER- 
ING. The evidence produced by the 
Commission has been summarized in 
the January issue and now we give you 
a summary of what evidence the re- 
spondent corporation offered. 

The first witness offered by the re- 
spondent corporation was G. C. Pound, 
vice president and general sales man- 
ager of Kraft-Phenix Cheese Corpora- 
tion, who, it will be remembered, had 
already been examined by counsel for 
the Commission as part of the Com- 
mission’s case. When called to the 
stand by the respondent, Mr. Pound 
repeated the story of the organization 
and distribution methods of Kraft- 
Phenix Cheese Corporation, giving de- 
tails of the pasteurizing process pat- 
ented by Kraft and the resultant effect 
upon the cheese industry. It appears 
from his testimony that discounts on 
Stipulated quantities have been given 
by Kraft since 1916, and that the pric- 
ing scheme now under attack because 
of the granting of quantity discounts 


(Continued on Page 174) 


_ Photo of Congressman Patman taken during 
interview especially for readers of Domestic 
/NGINEERING. 
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“I am not going to agree to any change in this Law. . 
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Patman Interview 


® Answers questions on purpose of new bills—Indicates early 
reaction—Discusses existing Law 


“The Robinson-Patman Act is going 
to be amended.” 

“The Robinson-Patman Act is not go- 
ing to be amended.” 

“Anti-price discrimination activities 
are going to be relaxed.” 

“Existing laws on fair competition 
will be strengthened by new legisla- 
tion.” 

These are just some of the conflicting 
ideas and statements which are cur- 
rent, and in order to get a clear picture 
of existing conditions, a special repre- 
sentative of Domestic ENGINEERING 
was sent to Washington from Chicago 
to make first-hand inquiries. The fol- 
lowing summarizes the interview with 
Congressman Wright Patman of Texas, 
co-author of the Robinson-Patman Act. 

Congressman Patman, do you know 
of any effort that is being made to in- 
troduce any amendments to the Robin- 
son-Patman Act in either the House 
or the Senate? 

Congressman Patman’s reply was that 
he did not know of any such efforts. 
It is his opinion that there is a general 
feeling that the Act will work out sat- 
isfactorily in its present form. The 
Congressman pointed out that if those 
who sponsored the Legislation are con- 





vinced that there are needed amend- 
ments, in the interest of business and 
of consumers and the country, he 
would be very glad to consider and 
sponsor such proposals. Warningly, he 
stated, “I do know this, if we could take 
the offensive and secure the passage 
of the present Law, it will be easy for 
us to prevent the passage of a law 
which we do not want. It is much 
easier to defend legislation than it is 
to secure the enactment of legislation.” 

We are advised that you have just 
introduced a new bill, which might be 
termed a reciprocal buying and selling 
bill, What is the purpose of this sug- 
gested legislation? 

Congressman Patman’s answer to this 
question was that there is a practice 
particularly prevalent among larger 
corporations where numerous reciprocal 
purchasing agreements are in force. 
In other words, company A, which 
manufactures and sells a certain prod- 
uct used by company B, will say to 
company B that we will buy certain 
of your products if you in turn will buy 
from us. It has been pointed out that 
this sales weapon gives unfair advan- 
tage, tends to eliminate competition on 


(Continued on page 185) 




















The pictures on the opposite page 
show interior and exterior views of 
stations similar to the ones described 
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Proper plumbing makes up half the gas station market 


YES AND 


Adequate heating is an essential in the stations too 


MO... 


Good plumbing means more business for 
gas stations and opens a new market 


ea |. STANLEY, (¢ hicago plumbing contractor- 
dealer, knew that filling stations should be in the market 
tor plumbing work but betore he could secure that mar 
ket he had to show the filling station owners that they 
were. Mr. Stanley is a fisherman so the first step in his 
sales campaign was to put out bart. 

As a matter of tact Mr. Stanley didn't have to do 
the actual baiting process. A wall tile company had 
supplied the wall material in the kitchen of the home 
of one of the officials of a gasoline company, operators 
of a large chain of service station. The official was so 
pleased with the tile that he contacted the one who made 
the installation and asked if it could be used in the serv- 


ice stations of his company. Mr. Stanley learned of this 


(yf) 


Inquiry and proceeded to act upon it. He contacted the 
gasoline company official and said that it is impossible to 
make a bad picture good merely by using an expensive 
frame, or, in other words, the problem was being attacked 
from the wrong end first. Some of the toilet rooms 1n 
the company’s service stations had inadequate facilities 
and others were in poor condition. A selling job had to 
be done to convince the official that the expenditure 
would be justified by increased sales and customer good 
will. But Mr. Stanley was on firm ground and mac 
his point. 
In the meantime, the wall tile had been installed 

all of the service stations which the company was operat 


ing on more than a year to year basis. Increased beaut 
































The view immediately above shows the installation of the tile 
mentioned in the article as it appears in one washroom 


of appearance did much to break down any remaining 
sales resistance and Mr. Stanley was asked to give a 
rough estimate on the cost of bringing the toilet room 
plumbing up to date. To secure a working basis for 
his estimate, Mr. Stanley drove 206 miles in and about 


(Continued on Page 181) 





The lavatory shown at the extreme 
right is inadequate in size for a pub- 
lic washroom and _ its _ installation 
shows that the station’s operators mis- 
applied a good fixture 








HE 


DO THE 


ie Fe | a 
ae ; 2 


vw 


fy ee 


Here is the display for April. Note how it ties-in with promotional plans of Electric Water Systems Council 


THE Lik-be. .... 


April window display is part of series 
augmenting other merchandising efforts 


A T the top of this page is the April design for 
the series of monthly window displays sponsored by 
DomeEsTic ENGINEERING. Like all merchandising ideas, 
these window displays are good, from a business stand- 
point, only if they do the job they are supposed to do. 
On the next page an article begins which answers the 
question of whether the displays attract customers and 
can be made a definite part of contractor-dealers’ mer- 
chandising policies. 

Sentences from letters which have come to DoMEsTIC 
[ENGINEERING from contractor-dealers interested in pur- 


chasing different displays in the series, such as the fol- 
lowing, seem to indicate that the interest in the idea 1s 
nation-wide. From Pennsylvania—‘ Please send us de- 


scriptions on all displays as they are scheduled.” From 








The display for April costs $4.75 complete, ready to be installed 
in your show window. The price for these displays is set by the 
manufacturer. DoMestic ENGINEERING is not connected in any 
way with this company. Address your inquery or order to THE 
Epiror, Domestic ENGINEERING, 1900 Prairie Ave., Chicago. 














While this display built around the character of Lincoln was 
intended for February, it has a year ‘round application 


Chicago—“I think your new service is a splendid idea.” 
From Florida—‘We feel sure that this feature will 
benefit all who take advantage of it.” From Connecti- 
cut—“I have just received the February window dis- 
play and have had a photographer take a picture of it.” 
From New Jersey—‘‘The display aroused a great deal 
of interest and has worked out very advantageously.” 
From Kentucky—"If possible, please send us advance 
information on future displays in the series.” 

One of the interesting features of many letters re- 
ceived was that the February display still is being or- 
dered, which bears out the contention that these dis- 
plays offer a year ‘round service. The April display 
has that same timeless quality for it very definitely ties- 
in with the promotional efforts of the Electric Water 
Systems Council. It seems natural therefore, that this 
display will be no more dated than the very natural 
desire for running water convenience. 

Following the practice of previous months, the April 
display is presented a month in advance so that con- 
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tractor-dealers may get full benefit from it. 
tion and size is similar to the displays for previous 
months and, like them it can be erected in less than five 
minutes. | 


|THE RESULTS.... 


The window displays go to work 


VY HEN you find a contractor-dealer who 
averages $500 a month in shop sales in a medium sized 
suburban community, you have found a contractor- 
dealer who has definite, workable ideas about his mer- 
chandising problems. What is more to the point, such 
a contractor-dealer has devoted a lot of thought and a 
good portion of his shop sales effort to attractive win- 










dow displays. To achieve such a total in shop sales, 
month in and month ‘out, a contractor-dealer certainly 
cannot depend only on the usual run of customers who 
want to buy a couple of faucet washers. 

The contractor-dealer whose ideas on window dis- 
plays have helped him to play a.$500 a month tune on 
his cash register is William F. Hildeman of Chicago 
Heights, a suburb 30 miles south of 
Chicago. Mr. Hildeman, who is treas- 
urer of the Illinois Assn. of Master 
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Plumbers, has been at the same address 
in Chicago Heights for the past 30 
years and in that time has seen his 
business grow out of a very small shop 
and on up into a large, attractive, mod- 
ern establishment. His 
cated on the street of the 


store 1s lo 





main 










At the left is the display as it appears in the 

window of W. F. Hildeman, Chicago Heights 

contractor-dealer. This might be termed a 
pedestrians eye view of the display 
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scene above appeared in Mr. Hildeman’s 
last autumn with favorable results 


forest 
window 


The 


town and quite near the theater. Mr. Hildeman has 
planned the various displays in his windows to attract 
pedestrians on their way to and from this theater. As 
an indication that he has been successful, is his volume 
of shop sales as well as the number of people who stop 
to look at his displays. 

The buving public in Chicago Heights has come to 
expect attractive displays in the Hildeman window. 
Some months ago a display was deliberately left out 
of the window to what would happen and_inct- 
dentally to check up on the value of window displays 
Almost immediately, phone calls started to 
come in asking what was the matter. Of course Chi- 
cago Heights is a comparatively small town with a rela- 
tively small population and since Mr. Hildeman_ has 


sce 


in general. 
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Immediately above is a picture of 
the float entered by Mr. Hildeman 
in a civic pageant held last summer 


The picture at the left was taken 
just before the new window dis- 
play was installed. Note the water 
supply system in the showroom 


been in business for so many years, some of these in- 
quiries can be explained away on the basis of neigh- 
borly interest, but not all of them. 

Thirty years experience has shown Mr. Hildeman 
that his community is attracted by certain definite 
things in a window display and consequently such ideas 
are incorporated in the displays which appear in his 


store. The size of the town somewhat limits the num 
ber of people who can be attracted by any one display. 
The message which his displays have to tell, Mr. Hilde- 
man has found, reaches practically his entire buying 
group in two weeks time. Once having done that, a 
display ceases to be an asset and a business builder. 
Consequently, a display in his store appears for a lim- 
ited engagement, then is taken out and replaced by a 


new one, 
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The showroom in Mr. Hildeman’s store really is a 
continuation of the window display. The show window 
itself has a relatively shallow display space but one 
which is very wide. Consequently, the showroom floor 
immediately behind the window is used for displays 
of larger fixtures which can not be fitted into the actual 
window display space. These, however, readily appear 
to be a part of the window display itself. The display 
window extends down one side of the store for a short 
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distance at an obtuse angle to the main window, thus 
giving passersby a clear view of all the displays inside 
the store on the showroom floor. In a few weeks Mr. 
Hildeman plans to expand the existing showroom to 
almost twice its present depth in order to accommodate 
a model kitchen and a model bathroom. set-up. 
Displays really sell for Mr. Elildeman. At 
had 


the time 


this article was written. a cabinet sink been on 


(Continued on Paxze It) 


i HE (-AMPAIGN.... 


The entering wedge in the market 


WQ factors combined to make 1937 a 
year of unprecedented opportunity for the sale of elec- 
tric water systems: 1. The expenditure of $48,000,000 
by electric interests for the extension of power lines in 
rural districts. 2. A total income for the American 
farmer in 1937 of more than $10,000,000,000. 

Add to these such powerful stimulants as the release 
of a pent-up demand, a buy-now psychology and a mass 
movement toward a higher standard of living and it is 
evident that 1937 is a year in which aggressive sales- 
manship applied to the market for electric water systems 
will be highly profitable to the dealer. 

Power lines to be added to the existing linage in 
1937 will total in excess of 37,000 miles. Experience 
has shown that on every new mile of power lines added 
there are at least three potential customers for electric 
water systems. 

Thanks to enhanced farm income in 1937, the ratio 
of prospects to suspects will be higher this year than 
ever before. The rate of increase for farm income from 
1933 through 1936 forecasts a farm revenue of 1937 
nearly equal to that of the peak year of 1929. Although 
farm product yields were low in some sections in 1936, 
higher prices offset the deficiency. Indications are that 
vields in 1937 will be up and prices will be maintained 
or raised, promising a total of better than ten billion 
dollars. 

Sales of electric water systems have in recent years 
shown a direct relation to farm income and extension 
of power lines. In 1932 about 50,000 electric water sys- 
tems were sold. In 1934 sales increased to 77,000 while 


This picture shows the placard distributed by the Electric Water 
System Council to dealers participating in the promotional 
campaign. It is printed in two colors 





in the year just past an all-time record ot 156,00U0 units 
was made. 

It is because all factors point to even greatet 
tunities for 1937, that the 
turers of electric water systems and the [:dison Electric 
Institute, cooperating through the Electric Water Sys 
tems Council, have organized a comprehensive campaign 
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for the mobilization of sales efforts in their industry. 
The goal of this campaign is the sale of 250,000 electric 
water systems in 1937. 

The methods or plan of the campaign call for the ac- 
ceptance of certain responsibilities by the cooperating 
electric companies, the cooperating manufacturers, and 
the participating dealers. Manufacturers have pledged 
themselves to select qualified water system dealers. 

To sell water systems requires aggressiveness and 
promptness in following leads and prospect lists fur- 
nished by the electric companies as well as a knowledge 
of the product, how to figure jobs and how to select 
the correct water system. In cooperating with dealers, 
electric companies will be asked to give preference to 
those who can qualify as participating dealers. 

Manufacturers will announce qualifications for par- 
ticipating dealers and to those who meet the qualifica- 
tions will be given a seal of the Electric Water Sys- 
tems Council for display. This seal is an eight inch 
emblem handsomely printed in two colors. 

Dealers who have qualified should promptly inform 
the local office of their electric companies so that they 
may be in line to receive names of prospects. 

Here is the procedure which will be followed in refer- 
ence to prospects: As live prospects are developed 
through meter connections, electric companies will pre- 
pare and forward a list of such prospects to local par- 
ticipating dealers with copies to local distributors and 
to the Electric Water Systems Council. Only the names 


of those who have the financial ability as well as the 
desire to buy will be classified as prospects. 
In order to place in the hands of participating dealers 


the best available information on where and how to 
sell electric water systems, cooperating manufacturers 
and electric companies lave prepared a 32-page sales 
manual. This manual as well as the window seal will 
be ready for distribution by manufacturers to their par- 
ticipating dealers shortly after March 1. 

The manual not only points out the potentialities of 
the pump market but is filled with suggestions on how 
to interest prospects as well as practical information on 
the selection of a water system. 

“There is a tremendous market for water systems 
awaiting the aggressive and enterprising dealer,” says 
the manual. “The significant thing about the market is 
that it is not remote or inaccessible. It is right there 
before you. The surface hasn’t been scratched on the 
water system business. 

“More than 86 per cent of American farmers are still 
carrying water from wells or other sources of supply. 
What a contrast to conditions in other countries! In 
Holland, for instance, practically every farm is electri- 
fied and most of the Dutch farmers have an electrical 
pumping system. Sweden’s agricultural area is 50 per 
cent electrified. 

‘America, too, is moving steadily onward to a higher 
standard of living for the rural population. This higher 
standard of living is putting dollars into the pockets of 


At the right is a reproduction made from one of the first rough 

> 7 z 

proofs of the cover of the sales manual distributed by the 
Electric Water Systems Council for dealer use 
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those dealers who are on the job selling the one thing 
which does more than anything else to take the drudgery 
out of farm work—that’s running water. 

“With memories of recent drouth years afresh in 
his mind, the farmer is in a mighty receptive frame of 
mind for a system that will insure a plentiful supply. 

“Running water is ‘crop insurance’—the best insur- 
ance of the kind the farmer and truck gardener can 
obtain. 

“It’s a practical dollars and cents proposition. The 
cost of the pumping equipment will be liquidated in a 
short time. Indeed, there are many cases in which one 
season’s increased profits have paid the entire cost of 
the installation for irrigating purposes. 

“Little fires are easy to extinguish. A few gallons 
of water—quick—at the right place and under good 
pressure—will keep a little fire from becoming a big 
one. A hundred gallons of water at the time a fire 
breaks out is more valuable than ten thousand gallons 
of water after the fire has made headway. A big fire 
in the country nearly always means a total loss—the 
savings of a lifetime swept away in a few hours. It 
has been definitely established that in rural fires 74 
per cent of all property involved is destroyed. One 
of the most telling arguments in favor of the installa- 
tion of a farm water system is the protection against a 
devastating fire which it will afford.* This gives you 
another opportunity to sell pumps of a larger capacity. 
The National Fire Protective Assn. has recommended 
that pumps of not less than 500 g.p.h. capacity be in- 
stalled for farm fire protection. 


*Domestic ENGINEERING, October '36, p. 79. 
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WERNER’S TALK.... 


‘‘Whatever the plan may 
be, there are three essen- 


tials to ats successful at- 


rtd 


ae 

EF is always a pleasure for anyone officially 
connected with the National Assn. of Master Plumbers 
to attend a convention of the Illinois state association 
and to confer with you on the problems confronting 
our association and master plumbers. Members ot 
your state association have been actively identified with 
the direction of the N. A. M. P. since its inception 55 
years ago, and since its beginnings in 1883 your mem- 
bers have contributed many fundamental ideas which 
have, in a large degree, been responsible for the suc- 
cess we have enjoyed as an association. The idea of a 
permanent national office originated in Illinois. The 
research idea had its inception here; so when [ reter 
to the membership in the Illinois state association as 
being original thinkers, I believe I am only stating the 
obvious truth. 

“You probably get somewhat impatient, now and 
then, with the national association, because we don't 
adopt all of the ideas the members urge and do not, 
in all cases, proceed along a path of activity which ap- 
pears to you wise. But oftentimes practical considera- 
tions prevent the adoption of novel ideas, no matter 
how sound these ideas may be; and oftentimes expedi- 
ency demands a retrenchment or a conservative atti- 
tude, when the conditions which confront us would 
seem to urge going full speed ahead. I say this not 
as an apology, but rather to call your attention to the 
existence of many factors with regard to our associa- 
tion which are not obvious unless one is intimately 
familiar with its affairs. Finance and numerical mem- 
bership are two important factors which oftentimes pre 
vent us from going ahead and doing the obvious things 
to correct the conditions surrounding us and to over- 
come the obstacles placed in our path. 

Note: By special request, this spech by George H. Werner, pres.. 
N. A. M. P., is reproduced here in its entirety. Mr. Werner, in person 
delivered this talk before the Illinois Master Plumbers Assn. convention 
in Chicago, in January. Bssentially the same speech was read at the 
annual convention of the Wisconsin Master Plumbers Assn. held in 
Milwaukee the same month. Customary reperts of these two conven 
tion were published in the February issue of Domestic ENGINEERING 
and included abstracts of these talks. It has been emphasized that Mr 


erner’s remarks refer only to certain locations and to certain master 
plumbers, not to all parts of the country or to all master plumbers. 





Ceorge H. Werner 


“But my object in coming before you today is not 
to merely praise you for your work in the past and 
to spur you on to greater organization effort in the 
future. 
from me because you realize, just as other intelligent 
men realize, that it is only through well-financed and 
strong organization that we can meet and overcome our 


You will go ahead without any encouragement 


obstacles and make the existence of ourselves and other 
master plumbers profitable to us and to the public 
whom we serve. My object in coming here is, rather, 
to define the present positions of the master plumbers 
in our industry, and to suggest a line of thought which, 
while a radical departure from the thinking of the past, 
may hold a possible solution of our problems | 

“T might as well admit that until a couple of days 
ago I had no idea at all as to how I| could approach this 
pleasurable opportunity you have given me. I[ know 
that you're not afraid of the truth, and you're not afraid 
of novel ideas; because, as [ have said before, many 
novel ideas have originated in your state. But an idea, 
i order to be HMMpressive, must be couched in simple 
language and presented in an interesting tashion and | 
couldn't. for the life of me, think of how this idea of 
mine could be simply and interestingly conveyed and, 
at the same time, permit me to give you the idea with 
out creating the impression that [ am a bold and dash 
ing fellow who wants to destroy everything in the in 
dustry and re-fashion it in a mold ot his heart’s desire 

“The form in which I am going to present my ideas 
came to me just the other night as I was sitting at 


(Continued on Page 18) 
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In the foreground is the new skyscraper 


ry. 

| HE eleventh building to be erected in 
the Rockefeller Center Development in the heart of 
New York City is an office building of 36 stories known 
as No. 9 Rockefeller Plaza. Work was commenced on 
this structure in June 1936, and it is expected that it 
will be ready for occupancy on April 1 of this year or 
about ten months from start to finish. The site on which 
the building is erected has an area of slightly over 20,0U00 
sq. ft. of which the building occupies about 19,000 sq. 
ft., the balance being devoted to landscaping and _ side- 
walks. This building will add about 416,000 sq. ft. to 
the rentable area in this development and rises to a 
height of 490 ft. with a frontage on Rockefeller Plaza 
and extending from 48th to 49th Sts. At one time 
during the construction a total of 1,100 workmen were 
simultaneously employed on the work in some capacity 
or other. As this is one of the latest sky-scraper build- 
ings erected, the plumbing work installed 1s well worth 
some study and attention. 

Soil, waste and vent piping, of course, was installed 
in accordance with the requirements of the New York 
plumbing code with all fixtures above the ground floor 
running into the street sewers by gravity and all fix- 
tures on the ground floor and below carried to ejectors 


which raise the sewage and discharge it into the same 
city sewer system. The usual house traps and fresh 
air inlets are provided. Cleanouts are used in consider 
able profusion, being located at the ends of all soil and 
waste lines, at all changes in direction on these lines and 
at the bottom of all stacks. These are made of the same 
size as the pipe and are closed with plugs and ferrules. 
Where the vent stacks and vent extensions of the soil 
and waste stacks are carried through the roof, lines less 
than 4 in. are provided with increasers and all lines are 
terminated at a point 12 in. above the building coping. 
At the roof they are flashed to a distance of 12 in. all 
around the pipe and then the flashing is extended in the 
form of a sleeve up the outside of the pipe for a distance 
of 16 in. where it is turned over into a socket on the 
pipe. 

lixtures are connected to the soil, waste and vent 
lines through branches of the following sizes: 
Soil Waste Vent 


2 in. 


Fixture 
Water Closets 
Urinals Ter in. in 
lLavatories es Y in. 1 in. 
Sinks cows in. VY in. 
Slop sinks ere in. 2 in. 
Showers re in. in. 


All of the vent branches are kept well above the 
tops of the fixtures so that they cannot be used as waste 
pipes mm case of a stoppage occurring in the waste line. 
These branches are graded down toward the traps and 
up toward the riser to which they are connected by 
means of “Y” branches and 45-degree ells. Fig. 5 and 
6 show a plan and elevation of a typical stack arrange- 
ment on the upper floors and Fig. 8 gives the toilet room 
piping scheme for all floors from the second to the 
thirtv-second. 

Sewage ejectors are installed to take care of the 
ground floor and lower levels. These consist of two 
pneumatic ejectors each with a capacity of 50 g.p.m 
against a total head of 60 ft. These ejectors are of the 
horizontal type with pots of 50 gal. capacity with th 
usual inlet and discharge valves. A quick-opening man 
hole is provided in the top of eagh pot. They are op- 
erated by compressed air supplied from two horizontal 
air compressors which are motor driven and are sup- 
plied with automatic control. 
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he | latest skyscraper building to be erected in 
7S | a number of interesting features for study 


Sump pumps are used in the basement which are du- 
plex heavy duty type bilge pumps with a capacity of 
200 g.p.m. against a total head of 60 ft. The motor to 
operate these pumps is elevated 12 in. above the floor 
and is connected to the pump shaft through a flexible 
coupling. 

All roof water is carried down through the building 
by means of interior leaders made up in a manner sim- 
ilar to the soil and waste stacks and connected directly 
to the street sewers through running traps each of which 
is provided with two large handholes closed off with 
screw plugs. The roof drainage system is entirely sep- 
arate from the soil, waste and vent system for the 
plumbing fixtures. 

Wherever drainage lines are exposed including the 
branch soil and waste lines as well as leaders, and where 
these lines are run in hung ceiling spaces or are con- 
cealed in locations where the pipes are liable to sweat, 
the lines are covered with 34 in. of insulation. The fit- 
tings on these lines are similarly treated. 

Testing of the soil, waste, vent and leader lines was 
done in sections by means of test tees installed at the 
ground, 7th, 14th, 21st and 28th floors with the upper 
sections filled with water to the top of the stack. On 
completion, a smoke test was used. After the tests all 
exposed piping and covering was painted as well as the 
machinery in the machinery room. Concealed lines were 
given one coat of asphaltum paint. 

The water supply for the building 1s taken from the 
street mains through brass pipe and fittings and after 
entering the building passes through fish traps and a 
water meter and is delivered into a suction tank from 
which the house pumps and fire pump take suction. Ball 
cocks control the flow into the tank and a by-pass 1s ar- 
ranged so that fixtures on the lower floors can be sup- 
plied with cold water on direct pressure as well so the 
house pumps can take suction direct from the city pres- 


View in the service basement of the structure. In the foreground, 
two sump pumps. In the rear a steam drip tank and pump 


This shows one of the house pumps in the machine rooms at the 
concourse level of the new Rockefeller Center Building 
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Fig. 4—A general arrangement of the water heating equipment in shown here 


| driven horizontal centrifugal pumps each with 4 in. suc- 
ee lee | tion and 3 in. discharge direct connected through a flex- 
ible coupling to 3 phase, 60 cycle, 208 volt heavy duty 
OF | motor of 50 h.p. with 40 deg. Centigrade temperature 
a F ( ; ma eile rise. Each pump has a capacity of 200 g.p.m., against a 
aa ae an” CS total head of 490 ft. and is capable of operating from 
| | sia ? 7 \, | Patines the suction tank giving 4 ft. of head on the pump suc- 
futurelav. bh-ttere CS dd | Acture Lav tion as well as from the street pressure without over- 
| Wizeeel loading the motor. The pumps are mounted on bed 
Cold Water AY We Sot Hi\\ RS, | plates with drip rims and have drain connections at 
i = Re both ends. 
7 The suction tank in the machine room is a combina- 
tion tank with three compartments each of 10,000 gal. 
capacity and two of which are used as a storage for the 
house pump service with the third compartment re- 
served for the fire pump as will be noted later. This 
tank was provided under another contract. Pilot ac- 
tuated valves are used on the fill lines with extension 
PEERY pieces on the valve discharge to act as hush pipes. 
a The house tank is of similar construction and has a 
RN abe Saree teste capacity of 17,550 gal. of which 12,550 gal. are for house 
ris Ente fe o seek aovengement glen service and 5,000 gal. for fire service. Both tanks are 
provided with drip pans which have 2 in. drain con- 
nections through check valves. All tanks are painted 
on the inside with one shop coat of black bituminous 
paint followed with a heavy coat of black bituminous 
| ke Line enamel applied hot. The exteriors, pans and supporting 
beams are painted with a similar shop coat followed by 
{Ole Maler Kiker a second coat of the same paint applied on the job and 
[Lavatory waste finished with black bituminous enamel applied hot. 
_ From the house tank cold water lines are taken and 
T : «| fees Door | water is supplied to the building in two zones. The 
EE OES AR | | upper portion of the building from the 21st to the 32nd 
| floors is supplied from the full tank pressure through 
a system of distribution mains run in the hung ceiling 
space of the 31st floor while the basement to the 20th 
floor is supplied from a reduced pressure obtained 
through reducing valves from a distribution system lo 
cated in the hung ceiling space of the 20th floor. An 
elevation of the connections around the house tank 1s 
a a am shown in Fig. 7. 
s The sizes of branch water supply connections to the 
Fig. 6—A typical stack arrangement elevation for upper floors ala . : : : . 
different fixtures are given in the following: 
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Fixture 
Water Closets 
Urinals 
Lavatories 


sure. Krom the suction tanks the water passes to the 
house pumps which deliver the water into the house 
tank located in the 34th story and from which the house 
pumps are controlled by ball float and tank switch al- 


Slop Sinks 
though they also have a manual control which can be o-. 

3 Showers 
used when desired. 


Pumping plant consists of two, three-stage electric All of the water piping is provided with 
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valves at 
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‘such points as to permit the control of the different por- 
tions of the system as well as at the fixtures. The valves 
used are of the 125 lb. working pressure type, with full 
openings and straight-away gates. Globe valves are used 
for sizes 1% in. and smaller. Valves 4 in. and larger 
have outside screwed yokes and those 3 in. and larger 
are flanged. All valves, where exposed, are of the same 
metal and finish as the exposed pipe on which they 
are located. 

Check valves used for sizes 2 in. and less are of the 
swing type with screwed ends. For hot water, they are 
self-adjusting with soft seats. The pressure reducing 
valves are the full size of the lines on which they are 
installed. Sill cocks are of special construction with ex- 
tended stems so that the cock is located inside of the 
building wall to prevent freezing. They have heavy 
couplings for 34 in. pipe. Outlets for hose have 
siamese type chains and caps witha 1% in. hole drilled in 
each cap for drip purposes. They are arranged for %4 
in. hose. 


PIPES PASSING THROUGH CEILINGS 


Pipes passing through ceilings, floors and partitions 
have sleeves of No. 12 gauge metal except in cases where 
they pass through waterproofed floors in which instances 
the sleeves are of pipe with flashing extended out from 
the sleeve 12 in. all around under the floor fill and turned 
down into the pipe 6 in. above the floor. Sleeves in 
terra, cotta, masonry and similar walls are made of No. 
18 gauge metal with escutcheons attached to the sleeve 
where exposed. Pipes which had to be run in floor fill- 
a thing which was avoided as far as possible—are pro- 
tected by U shaped sheet covers placed around the pipe 
and secured in position. 

Cold water piping and fittings both concealed and ex- 
posed (with the exception of plated piping around the 
fixtures) is covered with 34 in. insulation. All ex- 
posed piping is wrapped with building paper and has 
an 8 oz. canvas jacket sewed on. The piping in the 
machine room and tank room is recanvassed through- 
out. Pipes exposed to freezing are covered with three 
1 in. thicknesses of insulation alternated with tar paper, 
wired on and either canvassed on the outside or 
boxed in. 

The hot water systems are circulating systems and 
serve the building in two zones divided in a manner 
siunilar to that employed for the cold water. Each zone, 
however, has its own heaters, one set 
of heaters being for the upper portion 
and termed the “high level heaters” 
and the other set of heaters being for 
the lower portion and termed the 
“low level heaters.” The high level 
heaters are of U-tube type located in 
the machine room and consist of two 
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Fig. 7—Above is shown an elevation of 
the connections around the house tank 
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Fig. 8—At the right is the toilet room 
piping for the second to thirty-econd 
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units each with a storage capacity of 415 gal. and a 
heating capacity of 700 g.p.h. from 40 deg. Fahr. to 
160 deg. Fahr. while the low level heaters are of simi- 
lar design with a storage capacity of 500 gal. and a 
heating capacity of 1,000 g.p.h. through the same tem- 
perature range. 


DESIGN FOR SEVERAL HEATERS 


All four heaters were designed to operate on 10 Ib. 
steam pressure, are built for 400 Ib. test pressure and 
200 lb. working pressure. Each is equipped with a 2 in. 
safety valve, vacuum breaker, thermostat and mud drain 
and is supported on a structural steel support. The 
heaters were painted with two coats of red lead before 
the application of covering. Covering was applied con- 
sisting of 2 in. of block lagging on 1 in. angles, wired on, 
over which a coat of 34 in. plastic asbestos with a hard 
plaster finish reinforced with chicken wire, was added. 

An instantaneous hot water heater also was installed 
on the sill cock lines and for snow melting. This heater 
consists of a shell tested to 400 Ib. and for a working 
pressure of 200 Ib., with U-shaped tubes having suffi- 
cient surface to heat 1,500 g.p.h. of water from 50 de 
grees to 160 degrees with steam at 10 Ib. pressure. It is 
equipped with a thermostatic regulating valve, 114 in. 
relief valve and thermometer and 1s covered in the same 
manner as the other heaters. <A general arrangement 
of the water heating equipment is shown in Fig. 4. 
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Fig. 1—This illustrates the alarm system which was worked out 
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The addition of an electric control sells 
a florist a boiler and an oil burner 


By GEorRGE E. CLARK 


Tue addition of an alarm to a heating 
layout recently caused a florist to buy a new boiler and 
an oil burner. Without the alarm, he declared, the new 
heating equipment was inadequate for his purposes. Lo- 
cated in the hall of the florist’s home, the bell will give 
immediate warning if the electric current for the oil 
hurner fails, or if the temperatures of the greenhouses 
heated by the burner drop below 60 deg. Fahr. 

To start at the beginning, this florist recognized the 
fired heating because he 
However 


advantages of automatically 
had enjoyed it in his home for seven years. 
six years ago, winter gales and sleet had broken electric 
supply lines in his suburban area, and had stopped elec- 
trically operated equipment. He had never been able to 
forget this and it stood as a major obstacle to the sale 
of automatic heating for his greenhouses where a failure 
would cost him thousands of dollars in ruined, frost- 
bitten or retarded stock. 

“In severely cold weather I keep a man in the green- 
houses all night,” he told the heating contractor making 
the proposal for this job, “not only to tend the boiler— 
that’s hardly a fulltime job—but also to give the alarm 
if for any reason the greenhouses start to chill.” 


Of course, the contractor continued to pursue the 
burner sale. He had had experience before with pros- 


pects who voiced strong objections merely to avoid sign- 


ing at an inopportune time, or before they were con- 
vinced they should buy. Particular importance was at- 
tached to the burner sale in this case, for under the 
impetus of boiler room changes the contractor planned 
to replace the boiler with a larger, more suitable one, 
and to modernize the heating system. The moderniza- 
tion was to include changing the system from an open 
to a closed one, and adding an electric pump to speed up 
sluggish circulation resulting from the boiler being at 
nearly the same level as the radiators. 

But, to use the contractor’s words, “Neither high pres- 
sure nor low pressure sales methods stirred the florist 
from his objections, so I went home and got in a huddle 
with myself to find ways of offering him all the advan- 
tages of oil-firing, with complete security against quick 
changes in temperature and failure of electric power. 

The product of this one man conference was a pro 
posal to install an unusual alarm system. Another prod 
uct that soon followed was the florist’s signature on an 
order for all the proposed equipment, secured just 24 
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‘hours after the contractor explained the new proposal, 
engineered to fit the requirements precisely. 

The alarm system shown in the accompanying sketch 
is what we worked out. It operates with switches “A’”’ 
and ‘““B” closed. It consists of two circuits which are 
understood easily if studied one at a time. The first 
circuit consists of a transformer and the electromagnet 
of a special relay. Current feeds through two so-called 
alarm thermostats located in appropriate parts of the 
greenhouses. The contacts on these thermostats are 
open only when the surrounding temperatures drop be- 
low 60 deg Fahr. As long as the electromagnet in the 
relay is energized by current coming from the trans- 
former and flowing through the thermostats, the relay 
contacts are kept apart. But, when the electromagnet 
receives no current, the armature drops by gravity or a 
spring action and the contacts close. This completes 
the second circuit so that current from the dry cells or 
other independent source of electric current rings the 
alarm bell. 


THE SECURITY OF THE SYSTEM 


[In this arrangement electricity must flow through the 
solenoid coil (or electromagnet) of the relay, or else 
the alarm bell will ring. Therein lies the security of this 
system. A closed circuit prevents the bell from ring- 
ing, an open circuit makes it ring. If the current sup- 
ply for the transformer and the oil burner should fail, 
the alarm bell will ring immediately. The bell will 
clamor for the following reasons: 1. Failure in the 
supply of current from the outside. 2. Oil burner fuses 
(located in the house) blowing out for any reason. _ 3. 
Any defect in the alarm circuit that causes an open 
circuit. 4. Outside alarrn circuit wires being broken 
by falling trees or branches. 5. Greenhouse temperatures 
dropping to 60 deg. Fahr. at the location of either alarm 
thermostat. 

Switches “A” and “B” are closed at any time the 
greenhouse is unattended for several hours in severely 
cold weather. The system is tested easily by opening 
switch “A” (simulating current failure) 
while switch “B” is closed. ' 

Because this greenhouse owner worries 
enough about his plants to close both 
switches when necessary, and to test the 
circuit regularly, two supplementary ideas 
were not used here, having been discarded 
as unnecessary complications. For heating 
contractors who might want to use them 
on similar jobs, they are given im the fol- 
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lel with the relay coil, and located in a conspicuous 
place to serve as an indicator that the switch “A” is 
closed and that the relay is ready to work. If the bulb 
suddenly goes out or if its light flutters, it will indicate 
that the voltage for the oil burner is unsteady or has 
failed, or that the alarm circuit has been broken. 

Second, a button may be located in the hall to permit 
convenient testing. This button must be of the type 
that will open the circuit when it is opened or it must 
be wired for breaking the alarm circuit, so that the relay 
armature will drop and the bell will ring. 


THE OPERATING EXPENSE 


An operating expense of this system which might be 
mentioned results from a policy of replacing the two dry 
cells every two years whether or not they seem to be 
worn out. This slight expense insures lively clanging 
of the bell. The outside and greenhouse alarm wiring 
paralleled that of the oil burner wiring. The florist has 
never ceased to marvel at the performance of his bell- 
adorned heating system. He demonstrates it to all his 
friends, takes out oil burner fuses, and cools the green- 
houses, to make the bell ring. One day, to settle a 
question long standing in his mind, he even deliberately 
broke the outside control wires with a pole, to prove 
the bell would ring if this happened accidentally. He is a 
walking advertisement, the heating contractor says, 
better than a signboard on Main Street; forever telling 
his friends about the alarm giving him less worry about 
greenhouse temperatures than he ever had before ; about 
it making unnecessary the hiring of less dependable 
watchmen ; about how the steady temperatures provided 
by the automatic heating have improved the plants he 
raises. 

The ideas given in this article permitted closing a 
large, profitable sale that might have been impossible 
otherwise. ‘They may be applied in many other ways. 
The alarm circuit is applicable to stokers as well as to 
oil burners, and to many types of isolated buildings be 
sides greenhouses. 
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FTER THE FLOOD... 


First hand information on what con- 
Fronted our industry in the flood zone 


- 
I ue information contained in the following ar- 
ticle was obtained by a special representative of Do- 
MESTIC IENGINEERING who went into the flood zone as 
soon as the waters began to recede. The article is based 
upon his experiences in Louisville, Ky., and other cities. 
Pictures which appear in the article were taken by him 
at that time and consequently are a first-hand indica- 
tion of how a portion of our industry was affected. 
When the raging flood waters of the Ohio River 
submerged four-fifths of the City of Louisville, there 
were few of the 175 shops of plumbing and _ heating 
contractor-dealers that escaped damage. At least 125 
shops and residences of Louisville contractors had from 





of John Wilbers, Louisville. Ky.. 
and what he must do to salvage 
his merchandise. At the right is 
Fred H. Seott. also of Louisville. aay’ 
pointing to the caulking which 
kept flood waters out of his shop 


The picture above shows the shop sy 
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two to fifteen feet of water in them for nine or ten 
days. Some of the shops that were flooded were six 
miles from the river. Their owners were forced to 
desert shop and home seeking refuge on higher ground 
or in the upper floors of apartments in the neighbor- 
hood. 

The extent of the damage to the shops and residences 
of the contractors naturally is tremendous. Interiors 
of many of the fine merchandising establishments were, 
in many cases, almost completely ruined. Valuable 
records were waterlogged or destroyed beyond repair. 
In some cases ledgers are illegible. In other cases notes 
receivable have completely disappeared. 

Visit any of the shops that had water 
in them and you will see piles of faucets, 
valves, fittings, traps and other mate- 
rials which the proprietor and his em- 
ployes are laboriously scouring, cleaning 
and drying. 

It is impossible to conceive of the dam- 
age to the furnishings in the homes of 
the plumbing contractors. Expensive 
pianos and radios were waterlogged and 
are a total loss; hardwood floors buckled 
under the nine days of water and had to 

















When Eugene J. Straus, president, 
Equipment & Supply Co., Louis- 
ville, came to Chicago recently he 
brought this picture. The building 
at the extreme right houses Mr. 
Straus’ company. This picture is 
from the Louisville Courier-Journal 


be torn up; bedclothes, carpets, and rugs are completely 
ruined—in fact, with the exception of the plumbing fix- 
tures and the dishes, there is nothing in the average 
house in the flood zone that can be salvaged. 

To see the interior of one of the homes in the path- 
way of the flood is to witness a scene of utter deso- 
lation. There isn’t a door in the house that will close. 
There isn’t a wooden drawer in a closet, dresser, or 
cupboard that can be opened. 

Add to all this the damage to materials which 
contractors had on jobs and it is evident that 
it will be a long time, if ever, before the 
full extent of the total damage to the 
industry is known. 

Louisville contractors are 
tive of the spirit of helpful coopera- 
tion shown by the National Assn. of 
Master Plumbers in establishing its flood relief fund. 
In order to get accurate information on the losses sus- 
tained by its members, the Louisville Master Plumbers 


apprecia- 


Assn. at a meeting on February 17 voted to send a 
letter to all of its members asking them to indicate 
losses suffered at their places of business. 


How much and what type of work for plumbing and 
heating contractors was created by the greatest flood in 
the history of the Ohio River Valley? 

Here’s what O. H. Metzlaff, secretary of the Louts- 
ville Master Plumbers Assn., has to say about it: 

“Surprising as it may seem, there was comparatively 


little work for plumbers created by the flood. There 
is even less chance for the sale of material. Through- 
out the flood period, the weather was mild. Conse- 
quently there was no damage from freezing. Flood 


waters cannot do irreparable damage to plumbing fix- 
tures. With the exception of closet seats, I haven't 
heard of any plumbing fixtures that were damaged. A 
few sinks, lavatories, and even some tubs were torn 
from their hangings and some traps and faucets were 
wrenched loose. A great many closet seats were so 
badly warped and sprung that they cannot be used. 
Insofar as damage to fixtures and fittings is concerned, 
it appears that the damage to these in the stores of our 
members is greater than in the homes of our customers. 
“The work which Louisville contractors have ob- 
tained as a result of the flood is largely in connection 
with gas ranges, gas water heaters and gas fired boilers. 
Gas service lines became clogged with water during 
the flood and thermostats and controls are corroded. 
“There are, of course, individual cases in which some 
of our enterprising contractors have used good sales- 
manship to develop some very nice business from minor 
fepair jobs resulting from the flood. I have in mind 
One case in which one of our members was called to 
make repairs in a bathroom, and he succeeded in sell- 






















Sidelights . .. . 


Louisville, Ky. Kugene J. Straus, president of the 
Equipment and Supply Co., reported on February 13: 
“Six feet of water in our shop and storeroom and five 
feet of water in our office and display room gradually 


has subsided. Desks, files, office and display equipment 


are unglued and wilted to nothing. Files, papers and 
books are mud and water soaked. Desks, typewriters, 
dictating and calculating machines, which were un- 


touched by the flood water, have been brought to the 
writer's home, where the living and dining rooms make 
a very satisfactory temporary office.” 

New Albany, Ind.—The Anchor Stove and Range Co. 
reported that although flood water covered the first floor 
to the depth of 10 ft. no serious factory damage was 
suffered. However, the rapidly rising water necessitated 
the moving of all valuable equipment from the first to 
upper floors and the evacuation of the plant. The entire 
personnel of the company volunteered for relief work 
and F. R. Kimmel, general manager of the stoker di- 
vision, was placed in charge of evacuation by the military 
authorities. 

Louisville, Ky.—This letter headed, “Temporary Office,” 
was received from the A. S. Blunk Heating Co.: “Water 
was within 4 in. of our showroom ceiling. Fortunately, 
most of our office records were kept on the second floor 
and so escaped damage. You might be interested to 
know that the flood left us with a particular personal 
grudge against Domestic ENGINEERING. We had a heavy 
solid oak bookcase, one side of which was filled with 
a file of past issues which we had kept for several years. 
The various issued swelled, buckled and split the heavy 
top and shelves of this bookcase. To date we have not 
been able to get them out, even with a crow bar.” 

Louisville, Ky—-A report of the ingenuity inherent to 
members of our industry showed that Fred H. Scott. 
plumbing contractor-dealer of that city, had saved his 
showroom and a large stock of valves and fittings by 
having his journeymen caulk all doors and windows of 
his shop with oakum and tar. This caulking process 
was carried out on both inside and outside before the 
flood waters came near. While the rest of the business 
establishments around Mr. Scott’s shop had at least six 
inches of water, his remained perfectly dry. 
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ing an entire new set of fixtures as well as a new 


kitchen sink. 

‘Should the city proceed to demolish dwellings that 
have been badly damaged, there would, of course, be 
considerable new construction.” 

With further reference to the matter of work cre- 
ated by the flood, Mr. Mitzlaff says there has been a 
large influx of plumbers into Louisville in recent weeks 
as a result of misleading advertising announcing that 
there is a shortage of skilled workmen. Mr. Mitzlaff 
points out that there is no shortage of skilled labor in 
Louisville and that Louisville contractors are well able 
to take care of the comparatively small amount of addi- 
tional work created by the flood. 

One of the outstanding facts about the flood is the 
absence of an aftermath of disease. “So far not a single 
case of typhoid or dysentery has been reported to the 
Louisville Board of Health,” said Dr. Leavell. 

“Of course, we asked all people to boil their drink- 
ing water. We told them that, if they couldn’t boil it, 
they should use chlorine or iodine to make it safe. 

“Apparently everyone took the precautions we sug- 
gested. Naturally the radio was a tremendous help 
in getting the advice of the health authorities to the 
people. For more than two weeks, the water was on 
only for about two hours a day. Naturally under the 
circumstances there was danger that the negative pres- 
sure in the supply lines might cause a back siphonage 
from fixtures with a submerged supply. It is fortunate 
in this connection that the state of Kentucky has for 
six years had a code prohibiting cross connections. If 
it were not for the fine cooperation this department has 
had from the plumbing industry in its ef- 
forts to eliminate cross connections, it 1s 
likely that conditions might have been 
much worse.” 

The City of Louisville obtains its water 
from the Ohio River. The pumping sta 
tion is located on the river. As the river 
rose, it flooded the fireboxes in the boiler 
room. It was evident to F. C. Dugan, Ken- 
tucky state sanitary engineer, and L. 5S. 

Vance of the Louisville Water Co., that 


At the left. Mr. Mitzlaff. William M. Wheeler and 
his bookkeeper are pointing to the water line 


, ville after the flood. 


The doubtful distinction of having the highest waterline for any 
contractor-dealer in Louisville went to Martin Witmer. His son 
is pointing to the fifteen foot flood level reached on the shop 


the city would be faced with a disastrous water short- 
age if some method could not be found to keep at least 
one pump running. 

The problem was solved by Mr. Vance in a most 
ingenious way. A river boat was tied up at the pump- 
ing station. Steam from the boiler of the boat was 
conducted to one of the pumps through a one-inch line 
The result was that Louisville had water for one hour 
in the morning and one hour in the evening. The en- 
gine ran with its bearings under four feet of water. 

The one pump was able to maintain sufficient pres- 
sure in the mains to prevent infiltration of sewage. The 
state board of health made frequent analyses of the 
water, despite the handicap of being flooded out of its 
own laboratory. An emergency laboratory was set up 
at the filtration plant of the Louisville Water Works. 

The emergency city water supply was supplemented 
in various ways. Additional potable water was ob- 
tained from distilleries and breweries. Distilled water 
and water from deep wells was bottled and distributed 
by boats throughout the city. 

One of the large hotels was authorized to fill its 
house tanks with raw water from the river for the 
flushing of toilets. The hotel has a down feed system 
with the surge tank on the roof. 

For the protection of guests, the state department of 
sanitary engineering sealed all openings of faucets and 
valves on lavatories, tubs, and slop sinks. When nor- 
mal city water pressure was again available, the surge 
tank was scrubbed and scoured and all the supply lines 
chlorinated. Samples of water for analysis were taken 
at each floor. (Note the obvious advantage of a sep- 
arate supply system for toilets with a surge tank and 
air breaker in attic. ) 

The close cooperation of the medical profession, state 
and city sanitary engineers and the plumbers is virtually 
sure to prevent a serious epidemic in circumstances 
such as existed in Louisville, according to F. A. Per- 
kins, state plumbing inspector. 

Mr. Perkins had twelve inspectors working in Louis- 
He worked in cooperation with 
James Hanna and Joseph Stuart, city plumbing inspec- 
tor. The two departments made inspections in all 
large buildings. Many cross connections in old build- 
ings were found, Mr. Perkins says. On the other hand, 
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all plumbing in the flood area installed in accordance 
with the Kentucky plumbing code, which has been in 
force for the last six years, stood up. 

A close check on the plumbing in schools was made 
with the cooperation of the City Health Department 
and the Board of Education. Latrine closets, hydrant- 
type drinking fountains, and side-outlet bowls are be- 
ing eliminated as rapidly as possible. Chlorinated lime 
is being used by some contractors to disinfect valves 
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and fittings. The material is either dumped in the solu- 
tion and left over night, or sprayed with it. 

Manufacturers, realizing that contractor-dealers in 
the flood area had catalogs and other trade literature 
destroyed, probably will want to contact such dealers 
to discover their requirements in this connection. To 
show the extent of the flood, the Pratt & Young Plumb- 
ing Co., Austin, Tex., has reported that all their cata 
logs and trade literature were destroved. 


KHEA EXTENDED.. 


Provisions extended until June 30, 1939 


= life of Electric Home and Farm Au- 
thority, starting about three years ago, has just been ex- 
tended by an act of Congress, until June 30, 1939. 
There have been no changes in the original provisions. 

It is a Government corporation, incorporated under 
the laws of the District of Columbia. It is a self-sup- 
porting organization. The function of this corporation 
is to purchase conditional sale contracts or other evi- 
dences of indebtedness covering the reiail purchase of 
electric appliances. Terms and conditions are more lib- 
eral than those generally available. Funds for this pur- 
pose are obtained by EHF A from private banks at the 
standard commercial rate of interest. As a protection 
for its source of capital, EHFA through an agreement 
with the Reconstruction Finance Corporation, may bor 
row funds from this agency. 

Small down payments (5 per cent on most appli- 
ances), unusually low monthly payments spread over 
periods of from two to four years, a flat 5 per cent per 
year financing charge, and the convenience of paving 
installments along with the electric service bill, have 
been combined in the EHFA plan to provide an attrac- 
tive method of obtaining electrical equipment for the 
home and the farm. The use of this plan makes it pos- 
sible for not only the families of substantial means, but 
also those in the lower income brackets to avail them 
selves of the benefits inherent in the use of electric ap- 
pliances. 

The program may be extended to those areas where 
domestic electric rates are such as to make feasible the 
use of electrical appliances by families of average in 
come. The plan is available to the customers of those 
publicly and privately owned electric utilities who enter 
into an agreement with EHFA. This agreement pro- 
vides that installment payments on appliances financed 
through EHFA will be billed and collected by the util- 
ity along with monthly electric service bills. The utility 
is reimbursed for this service. 

All electrical appliances eligible for financing under 


‘ 


this plan must be first approved by EHFA. A large 
number of manufacturers have received Electric Home 
and Farm Authority approvals on their products 

The appliances which have been approved for financ- 
ing up to this time are as tollows: 

Refrigerators (lothes Driers 
Ranges Vacuum Cleaners 
Water Heaters Milk Coolers 

Water Pumps Cream Separators 
)ishwashers Farm Motors 
Clothes Washers Milking Machines 
Clothes Ironers Waste Disposal Units 

(Other appliances mav be added to this list from time 
to time). 

Electric appliances eligible for EKHFA financing are 
sold through regular retail channels. Each cooperating 
dealer is approved for that purpose. Approval is given 
only to those retailers whose sales territory is at least 
in part within the area served by a distributor of elec 
tricity who is cooperating with the EHFA. 

The routine of purchasing an approved electrical ap 
pliance and financing it under the Electric Home and 
Farm Authority plan is not unlike purchasing many 
other commodities on a plan of deferred payments. The 
customer, after selecting the approved merchandise de 
sired from a dealer participating in the program, merely 
makes an initial payment of 5 per cent or more of the 
cash retail price, and executes an EHFA Conditional 
Sale Contract. 

Primarily, the EHFA plan has been designed to fa 
cilitate the purchase of Labor-saving electrical equip 
ment for use in the home and farm by families of all in 
come classes. The plan is, however, mutually beneficial 
to the manufacturers, the dealers and the utilities. The 
augmented demand of the consumers ts reflected in the 
volume of appliances sold by manufacturers and dealers 
The increased use of electricity for the operation of the 


. 
, 


equipment is reflected in the development of desirable 


load for the utilities. 
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Fig. 1—Upper left, cube of water Fig. 2—Lower left, pressure diagram 


Fig. 3—Above, illustrating that the head of water and its pressure is purely 
a matter of the water depth and has no bearing on the quantity 


What 1s adequate capacty? Here 
is article that answers question 


I. this discussion the term “head” on the 
pump will be used several times and it is now time to 
settle just what is meant by this term. The ordinary 
conception of pump head is that it is the pressure against 
which the pump delivers the water. In a general, loose, 
way this is true but in an exact way it is subject to some 
modifications. One of these is the fact that there are 
two heads, one of which is termed the “gravity” head 
and the other of which is termed the “total” head. When 
a pump is connected to a pipe line, there also is a “fric- 
tion” head to be considered. There also are some minor 
heads which exert so small an influence on the pump 
delivery that in practical work they usually are neglected. 

Total head may be most simply defined as the sum 
of all of the heads against which the pump must operate. 
Friction head is the resistance of the pipe and fittings to 
the passage of water. Gravity head is the water pres- 
sure, or head, due to the height to which the pump must 
lift the water and is equal to 0.43 lb. for every foot of 
actual lift. For purposes here the total head will be 
considered as the sum of the gravity head and the fric- 
tion head and a small allowance for safety and the other 
minor heads will be allowed to cover these items. 

Head may be expressed in either feet or pounds equiv- 
alent and, as previously noted, the equivalent to each 
foot of head is 0.43 Ib. This is obtained by taking a 
cube of water 12 in. by 12 in. by 12 in.—see Fig. 1— 
which weighs at ordinary temperature some 62% Ib., 
and calculating the pressure produced on each square 
inch of the bottom of the cube. As will be seen the area 
of the bottom of the cube is 12 in. by 12 in. or 144 
sq. in. and 62.5 Ib. / 144 sq. in. gives 0.434 Ib. per sq. in. 
which usually is taken as 0.43 lb. As this pressure is 
exerted on every square inch of the bottom and the 
water is 12 in. high—or one foot—it proves that each 
foot of water produces a head in pounds of 0.43 Ib. 
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per sq. in. This head is proportional to the height of 
water as will be seen by referring to Fig. 2 where a 
pressure diagram is shown for a 10 ft. depth of water. 
At the base the pressure is 
0.43 Ib. & 10 ft. or 4.3 Ib. 

and this is reduced all the way to the top of the water 
where the pressure is zero and the reduction is propor- 
tional as will be seen by reading off at a point half way 
between top and bottom where the pressure is shown to 
be 2.15 Ib. 

It must be understood clearly that the head of water 
and its corresponding pressure is purely a matter of 
the water depth—or height—and has no bearing on the 
quantity of water involved. This should be plain when 
Fig. 3 is considered in which all sorts of shapes and sizes 
of vessels are connected to a common header through 
pipes of varying sizes and in which the water stands 
level in each and every one even including the 1 in. 
pipe at the end. In fact, there might be a whole lake 
connected on the top of a line and the pressure at the 
bottom of the line would simply be the vertical distance 
in feet that the level of the lake water stood above the 
bottom of the line multiplied by 0.43 Ib. 

Owing to the fact that the gravity head usually is 
the greatest head on a pump, the calculating of this 
head will be considered first in this discussion. In Fig. 
4 for instance, a pump is shown connected to a tank and 
the water line in the suction tank is on the same level 
as the shaft of the pump. Therefore, there is no suc- 
tion lift for the pump to make nor is there any pressure 
on the pump suction. The pump is discharging into a 
line leading up to a tank where it comes into the bottom 
and the water level of this tank is considerably above 
the bottom. The gravity head in this case is the vertical 
distance in feet from the water level in the suction tank 
to the water level in the elevated tank and the pressure 











for this gravity head will be the vertical distance be- 
‘ween the two water lines in feet times 0.43 lb. Of 
course there will be an added head for pipe friction 
which will be gone into later. 

A different condition exists in Fig. 5 where the pump 
has to lift water on the suction side and in this case the 
sravity head consists of two parts—that on the suction 
and that on the discharge—but the total gravity head is 
the same as before; viz., the vertical distance between 
the two water lines in the two tanks taken in feet. Again 
the pipe friction will be in addition to the gravity head. 
Still a third condition is shown in Fig. 6 where there 
is pressure on the pump suction from a street main for 
example and where the pump is discharging water into 
an elevated tank in which the water line is 66 ft. 6 in. 
above the pump. A pipe attached to the suction of the 
pump shows that the 20 Ib. on the street main will cause 
the water to rise in the vertical pipe about 46 ft. 6 in. 
(20 Ib. / 0.43 Ib. equals 46.5 ft.) and the net gravity 
head on the pump is the difference between the posi- 
tive pressure on the suction and the positive pressure 
on the discharge or 

66.5 ft. minus 46.5 ft. or 20 ft. (approx.) 

Carrying this still farther let it be supposed that there 
are two tanks at exactly the same elevation and with 
their two water lines at the same height as indicated in 
Fig. 7. It is evident that the gravity head on the suc- 
tion and the gravity head on the discharge are the same 
so that one subtracted from the other gives a net head 
of zero and all the head that the pump would have to 
overcome in this case would be the friction head of the 
piping. Following this method to a logical conclusion 
the case shown in Fig. 8 is rather a novel one and here 
there is a negative head on the discharge and a positive 
heal on the suction; a positive head subtracted from 
a negative head will give a negative head equal to the 
sum of the two and a negative net head shows no pump 
is required and that the water will flow by gravity. Yet 
even here a pump could be utilized to increase the flow 
lor the gravity flow would only be such that the pipe 
iriction equals the total gravity head or vertical dis- 
tance between the two water lines; the addition of a 
pump of adequate capacity would increase this flow by 
producing a differential at the pump which would be 
equivalent either to raising the upper tank or lowering 
the bottom tank by a number of feet equal to the differ- 
ential head produced by the pump. 

When it is necessary to lift water on the pump suc- 
tion, there are limits to which this can be accomplished. 
The only force which can be used to lift water in a 
pump suction line is that of atmospheric pressure which 
is 14.7 lb. at sea level and reduces somewhat as the 
elevation above sea level increases. In other words, 
“suction” is not really a “pull” but simply means the 
removal, or partial removal, of the atmospheric pressure 
in the suction pipe so that the atmospheric pressure on 
the outside will force the water up in the suction pipe. 
Many people do not understand this but it should be 
clearly perceived by referring to Fig. 10. Here a pump 
is shown with a suction going down into a well which 
is at some distance below the pump and where the water 
line is over 34 ft. down. If it is assumed that the pump 





can produce a perfect vacuum on the suction line—in 
other words, entirely remove the atmospheric pressure 


Fig. 4—The pump 
shaft and water line 
in suction tank are 
on the same level 
in this diagram 


Fig. 5—Here the 
gravity head con- 
sists. of two parts 
since the pump has 
to lift water on the 
suction side 


Fig. 6—Here the 
net gravity pressure 
is the difference be- 

















tween positive pres- | 


sure on the suction 


and positive pres- 
sure on the dis- 
charge 


Fig. 7—When two 
tanks are on the 
same level with 
water lines of the 
same height, the 
only head the pump 
has to overcome is 
the friction head 
of the piping 


Fig. 8—Here there 
is a negative head 
on the _ discharge 
and a positive head 
on the suction; 
consequently, no 
pump is needed 
and water will flow 
by gravity 
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from the surface of the water in the suction pipe—then 
the atmosphere pressing down on the surface of the 
water with a pressure of 14.7 lb. per sq. in. would cause 
the water to rise in the suction to a distance of 

14.7 lb. / 0.43 Ib. or 34 ft. 

When wells are very deep, the use of a deep well 
pump is necessary and this pump consists of a cylinder 
which usually is submerged under the water line and is 
operated by a rod from a pump head located at the 
top of the well somewhat as shown in Fig. 11. 


HEAD AND CAPACITY OF PUMP 


The head and the capacity of a jump are two en- 
tirely different features. The head represents the pres- 
sure while the capacity represents the quantity of water 
dlivered by the pump. Head usually is expressed as 
the height of a column of water which would have 
the same pressure at the bottom as the pressure or 
head, generated by the pump. Thus, head may be ex- 
pressed in feet (of water) or in pounds per square inch 
which equals the pressure of the water column at the 
bottom. Every foot of water head equals 0.43 Ib. in 
pressure and the chart shown in Fig. 9 will be an aid in 
determining quickly the corresponding heads and pres- 
sures. For example if it 1s desired to change head in 
feet to the equivalent pounds all that is necessary is to 
find the head in feet on the left hand scale, move directly 
to the right from this point until the diagonal line is 
intersected and under this intersection on the bottom 
scale will be found the equivalent pressure in pounds. 


INTERSECTION COMES AT 43 LB. 


Thus, if it is desired to find the pounds of pressure 
equivalent to a head of 100 feet, running in the chart to 
the right, from the scale on the left, at the point marked 
100 until the diagonal line is intersected it is found that 
this intersection comes directly over 43 lb. The chart 
also may be used in reverse to ascertain the number of 
feet of head equivalent to any number of pounds by 
starting from the pounds at the bottom and going di- 
rectly up to the diagonal line and then to the scale at the 

























Fig. 9 — Chart 

for determin- 

ing heads and 
pressures 








Fig. 10—Show- 

ing effect of 

atmospheric 
pressure 
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left. Thus for 50 lb. the 50 is located on the bottom 
scale and then carried up directly to the diagonal line 
which it intersects opposite 116 ft. on the scale at the 
left. 

When water stands still in a pipe there is no pressure 
to be considered outside of the gravity head. 
as the water begins to move the fluid rubs on the in- 
terior of the pipe, sets up eddy currents when passing 
through fittings and valves and has some other losses 
which must be cared for by any device utilized for the 
purpose of moving the water through the pipe. This 
commonly is included in the general term of “pipe fric 
tion,” and may be more readily understood by imagin- 
ing a pipe say of 34 in. size and 100 ft. long with 10 Ib 
pressure on one end. If the far end has only a small 
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Fig. 11--This illustrates a typical deep well 


pump where a rod is operated from a pump 
head 


leak in it so that the flow of water through the pipe 1s 
hardly perceptible, then a pressure gauge on the far end 
will show almost the same 10 Ib. pressure as applied 
at the other end. The reason for this is that the flow 
is. so slow that hardly any friction is set up in the pipe. 

sut let this opening at the end of the pipe be suff- 
ciently enlarged and a good flow established, then the 
pressure gauge at the far end may drop to 5 lb. and 
half of the initial pressure is used up in friction in driv- 
ing the water through the pipe at the increased velocity. 
Now let the end of the pipe be left open and the gauge 
at the end will drop practically to zero showing that the 
whole 10 Ib. initial pressure is being used to force a 
still larger quantity of water through the pipe. 


(To Be Continued) 
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Fig. 1—This is a photo- 
graph of the boiler in- 
stalled in the old house. 
One novel feature of 
the installation was the 
cellar space which was 
only 6 ft. 2 in. high in 
the clear 





A PAYING BASIS... . 


Secretary Bird’s installation of an oil 
burner helps make an old building useful 


‘EB aeowcnout the country there are many 
old and antiquated residences which have outlived their 
usefulness in their present form and which require 
modernization and revamping in order to place them on 
a paying basis. Elizabeth, N. J., is particularly well sup 
plied with this type of house, many of which contain 
12, 14 or even 16 rooms and housed the well-to-do of 
a previous generation. One of the most successful 
schemes in handling such propositions is to make the 
old house over into up-and-down-stairs flats renting 
each to separate families so that there are two or more 
families to a house. A more or less moderate rental from 
each family then produces sufficient income to pay the 
carrying charges and even leave a little profit from a 
property which otherwise would be simply an expense 
and almost unrentable at any price. 


This condition existed in a particular residence in 
Elizabeth which is a frame building erected about 1868, 
shortly after the Civil War, and built with good mater 
ials and honest workmanship. It is a strong structure 
with good ceiling height, solid studding and heavy 
floors. The outside consisted of clapboards many of 
which had begun to disintegrate along the ede . The 
first step was to apply a new facing on the outside of 
the clapboards. The outside appearance of the residence 
after this shingling had been added is shown in Fig. 2. 
Mr. Bird, local plumbing and heating contractor and 
secretary of the N. \. M. . was then employed to see 
what could be done with the heating 
bring these items up to a point where they would be sat 
isfactory in service and require little attention to oper- 


and plumbing to 


ate under the new conditions of an upstairs and down- 
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stairs apartment, each occupied by a different family. 
This required a new kitchen on the second floor and a 
new bathroom on the first floor. 

The old heating consisted of a warm air furnace 
which heated only a part of the house, the balance being 
without heat with the exception of the provision of fire- 
places. One of the difficulties that had to be solved was 
how any type of heating was to be installed in cellar 
space, which was only 6 ft. 2 in. high in the clear, with- 
out coming materially below the head line. The owner 
selected a vapor system. The boiler was set in the same 
position as formerly occupied by the warm air furnace 
and a 3 in. header on the boiler was connected up to 
all of the boiler steam outlets; from the rear end of this 
header a 2 in. drain and equalizer pipe was dropped 
down to the Hartford loop used on the return line. See 
Kig. 1, 

All of the branches to the radiators (which all are on 
the outside walls with the exception of the bathrooms 
and the first floor hall) are short branches not over 3 
ft. long while the branches to the first and second floor 
kitchens have to be made 9 ft. in the cellar and 6 ft. on 
the ceiling of the first floor kitchen for the second floor 
kitchen radiator. The radiator risers and runouts are 
fed from two 2 in. mains run in the cellar from the 3 in. 
boiler header and the returns are connected into two 2 
in. return lines which run back to the boiler along the 
outside walls and connect to the boiler return tappings 
through the Hartford loop previously mentioned. These 
are wet return mains with air pipes to carry back the air 
to the air vent valve at the boiler. 

\ hot water domestic supply is provided for by the 
installation of a tankless water heater on the _ boiler 


which is supplied through a 2 in. manifold header which 


Fig. 2—-The picture at the bottom of the page shows the appear- 
ance of the residence after new facing had been applied 


Fig. 3~-The rear view of the boiler, shown at the right, indicates 
the installation of the low water cut-off and the pressure switch 
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is connected into each boiler section. The return from the 
heater is carried down and connected into the boiler 
return. A 1% in. branch is taken directly from the 
boiler header and is used to feed the first and second 
floor middle bedroom radiators with a 1 in. drip from 
the bottom of the riser. 

All radiators are equipped with graduated packless 
control valves on the inlets and with thermostatic radi- 
ator traps on the return ends; radiators were made 
ample for the work to be done and owing to the use of 
a vapor system the operation so far has been under par- 
tial vacuum most of the time. A thermostat is located 
in the living room on the second floor so that heat will 
not be turned off until this upper floor next to the attic 
is up to proper temperature. 

The boiler is fired by an oil burner with a capacity of 
3 gal. per hour which has run about 8 minutes out of 
every 50 minutes while the alteration work has been car- 
ried on. The boiler has a 10 in. smoke outlet but is con- 
nected into a chimney which is provided with only a 7 
in. round tile flue by means of a 10 in. by 7 in. eccentric 
reducer. This arrangement works satisfactorily pos- 
sibly owing to the chimney having more than the usual 
height. The system runs as high as 141% in. of vacuum 
and the burner usually cuts out before the vacuum has 
entirely disappeared. The entire system has proven 
satisfactory throughout and consists of a total of 654 
sq. ft. of radiation which, with 50 per cent allowed for 
pipe losses and morning pickup along with another 180 
sq. ft. for domestic hot water, brought the required 
boiler rating up to about 1160 sq. ft. A boiler rated at 
1125 sq. ft. was used. A low water cut-off and pressure 
switch are installed as shown in the illustration imme- 
diately below, Fig. 3. 
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“The first thing Tom did was lift off the cover 
of the flush tank and nearly broke it when he 
looked inside. The tank was full of trout” 


Our old friends find a stub- 
born heating plant; a man 


who wants to talk price; and 
several fish out of water 


aoe name of the Dolan and Olson 


Vlumbing and Heating Co. has been on a shingle in our 
town for a pretty long time. Hank and I| have seen a 
lot of good and bad years come and go since we've been 
in business together. While we're not the biggest out- 
ht in the industry, we’re not the smallest either and so 
the problems we meet up with are just about the same 
ones that the majority of plumbers do. Well, like al 
most everybody else, the two .of us cant kick on the 
business we did last fall. 

A lot of that business was made up of little jobs. 
You know, Mrs. Jones would call us to fix a leaky 
faucet and Mr. Brown wanted his boiler cleaned out 
There isn’t much profit on jobs like that, but when you 
vet enough of them you don’t starve. Then too, we did 
vet a few big jobs on which we made a nice profit, so 
all in all, it wasn’t a bad season and we kept pretty busy. 
The only fly in the ointment was that we got the usual 
'un of inquiries in the office that took a lot of time and 
study. It doesn’t take many of that kind to add up 
to several hours of lost time and so neither Hank nor | 
are very glad to get them, but Hank carries on about 
them worse than I do. 

One day when he came into the office looking dis 
custed it wasn't hard to figure that he had run into a 
problem which meant a lot of worry and little or no cash 
in our pockets. Hank never needs much urging to tell 
what ails him. Even before he got his coat off he started 
telling me what he had run up against. It seems that 


| 


a tellow named Jackson had met [lank a 
couple of times around town and had called 
him up the might before. This tellow Jack 
son had a heating plant that he felt wasnt 
all it should be, so in talking he hinted that 
it would be nice if Hank would drop in and 
VIVE him SOTLIC free advice. There was just 
a chance that there might be a job in sight so Hank 
jumped in his car and drove over. When Jackson took 
him down to the basement, Hank was pretty sore 
There was a brand new boiler still smelling of paint, 
varnish and asbestos. Besides that a lot of new pipe 


covering told him that some of the pipe had been 
changed at a very recent date. Hank took just one 
look and said, “This is no place tor me. You've got 


. 
' 


a brand new boiler. Get the man who installed it and 

tell him your troubles - 
However, Jackson told him te hold on a minute and 

this is the story he gave to Hank. It seems that Jack 


son's cousin had a friend who was supposed to be ace 


high as a heating expert. So Jackson had gone to this 
ha) ~ } 2 ~ 
fellow when he needed a new heating plant. The expert 


recommended a certain boiler which he said he could 
buy at a discount. The really nice part was that this ex 
pert had a friend who would install it at a big saving 
his work 


| 
i 
| 
d make the 


because he wasn't a heating contractor an 
in the garage was over at noon so he coul 


installation during his spare time 

To cut the story short, the boiler was delivered and 
installed in a short time and in a still shorter time, 
trouble developed. And Tlank said it was no wonder 
The How outlet Was bushed in at the top ot the boiler; 
all the return mains were connected together above the 
water line: small radiator air valves were on the return 
mains; and there was no header drip, [lartford return 
loop or safety cut-out in case of a low wate condition 
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in the boiler. This was one story of Hank’s that had a 
happy ending, for Jackson told us to go ahead and make 
the necessary changes and corrections at our price. On 
top of that he has been converted to the idea that satis- 
faction in heating comes only when honest products 
and honest workmanship go into a job. 

Jackson was like a lot of buyers that get blinded by a 
dollar sign and can’t see anything else, but sometimes 
customers aren’t the only ones that make that same 
mistake. ‘Lom bowen is a retired plumber that drops 
into our shop quite a bit just because he loves the work 
and doesn’t like being away from it entirely. We were 
telling him the story about Jackson when he said that 
we had better be careful not to make a mistake similar 
to the one he did when he first started out in business. 

It seems that a manufacturing plant here in town was 
going to build a new factory and Tom was pretty anx- 
ious to get the plumbing contract. He had done 
smaller jobs for this company before and had visions 
of a mighty nice profit on the new factory. As usually 


happens, some of the quotations were late in reaching his 


office. Tom was so anxious to get the job and so hur- 
ried to get in his bid he omitted one of the quotations 
when he added the various sheets. As Tom told the 
story, he was careful to figure for profit and overhead, 
but nevertheless he forgot to add this one quotation to 
his proposal until after he had handed it in. 

Once he got back to his office he had the feeling that 
something was wrong, so he got all of his estimate sheets 
and started adding them over again. When he did that 


“Hank never needs much urging to tell what ails him. Even 


before he got his coat off he started telling me about it” 


he found that his cost was several thousand dollars 
ereater than his original figure. Right away he started 
comparing his figures and found where he had made 
his mistake. He said he lost twenty pounds in five min- 
utes. His bid was in the hands of the owners and 
probably had been opened by that time. To make mat- 
ters even more cozy there was a certified check for ten 
per cent of the amount of the bid included with his 
quotation. Tom couldn’t afford to lose the check and 
he couldn’t afford to lose the good will of the owners. 
First he thought of getting ahold of some of the men 
in the company and telling them his story. Then he 
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thought of a lot of other things, but each plan seemed 
imperfect. By the next morning Tom was almost a 
wreck. But then he got another idea. 

He got on his hat and went over to the company that 
was putting up the new building. Eventually he got in 
to see the fellow who had the final say on letting the 
contract. What did Tom do but say he had come down 
to sign the contract so that he could start buying ma- 
terials right away and release his certified check so he 
could use it for bond on another job. With that, the 
tellow he had gone to see told him to hold on for a min- 
ute, that he was wrong if he thought he was low on the 
job. Then he went on to say that another firm had 
submitted a bid almost a thousand dollars lower, a figure 
that had seemed too low even to the owners. This low 
bid had almost been thrown out and the contract given 
to Tom, but in light of the fact that Tom was anxious 
to take the job at a comparable figure, the stamp of ap- 
proval was put on this low bid and there was nothing 
to do but accept it and return Tom’s check. 


HAD A HAPPY ENDING 


To cut the story short, Tom got his check back and 
the fellow that got the job quietly folded up right in 
the middle of construction with the result that the bond- 
ing company had to finish the job. Tom said that taught 
him a lesson never to submit a bid until the estimates 
had been checked and rechecked. 

Just to show that he was versatile and knew some 
other stories, Tom went right into another one. He 
said he was just doing it so we wouldn't feel depressed 
after the first one he had told, but Hank and I both felt 
that the fact was Tom likes to talk about anything and 
particularly about plumbing had something to do with 
it. Here was the story he told. 

It seems that in the old days Tom got a lot of business 
from his fishing cronies. He still is a great fisherman 
and what time he doesn’t spend in our shop is spent out 
in a boat at the lake. He got to know a lot of fellows 
that way and he got a lot of business, too. One of the 
fellows he had met at the lake stopped him one day and 
said that he was having some trouble with the closet tank 


‘in one of the houses he owned and the tenant’s wife was 


complaining pretty badly. Tom said if that was the 
case, he would go right over to see what was the matter, 
so that is what he and this other fellow did. 

They got to the house and went up to the bathroom. 
The first thing Tom did was lift off the cover of the 
flush tank and he nearly dropped it when he looked 
inside. The tank was full of big fat trout. Trout or 
no trout, they were packed in there like sardines. The 
trouble was they were still alive and the top one kept 
flopping on the float, depressing it and causing the water 
to flow through the overflow pipe. 

Well when the owner saw that he blew up, but both 
the tenant and his wife both denied knowing anything 
about how the trout got in there. Tom’s friend was 
going to throw them out the window, when the tenant's 
little boy came in and confessed that he had put them 
there. The matter was settled finally by the fish being 
transferred to a wash tub and nothing more said about 
it in return for the boy’s telling Tom and his friend what 
he had used for bait. 
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Fig. 1—The corrected drawing 
shown at the right was for- 
warded by a correspondent in 
Missouri. This answers Fig. 3 
in January issue 
























































































































KXAMINATIONS..... 


Answers to problems presented 
in January issue discussed 


a 

| HIS time we have the January problems to 
discuss. The February problems will be considered in a 
later issue. Several replies were considered in the Feb- 
ruary issue, and more have since been received. 

One correspondent of Richmond, Mo., has not only 
sent in his corrected drawing of Fig. 3, of the January 
issue, but has also submitted in writing, the corrections 
of Figs. 1 and 2 of the same issue. Because of lack of 
space, we are unable to reproduce written corrections, 
but are glad to show in our present Fig. 1 the corrected 
drawing which we have alluded to. 

Perhaps the most novel feature of this layout is the 
running of the fresh air inlet up through the roof. This 
is a method used in very few sections of the country. 
The written opinion of it is that it is a waste of good 
pipe. If the main trap is to be used, it can be fresh aired 
just as effectively by running the pipe out into the lawn 
or to the outer face of the foundation wall. 


COMBINATION FIXTURES HAVE DOUBLE TRAPS 


We note the combination fixtures have double traps. 
There is nothing wrong about this, and a few cities call 
lor it, but single traps as in Fig. 2 make a good job, 
with less expense. 

It is acceptable practice to connect refrigerator traps 
and drinking fountains into the same stack, but when 
this method is used the stack should not connect into 
the drainage system directly, but should discharge over 


a clear drain or basement sink. Refrigerators, because 





they are used tor storing tood and drink, must always 
have connections which are in no way subject to the 
danger of contamination through entrance of sewer air 
or gases. Of course if the refrigerators and drinking 
fountains had an indirect connection, the drinking foun 
tains would not require venting, as then there would be 
no danger of siphonage. 

fixtures Nos. 2, 3, 6, and 7 should be 

There are nine stacks passing through the roof. Four 


vented 


ot them should be connected with a waste or soil stack 
below the roof, thereby eliminating four of the root 


pipes. 
CONNECTING PAIRS OF FIXTURES 


[expense could be saved by connecting pairs of fix 
tures, such as 12 and 13, 14 and 15, etc., with a unit 
vent, as seen in several instances in Fig. 2. 

At this point it occurs to us to say that to get the 
full benefit of these studies, each one studying them 
would do well to follow through our discussion of all 
the layouts that are submitted, tor one layout will give 
information of quite different nature than another 

hig, 3 comes from May ville, Wais., 


well done. Our chief criticism concerns the refrigerator 


and in general 1s 


connections. The refrigerator stack connects directly in 


to the drainage system, which is always wrong, as 


pointed out in our consideration of Fig. 1. Fig. 5 shows 
a correct method of doing this work. The handling of 


the drinking fountains is excellent, if the refrigerator 


























Fig. 2—This is a possible cor. 

rection of the wrong connec. 

tions which were shown in Fig. 
1 in the February issue 












































stack had not been tied 
into the fountain stack at 
the top. As a matter of 
fact, this connection ac- 
tually forms a_ by-pass, 
shown by the arrows, by 
means of which, under 
right atmospheric  condi- 


. —_—= a W; -n. The chief . tions, air from the sewer 
ig. 3—Below is a suggested solution from Wisconsin. e chief criticism here is that Biel ee 
the refrigerator stack connects directly to the drainage system or the drainage piping 






















































































might pass around and out 
into the basement. 

Circuit venting is used 
to good effect, although 
No. 44 vent is not cor- 
rectly taken off. It is a 
question whether Nos. 33 
to 37 might not be safer if 
Drioky provided with individual 


‘8 fo 




















vents. This is because the 





group of fixtures is on the 
main line, with practically 
all sewage in the building 
flowing past them. Under 
such conditions, individual 
vents are generally consid- 
ered the safer. 

Fixtures 10 and lI 
should be stack-vented. 

Use of unit vents for 
Nos. 10 and 11, 19 and 20, 
31 and 32, would probably 
make it necessary to set 




























































































Fig. 4—Below is still another problem on which to work. The skeleton layout of the fixtures the lavatory trop lower 
is to help in making a correct layout than would look well. 

| Fixture wastes for Nos. 

3 and 6 make wet vents 

for Nos. 2 and 7. Many 

codes, including the Hoover 

code, now look upon this 


. — ~~ | yractice with favor—other 
So 2 @2@.—_88) == 
\4 | | | codes with disfavor. 


a | In Fig. 1, page 72 of the 
February issue, there was 
shown a layout supposed 


i= = E - — — | to fill the requirements of 
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most modern co d © S. A 
yo aaa draughtsman’s error 
showed two combination 














Jo//atr Floorn 
Levotorves hxtures wasting into the 
) | 


| y OF : tt Y O OF vent stack. Figs. 2 and . 
; YY YY Y are submitted, correcting 









































a these wrong connections, 
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Fig. 5—This corrected drawing 
-‘eomes from a correspondent in 
Ohio. This corrected drawing 



































rectifies wrong waste connec- | ———t 
tions =| 

| 4 
and that is what they are | YLee 22 
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Fig. 2, which is from 





















































New York, shows the three | 4 —_ 
main vent stacks carried P33] | 34 
all the way down to the cod 
house drain. We presume ¢—4 
the point is, that in the 





event of stoppage at the 

point where the main vent 

connects into the main stack, there would be danger not 
only of vent stoppage, but of condensation running oft 
through a branch vent. 

Fig. 5, which is from Defiance, Ohio, also rectifies 
the wrong waste connections of fixtures Nos. 20 and 
32. This drawing also suggests that the vent for 44 is 
wrong and offers the correction here shown. In our 
opinion the change that has been made is not an im- 
provement as far as No. 44 is concerned, but does 1m- 
prove the venting of Nos. 45 and 46. As we look at 
it, in the case of No. 44, only the urinal furthest to 
the left is vented, the other two not being vented. 

In Figs. 4 and 6 we are giving two problems to 
work on. Fig. 6 is the same one that we gave in Fig. 
1, page 76 of the January issue. The reason that we 
are giving it again is that it seemed to be misunder- 
stood. 

In Fig. 4 we present another incorrect layout, with 
a skeleton layout of the fixtures to help in making a cor- 
rect layout. 





Service to tools... 


Mr JOHN S. HAND has offered the following 
suggestions to electric tool users whose equipment may 
have been under water during the recent floods in 
many areas of the Middle West. 

Do not operate electric tools, motors or switch mech- 
anisms until they have been taken down, cleaned and 
baked out. 

lor best results, send the tools to the nearest factory 
service branch for overhaul by trained men. 

Where owner desires to service the tool himself, the 
tollowing procedure is suggested. 

Completely disassemble the tool, to get to all parts. 

The armature and field should be put into an electric 


Fig. 6—This layout includes many errors. The work should 
be redrawn to make as nearly a perfect job as possible 
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oven and baked for twenty-four hours at a temperature 
of 275 deg. Fahr. 

They should then be checked for shorts and grounds. 
If o. k., apply a coat of insulating compound and bake 
again for 12 hours at 275 deg. Fahr. 

All fibre switch and brush riggings should be re- 
placed. Most switches have to be replaced and all taped 
wire connections should be cleaned and retaped. 

Clean all ventilating holes in the case of the tool. 

Wash all grease from all gears, housings and_ bear- 
ings, using a suitable fluid. Repack with new lubricant, 
using a good grade of medium cup grease. 

Clean rust and dirt from all parts. 

These instructions apply to electric grinders (portable 
and bench), sanders, polishers, drills, screwdrivers, 
hammers, heat guns, saws, valve refacers and most 
types of motor driven electric tools 
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30.94 per cent Advance over 1936 . . WaterSystems Up . 





other 4 did not comment. A Northern 
Off Co a (sood Start New Jersey wholesaler reports that 


there has been a slight slowing up 


® First month of 1937 registers advance of 30.94 per cent gn in their section due to the labor and 


plumbing and heating sales over January of a year ago— 


price conditions. It is felt that some 
contracts in this section have been 


Range boiler shipments pass million mark—Domestic water jeia up due to the temporary high 


systems set new high 


The New Year got off to a good start 
wih an advance of 30.94 per cent in 
January plumbing and heating sales 
over January of the previous year. As 
volume continues upward, prices too 
ere steadily rising. Further advances, 
ranging from 2% per cent to 10 per 
cent, were reported on copper, brass 
and iron items. In fact vitreous china 
and enameled iron plumbing fixtures and 
boilers and radiators are apparently the 
only items that have not had recent 
price advances. A _ feeling continues 
that still further price advances are in 
view. 

Final 1936 shipment figures as _ re- 
ported by the Department of Com- 
merce, now available, show that in 
creases range from 22.19 per cent for 
cast iron boilers to 81.31 per cent for 
class 1, 2, and 3 stokers. For the first 
time in history range boiler shipments 
passed the million mark. Domestic 
water systems also set a new all-time 
high with shipments totalling 156,321 
units. 1936 oil burners and_=stoker 
shipments were also new highs. 


Key Wholesalers 


With reports tabulated from 105 
wholesalers, an average advance of 
50.94 per cent is shown in January over 
the previous year. Sixty-eight of. these 
firms expect February to show a fur- 
ther advance over last year, 19 expect 
it to be about the same as last vear, 
. expect a decline and the other 11 did 
not comment. 

New England States: Seven whole- 
salers in this section report an average 
gain of 35.34 per cent in January over 
the same month of the previous year. 
Five of these firms expect February to 


cost of lumber caused by the _ ship- 

ping strike in the Northwest. This 

be better than last year while the other same wholesaler feels that the slow- 
two did not comment. ing up is entirely temporary and that 
Middle Atlantic States: Thirty-eight nothing can stop an upward trend 
wholesalers in this section report an later in the year. Another wholesaler 
average gain of 29.07 per cent in Jan- in this section reports that a substan- 
uary over the same month of the pre- tial volume of business has already 
vious year. Twenty-one of these firmsex- been closed for February shipment. 
pect February to showa further advance Another wholesaler in this section re- 
over last year, 8 expect it to be about ports that mild weather has slowed up 
the same, 5 expect a decline and the heating sales but this in turn has been 


19736 Business 


Average Percent of Increase 
over 1/936 Business Reported by 


Key Plumbing & Heating Wholesalers. 





Chart for 1937 starts at 130.9, an inerease of 30.9 over 1936 
%6 
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SHIPMENTS OF PLUMBING & HEATING ITEMS 


Percent of 





Cast Iron Boilers 

Thousands of deena ee Sa oe 
Cast Iron Radiatio 

Thousands of Ft. of Htge. Surface... 
Steel Boilers 

i i Cs ss ce ten se anes 
Domestic Water Systems 

Y Ce ee Lk ew ene eek 
Range Boilers 

ee or - n. . Mosse ee econween 
Oil Burners 

ee. Ce. oo ne eenees eke as 
Mechanical Stokers (for residential 

apartments and commercial use) 

Dene? GE Ws ccc cs evesevececess 





Dec. Dec, Total Increase 1936 
1936 1935 1936 Over 1935 
23,327 20,347 305,791 22.19 
7,444 5,413 77,675 35.04 
915 595 10,806 53.49 
10,864 7,195 156,321 43.73 
85,028 48,726 1,010,962 28.64 
11,300 7,729 196,877 41.74 
5,513 3,467 82,707 81.31 





balanced by better plumbing sales. 

A New York City wholesaler also re- 
ports that mild weather has slowed up 
their business somewhat. Another New 
York City wholesaler reports that this 
mild weather has enabled them to ob- 
tain a substantial volume of business 
on new construction. A Westchester 
County wholesaler reports that they 
have a large increase in orders booked 
for jobs ready to go ahead. A Central 
Pennsylvania wholesaler reports that 
they have obtained a considerable vol- 
ume of business on the strength of an- 
ticipated price advances. A Philadel- 
phia wholesaler reports a considerable 
volume of future business booked. A 
New Jersey wholesaler reports that the 
first week of February was consider- 
ably better than the corresponding 
week of last year. 


South Atlantic: Ten wholesalers 
in this section report an average gain 
of 47.77 per cent in January over the 
same month of last year. ‘Sight of 
these firms expect February to show 
further improvement and two expect 
it to be about the same as last year. 
A North Carolina wholesaler reports 
that business in their section has 
been slowed up due to twenty-three 
days of rain and that February should, 
therefore, show a substantial improve- 
ment. A South Carolina wholesaler 
reports that many new contracts have 
already been closed and that architects 
have more work on hand for figuring 
than at the same time last year. 


East North Central States: Twenty- 
one wholesalers in this section report 
an average gain of 39.80 per cent in 
January over the same month of the 
previous year. Fourteen of these firms 
expect February to show still further 
improvement, while five expect it to 
be about the same and the last two did 
not comment. Most wholesalers on the 
Ohio river reported declines from last 
year. However, one organization stated 
that they enjoyed a 40 per cent increase 
in January which would have been 
larger except for the flood. A Central 
Ohio wholesaler reports that an open 
winter has enabled more building to go 
ahead. 


East South Central States: Probably 
due to flood conditions only three firms 
have reported from this section. These 
three firms reported an average increase 
of 8.66 per cent in January over the pre- 
vious year. Two anticipate that Feb- 
ruary will continue to show an advance, 
and the last did not comment. These 
firms are not located in river towns. 
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West North Central: Fifteen whole- 
salers in this section report an Aaver- 
age gain of 25.81 per cent in Jan- 
uary over the previous year. Twelve 
of these firms expect February to 
continue to show improvement over 
the previous year, one expects February 
to continue about the same and the other 
two did not comment. An Eastern Kan- 
sas wholesaler reports that business has 
been slowed up slightly in their section 
due to too much ice and snow and that 
a substantial advance should take place 
just as soon as weather opens up. The 
same wholesaler states that their sec- 
tion depends more on corn than on 
wheat and that there was practically 
no corn crop in that section last year. 
A Central Kansas wholesaler reports 
somewhat the same situation, adding 
that it is hardly possible that there 
will be as much bad weather in Feb- 
ruary as in January. 

West South Central: Two whole- 


DECEMBER BUILDING PERMITS—51 MOST ACTIVE STATES 


ew New Non- 


Ne Total 
tesidential Families Residential (Including 





Buildings Provided Buildings Repairs) 
State and City (Dollars) For (Dollars) (Dollars) 
NEW ENGLAND STATES 
West Hartford, Conn............. 395,950 49 104,504 540,947 
I a ae 217°700 21 1,669,375 2,261,511 
ree eee 104,850 26 342,160 541,831 
no nn 5 ks oS ews ebices 482,700 52 16,395 517,270 
x... tf Sir FSS ee 68,400 13 1,261,950 1,434,050 
MIDDLE ATLANTIC STATES 
es Se eee ins 55,000 14 195,935 523,445 
Paterson, se ee Nr ad oe 20,500 562.925 625,776 
Princeton, N. J.................. 318,000 40) 129,425 447,860 
Mount Vernon, U'*'S See 392,000 149 300,000 699,575 
eee gemae 530,237 534,037 
New York, N. Y.: 
, Sree 2,808,500 863 72,590 3,185,670 
I a i i a's ek 844,250 202 1,322,485 3,512,984 
ie a ered oe wanew ee 3,757,500 980 249,100 5,276,805 
EY, ine o's we bat l'e ee eee es . 2,111,350 5&8 1,500,951 3,916,920 
0) ey eee 85,150 19 21,415 174,305 
pS ee 34,350 7 237,800 417,001 
ro. ae ES Sree 264,500 26 115,950 393,694 
rn teen eenne 600,650 12 134,080 1,225,569 
EAST NORTH CENTRAL STATES 
ae ie ee a a hh ew 2,671,234 557 777,788 4,159,024 
I a a ae a oe ae ol cain eg 3,000 I 166,000 472,000 
ee 91,000 9 205,410 304,045 
so A kb ee oe be eee ee 72.500 18 726,387 841,969 
ne eg tb bes 2,180,750 407 988.997 3,577,062 
i ne gow be ee he be 25,000 6 361,480 438,940 
Cincinnati, Ohio Pere ee lll 1,040 814,765 5,695,110 
Re ME, 6s oe oe eee eee es 201,500 39 78,700 591,000 
ns en ck ew nees 196,300 28 250,350 512,800 
Shaker saeignts, | ae pita ek 371,800 28 2,700 374,500 
Menasha, Wi ee a oe a a 10,000 1 1,103,800 1,113,800 
Milwaukee, Wis. ee ee Te ee 282,275 53 360,184 744,961 
WEST NORTH CENTRAL STATES 
pO EE a 435,710 436,910 
Minneapolis, Minn. ...... enue 228,650 7 30,030 540,190 
i. Ce Ce ww alee ae © ao 190,690 127,938 355,002 
De en on 6 oes ee Wes : 380,300 85 1,511,314 2,149,296 
SOUTH ATLANTIC STATBHS 
si Ses Sree 246,000 46 69,249 423,043 
, ; SBR A » aaa Se eae . 2,012,585 575 3,416,760 5,675,213 
Miami, Fla. ren penne ay Fae 707.604 94 502,681 1,381,379 
Miami Beach, Fla. Oe ere ee 470,100 53 94.500 §73,091 
PEs. ceee nace aeesecec 269,000 §8 218.600 717,800 
EAST SOUTH CENTRAL STATES 
eo | Se errr ee 223,100 19 133,830 374,480 
WEST SOUTH CENTRAL STATES 
Oklahoma City, Okla............ 191,300 52 106,635 320,860 
eee. TOMO cccecce: CPT eee 1,167,280 288 51,730 1,319,218 
Houston, Texas ........ Ce eels 872,570 243 725,800 1,649,270 
San Antonio, Texas.. — : iw 169,687 RN 217,498 461,378 
Wichita Falis, Texas............. 6,500 2 934,127 547,507 
MOUNTAIN STATES 
Pa. DE ese eeep ec ccevev 69,250 15 246,512 334,093 
Denver, Colo. ...... Se ae ... $62,450 75 70,755 505,884 
PACIFIC STATES 
Beverly Hills, Calif 288 000 49 185,200 508,525 
Long Beach, Calif.. 376,075 102 333,705 842,210 
Los Angeles, Oeetee cc cccccsone ene R30 719,192 4,423,019 
San Diego, Calif...... i ae eae a 457,327 149 972,292 1,499,094 
San Francisco, Calif............ 724,855 161 2,097,329 3,120,439 
Portland, Ore. .......+... 5 ae 311,550 65 97,860 578,820 
i cnt 6 @ ote ot 24,160 8 437,982 495,695 
200.800 55 98,720 426,53 


Seattle, Wash. 


eoeeeveeew*rereenreeeeetee 
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SILENT GLOW AIR-SEEL .. 


The burner that closes the door 


Here’s what the new 
1937 Air-Seel looks like 
A beauty to look at—a 


beauty in performance 


Now is the time to get aboard 
the Silent Glow band wagon 
and “‘go to town.” Dealers who 
now represent Silent Glow pre- 
dict that 1937 will be the big- 
gest year ever for Silent Glow. 
Many expect to double, triple 
and quadruple their sales. 
Somebody is going to handle it 
in your locality. Why not make 
that “‘someone” you and cash 
in? Clip the coupon now. 
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The Public knows and has confidence in Silent 


Glow 


Thousands of Silent Glows are now reducing heating costs for their 
owners. Practically every prospect has friends who are Silent Glow 
boosters. All this means a Silent Glow is half sold as soon as you mention 
the name. 


You never miss a sale because you can’t supply 
the correct style and size 


No job is too large for Silent Glow. No job is too small. Silent Glow is 
the most complete line of burners on the market. There is a model of 
the right design—the right size—and at the right price for every 
installation. 


Silent Glow representatives are ready to give 
you expert service every week of the year 


Silent Glow is not content to sign you up and then forget you. A 
factory-trained representative is near you at all times. He will give 
you expert help on your sales problems—on your technical problems. 





No other oil burner has so many high-efficiency, 
money-saving features 


“The burner that closes the door”... “the burner that seals the heat 
in”... “the burner with 108% greater flame travel”... “the burner 
that uses half the electric current.” What an array of sales-clinching 
talking points Silent Glow gives you. Of course, it’s easier to sell. 


NOW ADD UP THE TOTAL 


Isnt it worth while to clip this coupon right now? 


Put your own value on 
each advantage in this 
column 


HF 
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This map shows the average percentage of change in the January, 1937, business of 
key wholesalers in each section of the country as compared with January, 1936. 











KEY WHOLESALERS 


Prospects for next month com- 


Pct. of Changeas pared with same month of pre- 


Compared with 
the same month The 
Better Same Worse ment Reports 


of lastyear 





New England ..... SITET Tee « . 
Middle Atlantic ....... male + 29.07 
pene: MCEMCEG oc ce ees + 47.77 
East North Central .... rays +- 39.80 
East South Central ......... + 8.66 
West North Central ...... +- 25.81 
West South Central . ; 36.00 
Dn eesseaeees 2 + 3.50 
I le ei ig tel, ete i + 16.70 


r————. vious year appear ——_, 
h NoCom- Total 


5 0 0 2 7 
21 Ss 5 4 38 
8 2 0 0 10 
14 5 0 Z 21 
y) 0 0 l 3 
12 l 0 2 15 
Z 0 (0) 0 2 
2 ] l ' 0 4 
2 2 1 0 D 
68 19 7 11 105 





salers in this section report an average 
gain of 36 per cent over January of 
last year and both firms expect Feb- 
ruary to continue to show an advance 
over the previous year. 

Mountain States: Four wholesalers in 
this section report an average gain of 
3.5 per cent from January of the previ- 
ous year. This small advance is ex- 
plained principally through the fact that 
January of 1936 was unusually large for 
one of these firms. All things consid- 
ered business in this section was con- 
sidered to be entirely satisfactory. 
February is expected to show an ad- 
vance over the previous year by two of 
these firms. One expects business to 
corptinue about the same while the other 
expects a decline due to the fact that 
February of 1936 was unusually good. 

Pacific States: Five wholesalers in 
this section report an average decline of 
16.70 per cent in January from the same 
month of the previous year. Two of 
these firms expect February to be bet- 
ter than February of last year. Two 
expect it to be about the same and the 
fifth expects a decline. 


Air Conditioning 

Forty-nine utilities report 207 sum- 
mer and year-round air conditioning 
installations made on their power lines 





during January which compares with 
66 for the same utilities in January of 
last vear. This is a gain of 230.3 per 
cent. These installations account for 
11,548.3 horsepower, which compares 
with 3,307.79 horsepower last year, a 
gain of 249.2 per cent. 


Oil Burners 

January oil burner permits as re- 
ported by 45 cities, were 2,456 in 1937 as 
compared with 2,085 in 1936, a gain of 
17.8 per cent. 


Stokers 

With 21 cities reporting, there were 
290 stoker permits issued in January, 
1937, which compares with 238 of the 
same month of last year, a gain of 
21.8 per cent. Since permits are issued 
only on large installations, these fig- 
ures are not complete. Total 1936 ship- 
ments of class 1, 2 and 3 stokers as 
reported by the Department of Com- 
merce were 82,707 units, a gain of 81.31 
per cent over last year. The gain in 
class 1 stokers, taken separately, was 
85.71 per cent and this class accounted 
for a total of 76,376 units. Class 1 in- 
cludes stokers whose capacities run 
up to 100 pounds of coal per hour. The 
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smaller size stoker usually handles be- 
tween 20 and 25 pounds of coal per 
hour. 

Since all manufacturers do not re. 
port to the Department of Commerce, 
oil burner and stoker figures from this 
source are not complete. For purposes 
of an estimate, something between 10 
and 20 per cent should be added to 
these figures. 


Gas Heating 

The American Gas Assn. reports that 
there were 164,500 gas house heating 
customers on the lines of manufactured 
gas utilities at the end of November, 
1936. This compares with 154,700 at 
the end of October, or a gain of 9800 for 
the month of November. Figures for 
natural gas utilities are now broken 
down according to house heating cus- 
tomers. 


Metal Prices 


(Prices as of Feb. 21, 1937) 


New Metal Market — Domestic — Very 
strong. Foreign—Very strong. 

Electrolytic Copper—$15.125 Delivered 
Middle West. 

Lead—$6.85 cwt., St. Louis; $7.00 cwt., 
New York. : 
Ingot 5 1b.—$7.50 St. Louis. 

Zinc—$6.80 cwt., St. Louis. 

Tin—$54.85 cwt., New York. 

Brass Ingot—85/5/5/5, $16.25 -c/1; $16.50 
LCL Delivered. 

Yellow Ingot—$12.50 -c/1; $12.75 LCL 
Delivered. 

Scrap Metal (Dealers’ Buying Prices) 

Composition and steam brass—$11.00 
cwt, 

Strictly Heavy Yellow Brass Scrap, 
Cast—$8.00 cwt. 
Mixed, Strictly Cocks & Faucets—(Incl. 
ball cocks, etc.)—$9.50, $9.75 cwt. 
Light Brass, tubes, pipe, old sheets, etc., 
$7.75 cwt. 

Old scrap lead pipe, etc.—$5. 
cwt. 

Copper, sheathing and roofing, free of 
nails—$11.50 cwt. 

Copper, boilers, tanks and other light 
materials—$11.50 cwt. 

Soldered Joints—Nominal, cwt. F. O. B. 
Chicago. 

Block Tin—40c, cwt. F. O. B. Chicago. 
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Definition 


On January 16, the Federal Trade 
Commission handed down the following 
definition of air conditioning: ‘The 
words ‘air conditioning’ signify the 
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New addition to plant of Iron Fireman Mfg. Co. 


simultaneous control by a mechanical 
device of various factors affecting both 
the physical and chemical conditions of 
the atmosphere within a given structure 
as a room, building and the like, said 
factors including temperature, humidity 
and motion or circulation of the air 
within the structure. A device which 
does not control each and all of the 
designated factors is not properly repre- 
sented, designated or referred to as an 
air conditioner within the purview and 
meaning of these words as generally 
understood by the trade and the pub- 
lic.” 

This definition was given in a stipu- 
lation entered into by a manufacturing 
company “engaged in the sale and dis- 
tribution in interstate commerce of a 
multiple speed fan having a so-called 
‘purifying’ attachment composed of two 
electrically heated devices which vapor- 
ize chemicals that are introduced into 
the air current by the circulator, the 
chemicals consisting of chlorine and 
formaldehyde whose strong odor is 
neutralized by perfume.” 


Earnings Increase 


An increase of 51.6 per cent in earn- 
ings for 1936 over 1935 is shown by 
the first 341 corporations to issue 1936 
annual reports, a compilation reveals. 
Net income of the 341 firms aggregated 
$919,659,647 for 1936 as compared with 
$606,752,311 for the preceding year. 

Of the 341 companies included in the 
compilation, 256, or 75.1 per cent, in- 
creased their profits in 1936, while 53 
showed a decline. Eighteen reported a 
profit for 1936 as contrasted with a loss 
for 1935. Eight firms cut down losses 
in 1936 and five showed a larger loss 
in 1936 than in 1935. Only one showed 
a loss for 1936 as against a profit for 
1925. 

Companies included in the compila- 
tion embrace all lines of activity with 
the exception of the railroad and the 
utility fields. 


Construction Gain 
A gain of more than 20 per cent was 
shown in construction during January 


as contrasted with the figures for De- 
cember, 1936, according to figures re- 
leased by the F. W. Dodge Corp. The 
January, 1937, total also was some 13 
per cent better than the figure for Janu- 
ary, 1936. For the 37 eastern states 
covering all classes of construction, the 
total amounted to $242,844,000 in Janu- 
ary of this year, comparing with $199,- 
695,700 for December, 1936, and $214,- 
792,800 for January, 1936. Each major 
geographic district registered a gain 
over December totals, except New Eng- 
land, the Central Northwest and the 
New Orleans district. Gains over Janu- 
ary, 1936, were scored in all principal 
territories except New England, the 
Chicago district, the Central Northwest, 
Kansas City district, the New Orleans 
territory and Texas. 


Good News 


News Note: Johns-Manville Corp. has 
made plans for extensions and improve- 
ments at its works in Manville, N. Y. 
Total cost is estimated at $1,000,000. 

© * * 

York Oil Burner Co., Inc., recently 
erected a new office building at the 
plant in York, Pa. In addition to priv- 
ate offices, the building contains the 
general offices, a display room and a 
mailing room. 





+ + * 

The Will-Burt Co., Orrville, Ohio, has 
announced that sales for 1936 more 
than double those of 1935. Construc- 
tion is now under way. 
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News Note: Bridgeport Brass Co., 
Bridgeport, Conn., has plans to build an 
addition to its casting shop. Cost is 
estimated at $40,000. 

™ * 2 

News Note: Phelps-Dodge Corp., New 
York City, has completed plans for an 
additional mill building in Yonkers, 
N. Y. 

” - 7 

Wolverine Tube Co., Detroit, Mich., 
has announced that the company now 
is erecting a new office building in con- 
nection with its present factory. The 
structure will be one story and 60 ft. 
by 130 ft. in size. This addition was 
necessary because of greatly increased 
business. 

* * * 

News Note: Silent Glow Oil Burner 
Corp., Hartford, Conn., has reported a 
100 per cent increase in 1936 business 
over that for 1935. 

” * * 

News Note: Airtemp Inc., is prepar- 
ing plans for plant expansion and im- 
provements including additional ma- 
chinery. The estimated cost of the ex- 
pansion program is in the neighborhood 
of $200,000. 

® a ® 

Iron Fireman Mfg. Co., has just com- 
pleted the last of three additions to 
the company’s plant in Cleveland, 
Ohio. This new addition is two stories 
high and has a floor area of 109 ft. by 
333 ft. 

¥ > * 

News Note: Trane Co., La Crosse, 
Wis. has completed plans for a one 
story addition to its plant. The new 
addition, which will be used for the 
manufacturing of air conditioning 
equipment, will be 121 ft. by 290 ft. 

ce ~ * 

News Note: Ridge Tool Co., North 
Ridgeville, Ohio has started construc- 
tion on a one story addition to its 
plant. The new addition with equip- 
ment will cost about $30,000. 

+ € > 

News Note: Westinghouse Electric 
& Mfg. Co., East Pittsburgh, Pa. has 
completed plans for an addition to its 
branch plant in Hamilton, Ont. The 
estimated cost of the new structure 


and equipment will be $100,000. 





View of new office building of York Oil Burner Co. and one of the private offices 
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STREAMLINED ARCO RADIANT CONVEC! 
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ARCO HUMIDIFIER MODELS 10 AND 11 | 


inexpensive Supplies correct moisture to air itn homes 
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LUCKY 7° IDEAL OFL-FIRED BOILER LUCKY 7° IDEAL BOILER FOR AUTOMA' 
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IDEAL OIL-FIRED WATER HEATER 
Automatic or manual control. Comes completely assem- 
bled. Burns range oil. No electrical connections 
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MAINS AND ACCESSORIES ARCOLOY RANGE BOILER 


prefabricated air mains and grilles practically indestructible. Full size 


NO OTHER LINE OFFERS YOU AS MUCH 


Exciting new Arco products give you more sales—more profits, for nowhere else can you get 
so many things that people want to buy. 

Business is getting better and better. Again people will pay good prices for good products 
and good work. American Radiator gives you the biggest assortment of new boilers, more 
modern radiators, new controls, water heaters, grilles and ducts to win the better jobs that 
net better profits ! 

Your spring heating and air conditioning business will be bigger business if you feature all 
American jobs with these new all American products. 


Get the facts from your American Radiator Salesman. Get the financing through the Heating 


and Plumbing Finance Corporation. Get these new products from your wholesaler. 


AMERICAN RADIATOR COMPANY 


Division OF AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 
40 West 40fh\ Street, New York, N. Y. 





Made of new copper alloy, corrosion resisting. ru 
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Census of Business 


© Preliminary figures on 1935 Census of Business released on 
plumbing and heating field—Territorial distribution and sales 


possibilities shown 


Preliminary figures on the 1935 Cen- 
sus of Business as they pertain to the 
Plumbing and heating field are now 
available. National figures are as fol- 
lows. 

The Census showed 23,856 plumbing 
and heating contractors whose total 
volume of business for 1935 was $284-.- 
679,000. In addition, there were 5,025 
plumbing and heating dealers who ac- 
counted for a total volume of $89,477,- 
G00. 

In this Census, the enumerator dif- 
ferentiated between the plumbing and 
heating and the plumbing 
and heating dealer on the basis that 
the plumbing and heating dealer did 
more than 50 per cent of his total vol- 


contractor 


Alabama 
Arizona 
Arkansas 
California 
Colorado 
Connecticut 
Delaware 
District of 
Florida 
Georgia 

Idaho 

Illinois 

Indiana 
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ume of business over the counter, while 
the plumbing and heating contractor 
did more than 50 per cent of his busi- 
ness under contract. 

Since the direct-to-you would do more 
than 50 per cent of his business over 
the counter, their figures evidently are 
included in the 5,025 plumbing and 
heating dealers that accounted for $89,- 
477,000 worth of business. Assuming 
that one-half of this group is made up 
of direct-to-you’s and the other half 
made up of plumbing and heating con- 
tractors of the merchandising type do- 
ing more than one-half of their business 
over the counter, and assuming that the 
average volume of business for all firms 
in the group was the same, this Census 
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l—Percentage of Total Volume of Business Done by Plumbing and Heating Con- 


tractors durine 1935. (Based on 
by 23.856 contractors.)* 


a volume of $284,679,000 worth of business done 


2—Percentage of Total Volume of Business Done in Each State in 1935 by Plumb- 


ing and Heating Equipment Dealers. 

ness reported by 5.025 dealers.)** 
8—Percentage of Combined 

State 


(Total outlets 28.881, total volume 


(Total Volume of $89,477,000 worth of busi- 


Business of Contractors and Dealers Done in Each 
$374,.156.000 worth of business.) 


4—Percentage of Plumbing and Heating Sales Possibilities for Each State Shown 


Heating 
sureau.) 


in 1935 Plumbine and 

Marketing and Research 
) 

in Each State. (As reported by 1,741 

591,000 worth of business in 1935)**®* 


Market 


Possibilities by States. (Compiled by 


5—Percentage of Total Volume of Wholesale Plumbing and Heating Business Done 
wholesalers, doing a total 


volume of $242,- 








*For the purpose of this Census a plumbing and heating contractor is a firm doing 
more than 50 per cent of its business on a eceontract basis 

**For the purpose of this Census a plumbing and heating dealer is a firm doing 
more than 50 per cent of its total plumbine and heating business over the counter. 

***hor the purpose of this Census a wholesaler is a firm doing more than 50 
per cent of its total volume of business at wholesale. 
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indicates that the volume of business 
done by the direct-to-you’s in 1935 to- 
taled just a little less than $45,000,000. 
Figures for mail order houses, hard. 
ware stores, department stores, farm 
implement dealers and other types of 
establishments that maintain plumbing 
and heating departments are not in 
cluded in any of the above totals. It 
is the intention of the Census Bureau 
to make a report later on the volume 
of plumbing and heating business done 
by mail order houses, hardware stores 
and these other groups. For this rea- 
son, the totals for the plumbing and 
heating industry are not complete. 
The 1935 Business Census also cov- 
ered wholesale establishments. In this 
classification the Census showed 1,741 
plumbing and heating equipment and 
supply wholesalers whose total volume 
of business amounted to $242,591,000. 
Here again, these figures do not give 
an exact picture. This is due to two 
facts: 1. Mill supply, wholesale hard- 
ware, or other wholesale establish- 


_ments with plumbing and heating de- 


partments are not included in the to- 
tals. 2. For the purposes of the Census, 
a plumbing and heating wholesaler is 
a firm doing more than 50 per cent of 
its business at wholesale. Since sales 
to industrial plants, large buildings and 
the like, were considered as wholesale, 
it is quite possible that some direct-to- 
you's were included in this wholesaler 
group. 

The table on this page shows a com- 
parison of the territorial distribution 
of the combined business of plumbing 
and heating contractors and plumbing 
and heating dealers as revealed in the 
Census, with the territorial distribution 
of sales possibilities as shown in the 
1935 “Plumbing and Heating Market 
Possibilities by States’ as compiled by 
the Marketing and Research Bureau of 
DOMESTIC ENGINEERING Publications. 

A comparison of the two columns of 
figures shows that the eastern and mid- 
western states for the most part slightly 
exceeded expectations. On the other 
hand, the South and Southwestern 
States did not develop their full poten- 
tials. That these potentials are really 
there is brought out by the fact that fig- 
ures on 113 wholesalers reported by the 
Marketing and Research Bureau in the 
February issue of Domestic ENGINEER- 
ING showed that the South Atlantic 
States enjoyed a 34.9 per cent gain 
in 1936 over 1935, the South Centra! 
States a gain of 343 per cent and 
the Southwestern States a gain of 67.7 
per cent. Meanwhile, the country as a 
whole was gaining only 33.2 per cent. 

Large gains should continue to come 
from the south and southwest, for, de- 
spite the large increases recorded for 
1936, these markets are still consider- 
ably undeveloped. 
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Some of the K&™M Products that can 


make your place of business the Insula- 


KK... the raw fibre to the tion Headquarters of your community: 


finished product, Keasbey & Mattison Asbestos sbestos Aircell Insulations 
in sections and blocks 


and Magnesia Products are safeguarded by the Woolfelt Pipe Insulations 


os , . “Featherweight” 85% Magnesia 
most rigid quality-control. The K & M line . Pipe “es tne 


Asbestos Insulating Cements 
Asbestos Paper and Mill Board 
ment... backed by more than 60 years’ Asbestos Packings and Gaskets 


is complete... specialized for every require- 


. e . * * i k t 
pioneering in development of insulation mate- —__®°"9° Boiler Jackets 
Asbestos Lead Joint Runners 


rials. Sold only through established channels. Welding Electrodes (Celto) 
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TO TELL T IC ABOUT 


LAWN §S SYSTEMS 


Besides opening up an entirely new field of plumbing 
sales by the creation of integrated Lawn Spray Sys- 
tems, NIBCO is making those systems easier for you 
to sell. An aggressive advertising campaign, cover- 
ing a combined circulation of 4,546,594 high grade 
magazines, is already in progress. Hundreds of these 
advertisements will go into your community. 


your share of this 
PROFITABLE BUSINESS 


Wise plumbers will profit by going after this addi- 
tional business. NIBCO spray heads, valves and 
fittings can be purchased from your regular plumb- 
ing jobber. Complete information, with prospect 
literature, will be forwarded promptly upon request 
to the factory at Elkhart. Why not write for it today? 
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Texas Plans 


© Texas Anti-Discrimination Law to be discussed at meeting 
of Wholesale Distributors Assn. of Texas, March 19 


Plans for the meeting of the Whole- 
sale Distributors Assn. of Texas, which 
will be held in Waco, Tex., March 19, 
call for a portion of the meeting to be 
devoted to a discussion of the Texas 
Anti-Discrimination Act. This Act is 
one of the so-called “junior Robinson- 
Patman Acts” which many states have 
in preparation. The purpose of this 
legislation is to go a step beyond the 
Robinson-Patman Act, which is a check 
upon interstate commerce, and regulate 
commerce within state boundaries. The 
text of this Texas Act follows. 


Text of Act 

An act to prevent deceptive merchan- 
dising practices, making unlawful cer- 
tain discriminations in price, service or 
facilities furnished, or in payment of 
service or facilities to be rendered, in 
connection with the sale of commodi- 
ties in the course of trade or com- 
merce; defining cost; providing certain 
remedies for violation; providing if any 
part of this Act is declared unconsti- 
tutional or invalid, it shall not affect 
the validity of the remainder of the 
Act; and declaring an emergency. 


BE IT ENACTED BY THE LEGISLA- 
TURE OF THE STATE OF TEXAS: 

Section 1. When used in this Act, 
unless the context otherwise requires— 

(a) The term “person” means an in- 
dividual, a corporation, a partnership, 
an association, a joint stock company, 
a business trust or any unincorporated 
organization; 

(b) The term “price” as used herein 
shall mean the net price to the buyer 
after the deduction of all discounts, re- 
bates or other price concessions paid 
or allowed by the seller. 

(c) The term “commerce” means 
trade of commerce within this State. 

Section 2. (a) It shall be unlawful 
for any person engaged in commerce, 


in the course of such commerce, either 
directly or indirectly, to discriminate 
in price between different purchasers of 
commodities of like grade and quality 
or to discriminate in price between dif- 
ferent sections, communities or cities 
or portions thereof or between different 
locations in such sections, communities, 
cities or portions thereof in this State, 
where the effect of such discrimination 
may be substantially to lessen competi- 
tion or tend to create a monopoly in 
any line of commerce, or to injure, de- 
stroy, or prevent competition with any 
person who either grants or knowingly 
receives the benefit of such discrimina- 
tion, or with customers of either of 
them: Provided, That nothing herein 
contained shall prevent differentials 
which make only due allowance for dif- 
ferences in the cost of manufacture, 
sale, or delivery, resulting from the 
differing methods or quantities in which 
such commodities are to such purchas- 
ers sold or delivered: And provided 
further, That nothing Herein contained 
shall prevent persons engaged in sell- 
ing goods, wares, or merchandise in 
commerce from selecting their own cus- 
tomers in bona fide transactions and not 
in restraint of trade: And provided 
further, That nothing herein contained 
shall prevent price changes from time 
to time where in response to changing 
conditions affecting the market for or 
the marketability of the goods con- 
cerned, such as but not limited to ac- 
tual or imminent deterioration orf per- 
ishable goods, obsolescence of seasunal 
goods, distress sales under court proc- 
ess, or sales in good faith in discon- 
tinuance of business in the goods con- 
cerned. 

(b) Upon proof being made, in any 
suit or other proceeding in which any 
violation of this Act may be at issue, 
that there has been discrimination in 
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price, or in services or facilities fur- 
nished, or in payment for services or 
facilities to be rendered, the burden of 
rebutting the prima facie case thus 
made by showing justification shall be 
upon the person charged with such vio- 
lation: Provided, however, That noth- 
ing herein contained shall prevent a 
seller rebutting the prima facie case 
thus made by showing that his lower 
price, or the payment for or furnishing 
of services or facilities to any pur- 
chaser or purchasers was made in good 
faith to meet a legal equally low price 
of a competitor or the services or facili- 
ties furnished by a competitor. 


Brokerage and Commissions 
(c) It shall be unlawful for any per- 
son engaged in commerce, in the course 
of such commerce, to pay or grant, or 
to receive or accept, anything of value 
as a commission, brokerage, or other 
compensation, or any allowance or dis- 
count in lieu thereof, except for serv- 
ices rendered in connection with the 
sale or purchase of goods, wares, or 
merchandise: Provided, however, That 
in all such transactions of sale and pur- 
chase it shall be unlawful for either 
party to such transaction to pay or 
grant anything of value as a commis- 
sion, brokerage or other compensation, 
yr discount in leu 


-~ 


or any allowance 
thereof, to the other party to the trans- 
action or to any agent, representative, 
or other intermediary therein, where 
such agent, representative, or other in- 
termediary is acting in fact for or in 
behalf, or is subject to the direct or 
indirect control, of the said other party 
to such transaction. 

(d) It shall be unlawful for any per- 
son engaged in commerce, in the course 
of such commerce, to pay or contract 
for the payment of anything of value 
or for the benefit of a customer of such 
person in the course of such commerce 
as compensation or in consideration for 
any services or facilities furnished by 
or through such customer in connection 
with the processing, handling, sales, or 
offering for sale of any products or 
commodities manufactured, sold, or of- 
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fered for sale by such person, unless 
such payment or consideration is avail- 
able on proportionally equal terms to 
all other customers competing in the 
distribution of such products or com- 
modities. 

(e) It shall be unlawful for any per- 
son engaged in commerce, in the course 
of such commerce, to discriminate in 
favor of one purchaser against another 
purchaser or purchasers of a commod- 
ity bought for resale, with or without 
processing, by contracting to furnish 
or furnishing, or by contributing to the 
furnishing of, any services or facilities 
connected with the processing, han- 
dling, sale, or offering for sale of such 
commodity so purchased upon terms 
not accorded to all purchasers on pro- 
portionally equal terms. 

(f) It shall be unlawful for any per- 
son engaged in commerce, in the course 
of such commerce, knowingly to induce 
or receive a discrimination in price 
which is prohibited by this section. 


Cooperatives 

Section 3. Nothing in this Act shall 
prevent a cooperative association from 
returning to its members, producers, or 
consumers the whole, or any part of, 
the net earnings or surplus resulting 
from its trading operations, in propor: 
tion to their purchases or sales from, 
to, or through the association. 

Section 4. It shall be unlawful for 
any person engaged in commerce, in the 
course of such commerce, to sell, offer 
for sale or advertise for sale any ar- 
ticle, product or commodity at less than 
cost thereof to such vendor, or give, 
offer to give or advertise the intent 
to give away any article, product or 
commodity for the purpose of injur- 
ing competitors and destroying com- 
petition, or to advertise brands or types 
of goods they are not prepared to sup- 
ply. 


Cost 

(a) For the purpose of this Section 
the term “cost” as applied to produc- 
tion is hereby defined as including the 
cost of raw materials, labor and all 
overhead expenses of the producer; 
and as applied to distribution, “cost” 
shall mean the invoice or replacement 
cost, whichever is lower, providing no 
invoice more than thirty days old shall 
be used in this connection, plus a 
markup amounting to not less than the 
minimum cost of distribution by the 
most efficient vendor, which in the 
absence of proof to the contrary shall 
be six per cent. 

(b) For the purpose of this Sec- 
tion, the phrase “cost of doing busi- 
ness’ or “overhead expense” is defined 
as all costs of doing business incurred 
in the conduct of such business and 
must include without limitation the fol- 
lowing items of expense: labor (in- 
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cluding salaries of executives and of- 
ficers), rent, interest on borrowed cap- 
ital, depreciation, selling cost, main- 
tenance of equipment, delivery costs, 
credit losses, all types of licenses, taxes, 
insurance and advertising. 


Close Out Sales 

Section 5. In establishing the cost 
of a given article, product or commod- 
ity to the distributor and vendor, the 
invoice cost of said article, product or 
commodity purchased at a forced bank- 
rupt, close out sale, or other sale out- 
side of the ordinary channels of trade 
may not be used as a basis for justify- 
ing a price lower than one based upon 
the replacement cost as of date of such 
sale of said article, product or commod- 
ity replaced through the ordinary chan- 
nels of trade, unless said article, prod- 
uct or commodity is kept separate from 
goods purchased in the ordinary chan- 
nels of trade and unless said article, 
product or commodity is advertised and 
sold as merchandise purchased at a 
forced, bankrupt, close-out sale, or by 
means other than through the ordinary 
channels of trade, and said advertising 
shall state the conditions under which 
goods were so purchased, and the quan- 
tity of such merchandise to be sold or 
offered for sale. 

Section 6. The provisions of Sections 
4 and 5 shall not apply to any sale 
made: 

(a) In closing out in good faith the 
owner’s stock or any part thereof for 
the purpose of discontinuing his trade 
in any such stock or commodity, and 
in the case of the sale of seasonal 
goods or to the bona fide sale of per- 
ishable goods to prevent loss to the 
vendor by spoilage or depreciation, pro- 
vided prior notice is given to the pub- 
lic thereof; 

(b) When the goods are damaged 
or deteriorated in quality, and prior 
notice is given to the public thereof; 

(c) By an officer acting under the 
orders of any court; 

(d) In an endeavor made in good 
faith to meet the legal prices of a 
competitor selling the same article or 
product in the same locality or trade 
area, 

(e) Any person who performs work 
upon, renovates, alters or improves any 
personal property belonging to another 
person shall be construed to be a ven- 
dor within the meaning of Sections 4, 
5 and 6 of this Act. 


Violations 

Section 7. (a) Any person injured 
by any violation, or who will suffer in- 
jury from any threatened violation, of 
this Act, may maintzin an action, in 
any court of general equitable jurisdic- 
tion of this State, to prevent, restrain 
or enjoin such violation or threatened 
violation. If in such oction, a viola- 
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tion or threatened violation of this 
Act shall be established, the court shal] 
enjoin and restrain or otherwise pro- 
hibit such violation or threatened viola- 
tion, and the plaintiff in said action 
shall be entitled to recover three-fold 
the damages by him sustained, and the 
costs of suit, including a reasonable at- 
torney’s fee. 

(b) In the event no injunctive relief 
is sought or required, any person in- 
jured by any violation of this Act may 
maintain an action for damages alone 
in any court of general jurisdiction in 
this State, and the measure of damages 
in such action shall be the same as 
that prescribed by subsection (a) of 
this section. 

(c) In any proceedings instituted or 
action brought in pursuance of the pro- 
visions of subsections (a) and (b) of 
this section, the plaintiff, upon proof 
that he has been unlawfully discrim- 
inated against by the defendant, shall 
be conclusively presumed to have sus- 
tained damages equal to the monetary 
amount or equivalent of the unlawful 
discrimination; and in addition thereto, 
may establish such further damages, 
if any, as he may have sustained as a 
result of such discrimination. 

(d) Any contract, express or im- 
plied, made by any person in violation 
of any of the provisions of this Act, is 
declared to be an illegal contract and 
no recovery thereon shall be had. 

section 8. This Act shall be known 
and designated as the ‘‘Anti-Discrimina- 
tion Act” and its inhibitions against dis- 
crimination shall embrace any scheme 
of special concessions or rebates, any 
collateral contracts or agreements or 
any device of any nature whereby dis- 
crimination is, in substance or fact, 
effected in violation of the spirit and 
intent of this Act. 

Section 9. If any section, sentence, 
clause, or phrase of this Act, or the ap- 
plication thereof in any circumstance, 
is held invalid the remainder of the 
Act and the application of such pro- 
visions shall not be affected thereby. 


Sales Convention 

Seventy-five representatives and 
branch managers as well as executives 
from the New York general office of the 
Fitzgibbons Boiler Co., Inc., attended an 
annual sales convention February 12 
and 13 at the plant in Oswego, New 
York. The features of the sessions were 
the discussions of present merchandis- 
ing and sales promotion methods. 

Executives from the New York office 
who attended were Homer Addams, 
president; Paul K. Addams, executive 
vice president; John <A. Darts, vice 
president in charge of sales; G. FE. 0! 
sen, A. T. Miano, Kenneth Mytinge: 
and Arthur W. Wilson. 
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This picture was taken at the opening of the showroom in the Maywood branch of Weil-McLain Co. 








° ° 
Specialty Meeting 

The annual meeting of the Blake 
Specialty Co., Rock Island, Ill, was 
held at the main office of the company 
Officers of the company were 
reelected at this meeting and are as 
George H. Quest, president; 
Cunningham, vice president; 
and P. J. Schmitz, secretary-treasurer. 
Two new directors also were named, 
John W. Whalen and Sidney C. Smith. 
It was announced at the meeting that 
the company’s output in 1936 was dou- 
ble that of 1935. 


recently. 


follows: 
John J. 


Jobbers’ Credit 


Edward Schwartz has just been 
elected president of the Jobbers’ Credit 
Assn., Ine. The other officers § are 
Michael Weinsier, first vice president; 
Elmer Doolittle, second vice president; 
Mortimer H. Smolka, treasurer; and 
Glenn B. Van Buren, secretary. This 


association is a membership organiza- 


tion of wholesalers of plumbing and 
heating supplies in Brooklyn, Long 
Island, Manhattan, Bronx, Westchester 
County, Northern New Jersey and 
Southern Connecticut. 


Heater Group 

A meeting of the Industrial Unit Heater 
Assn. was held at the Statler Hotel, 
St. Louis, recently with twenty manu- 
facturers from various parts of the 
United States present. Officers for the 
current year were elected as follows: 
president, John M. Frank of the Ilg 
Electric Ventilating Co., Chicago; vice 
president, A. G. Dixon of Modine Mfg. 
Co., Racine, Wis., and secretary, L. O. 
Monroe, Detroit, Mich. 


Conference 

The Bridgeport Brass Co. held two, 
three-day sales conferences recently. 
The first of these conferences was held 


at the main plant in Bridgeport, Conn. 
and was attended by the eastern men 
of the company. The second confer- 
ence, for middle western and western 
men, was held at the Edgewater Beach 
Hotel, Chicago. The company’s new 
advertising and sales program for 1937 
were presented at both meetings. 


Showroom Opened 


Several hundred master 
and heating contractors from 
and the western suburbs and 
along the Fox River Valley as far as 
Aurora, Elgin and Somonauk, were the 
guests of Weil-McLain Co. of Chicago 
on the opening of their new showroom 
in their Maywood branch on February 


SF; 
éa \ 


plumbers 
Chicago 
towns 


While the firm has had a branch at 
100 First St., Maywood, Ill., for sev- 
eral years past and carry a full line of 
plumbing and heating supplies, they 
only just recently decided to install a 


The meeting of McDonnell & Miller at which this picture was taken was described last month 
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7 WHICH DOESN'T MAKE A HOT, DRY DESERT 


OF THE HOME! 


There’s no excuse these days for a heating system which bakes 
the moisture out of the air. B & G Triple Duty Warm Water 
Heating has changed all that. 


This system gives an entirely new meaning to the words ‘home 
comfort,”” for it measures out heat in exact accordance with 
the demands of the weather. Its smooth-working, efficient con- 
trols prevent over-heating and under-heating alike ... saving 
fuel and guaranteeing comfort. 


You never have to wait for heat, because a B & G Triple Duty 
System is mechanically circulated. It rushes heat to the radia- 
tors instantly when needed, and cuts off circulation promptly 
when the thermostat is satisfied. 


YEAR AROUND DOMESTIC HOT WATER 
Triple Duty Heating equipment includes a B & G Indirect 
Heater, which furnishes summer-winter domestic hot water at 
savings frequently 75% under the cost of a separately fired 
heater. This, plus the fuel savings due to greater efficiency of 
the system, enable you to heat both héuse and domestic water for 
the usual cost of house heating alone! 


Any hot water heating plant, new or old, can be made com- 
pletely modern by installing the few simple B & G Triple Duty 
units. For full information write to the Bell and Gossett 
Company, 3000 Wallace Street, Chicago. 
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You'll Need The 


BLUE BOO 


Every Day! 














If you design, specify, install or service 
conditioning or heating equipment, you'll hay 
need for the AIR CONDITIONING BLI 
BOOK every day. In this one volume you'll 4 
all the technical and product reterence data ; 
essential to the successful air conditioning or he 
ing installation . . . data which you may r 
upon for accuracy ... data which you'll war 
to keep handy and ready tor instant consultat 


Over 150 pages of its more than 600 pa 
will be devoted to vital technical reference : 
terial which you'll find of inestimable value : 
you in figuring air conditioning and heating ¢ 
quirements. Many tables, rules and charts 
simplify the use of this material. 





In its complete classified directory the name 
of more than 3500 manufacturers of produc 
used in air conditioning and heating will 
listed under the headings of all items they mai 
Where you may be familiar only with the trai 
name of a product you may quickly establish ty 
name of the manufacturer in the trade name s 
tion of the BLUE BOOK. 








In another section the names and complet 
addresses of all known manufacturers of ites 
used in this field will be listed. In a matter 
seconds you are thus enabled to locate inforn 
tion so vital to your daily buying and specify 
activities. 
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In the manufacturers’ catalog section the pr 
ucts of the leading makers of air conditionin: 
and heating equipment will be displayed. } 
scriptions, SIZ@S, Capacities and various ot! 
specifications of these products will be 
porated. 
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AIR CONDITIONING 


BLUE BOOK 
1900 PRAIRIE AVE., CHICAGO, Ill 


lm othe AIR CONDITIONING BLUE and heating equipment, together with de- 
BOOK you'll find more than 150 pages ot scriptions, sizes, capacities and various other 


nical reterence data essential in hiiguring specifications of their products 


onditioning requirements a classified € 
ctory of every product entering into att Here is vital information you'll need for AIR GeO) eee) ii, ; 
ning—a trade name section showing daily reference. You'll find it indispensable 
rade name by which products in the Copies of the 1937 edition will soon be ready BLUE Xole)\ 4 


wn——the names and addresses of for distribution So as to insure receiving 









rT} ' than 3500 manufacturers catalogs of your copy, we suggest you place your order 


leading manufacturers of air conditioning now. The price, postpaid, is $3.00 per copy 
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showroom of plumbing fixtures and 
heating boilers because of the accel- 
erated pace of building in the area. 
The members of the firm including 
Ben Weil, Elmer and Martin Weil, H. 
N. Misch, Jos. Piraux and the entire 
gales force of the company were on 
hand to welcome the guests. Refresh- 
ments and cigars were served to the 
visitors on the second floor of the two 
story building and during the late 
afternoon a space on this floor was 
roped off for music and dancing. 


names ** 


—— 


%, 


p 
e 


Left to right: Joseph Piraux, Jr. and the 
manager of the Maywood 


Oberlin 


Company Meeting 

The fifteenth annual meeting of the 
officers and employees of Noland Co., 
Inc., Newport News, Va., was held at 


the John Marshall Hotel, Richmond, 
Va., on February 12, 13 and 14. At- 
tending the three-day meeting were 


300 employees from 16 
Among those attending 
department heads, 
managers, 
clerks and 


approximately 
branch offices. 
executives, 
managers, 

store managers, 


were 
branch credit 
salesmen, 
store men. 
Executives and department heads 
from the general office in Newport 
News who attended included: L. U. 
Noland, president; C. A. Ferguson, vice 
president and executive assistant to 
the president: E. Wm. Becan, assistant 
secretary and executive secretary to 
the president; G. Franklin Lenz, treas- 
urer; R. M. Gindhart, assistant treas- 
urer and general auditor; W. J. Burke, 
purchasing agent; and M. S. Hendry, 
general credit manager. Others in- 
cluded L. E. Solomon, secretary, Win- 
ston-Salem, N. C., and A. B. Schofield, 
Hagerstown, Md., vice president. 
Among the guest speakers for the 
meeting were M. J. Beirn, vice presi- 
dent and general manager of sales of 
the American Radiator & Standard 
Sanitary Corp., New York; D. C. Ros- 





branch, Mr. 
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coe, manager of sales, Bethlehem Steel 
Company, Bethlehem, Penn.; Louis H. 
Buisch of the merchants service staff 
of the National Cash Register Com- 
pany; Frank Hoke, vice president of 
the Holcomb & Hoke Mfg. Co., Indian- 
apolis, Ind.; J. A. Callahan, general 
sales manager of Briggs Manufacturing 
Co., Detroit; and P. N. Guthrie, presi- 
dent, Reading Iron Co. 


Sales Plan 


The D. L. & W. Coal Co. have an- 
nounced a plan by which the hot water 
regulator produced by the company will 
be sold through the plumbing and heat- 
ing trade. This new device is intended 
to be added to coal burning domestic 
hot water tanks. The company has an- 
nounced that these regulators can be se- 
cured from regular jobbers. 


Surprise Party 

H. A. Bergdahl, 
promoted to the 
partment of 


who has just been 
promotion de- 
Crane Co., with head- 
quarters at the company’s main of- 
Chicago, was honored with a 
surprise party Saturday evening, Feb- 
13, at his home, by a group of 
his master plumber friends from the 
north of Chicago. Mr. 
dahl has been in the employ of Crane 
Co. for 21 years, having started with 
the company as an office boy. For the 
past several years he has been a sales- 
man in the branch at Evanston, III. 


sales 


fices in 


ruary 


suburbs serg- 


Among those present at the 
Samuel Hedberg, E. R. Norman, 
Kearney, W. H. Gregg, A. J. 
president of the 
Plimbing and Heating League, A. J. 
Chester, secretary of the league, John 
Kabel, Werner Wanzenberg, 
Mlader, and Howard G. Moore, 
er of the North Shore 
Heating Contractors 

Icvanston; George Meyer, Niles Center; 


party 
were: 
George 


Butow. Northwest 


Calvin 
treasur 
Plumbing and 
Assn., all of 


— any oT. 
i —e 
Val 
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Andrew R. Park, president of the North 
Shore association, and David Park, both 


Martin Jacobson and N. 
J. Mergenthaler, both of Wilmette; 
Howard Parker, Kenilworth; C. R. Me- 
Arthur, Glencoe, and C. J. Cullen, man- 


of WinnetKa: 


ager of the Evanston branch of Crane 
Co. V. J. Killian of Hubbard Woods, 
and Alec W. Kyle, of Glencoe, 
although unable to be present, tele-° 


phoned their congratulations during 
the evening. Mr. Bergdahl was pre- 
sented with a fitted traveling case as 


a token of friendship. 


A.C. Products 


More than 200 
and sales managers for air conditioning 
products of the General Electric Co. 
from all points of the country concluded 
a three-day meeting in New York City 
recently, after hearing J. J. 


distributors. dealers, 


Donovan, 
manager of the air conditioning depart- 
nent, state that the vital need of the 
industry is trained manpower. The con- 
vention, which had for its theme “Prof- 
its From the Air,” 
of participation in air conditioning by 
the company. A number of guest speak- 


celebrated five years 


ers were on the program and company 


officials explained the merchandising 


program for the ensuing year. 


Stoker Group 

At the annual meeting of the Midwest 
Stoker Assn., which was held in Chi- 
cago, William J. O'Neil, 
sales manager, Chicago factory branch, 


February 9, 


Iron Fireman Mfg. Co., was elected 
president. Other officers elected were: 
H. L. Bilsborough, Fairbanks, Morse & 
(‘o., vice president; and J. FE. MecClin- 
tock, Illinois Iron and Bolt Co., Free 
Man stoker division, secretary-treas- 
urer. At this meeting, the association 


decided to expand its activities and took 


under consideration a number of coop- 


erative projects .including an advertis- 


ing campaign in the Chicago area. 
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A ssoci- 


ates: John Pauling, vice president; George Kingsland, 


vice president; and 


advertising, Minneapolis-Honeywell 


(,eorge 


B. Benton, director of 
Regulator Co. 

















15 years compiling and dis- 
tributing catalogs in the style to 
which the Buyers in the Plumb- 
ing and Heating Industry have 
been accustomed. 


you merely have to use this Big Orange Book to acquaint 

yourself with the many advancements that have been made by the 

Plumbing and Heating Industry during the past year. The 1937 

Domestic Engineering Plumbing and Heating Catalog-Directory con- 
tains— 

MANUFACTURERS’ CATALOG SECTION—larger and more complete 


this year as a result of the improvements and additions shown herein by the manu- 
facturers of Plumbing and Heating items. 


TECHNICAL DATA SECTION—52 full pages of Standard tables, rules, 
charts, and diagrams in constant use for figuring jobs when accuracy and the saving 
of time are essential. 


DIRECTORY SECTION—over 4000 manufacturers of Plumbing and Heat- 
ing items so listed that it is but the work of a moment to find them, though you 
may only know the trade name of the product that they make. 


NAME AND ADDRESS SECTION—gives in alphabetical order the location 
of the manufacturers of Plumbing and Heating items. 


Order your copy today—only a limited supply left. Price $5 postpaid. 


DOMESTIC ENGINEERING COMPANY 


Catalog-Directory Department 
1900 Prairie Avenue Chicago, Illinois 
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Spring Campaign 
Minneapolis-Honeywell Regulator Co. 
has devoted its spring advertising cam- 
paign towards selling air conditioning 
to the public. Questionnaires sent out 
by the company indicated that to the 
majority of the buying public air condi- 
tioning was a synonym for cooling, in 
summer, or humidifying in winter. 


Testimonial 


A testimonial dinner was given Febru- 
ary 15 to the retiring president of the 
Jobbers Credit Assn., Inc., Paul R. Ber- 
ryman. In addition to members of the 
association, personal friends of Mr. Ber- 
ryman attended. There were 90 pres- 
ent at the dinner which was held at 
the Cafe Loyal. Leo M. O'Neil acted as 
chairman of the entertainment commit- 
tee and also as toastmaster of the af- 
fair. Short speeches were made by Mil- 
ton M. Goldsmith and A. M. Behrer. 


Selling Program 

The selling and advertising program 
for 1937 was announced to district 
field representatives of Combustioneer 
Division of Steel Products Engineering 
Co. at a meeting held at the plant, 
recently. The factory sales staff and dis- 
trict field representatives were present. 
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Taken at second roundup of Northrup Supply Corp., an account of which ap- 


peared in last month’s issue. 


Left to right, top row: 


Pelleter, W. A. 


Lew. 


Russell & Co.; E. D. Fletcher, Armstrong Mfg. Co.; Geo. Owen, American Brass 


Co.; M. Bressen, John Wood Mfg. Co.; C. 


M. Saltsman, American Brass Co.;: 


D. B. Short, United States Radiator Co.; Jack Tilloston, Northrup Supply 


Corp.; and H. F. Horton, General Fittings Co. 


Fred Gander, W. 


Bottom row: 


A. Russell & Co.; M. J. Moloney, Kohler Co.; Chester Bess, Grabler Mfg. Co.; 


Al. French, Kohler Co.; C. 


S. Hawk, Utility Laboratory; H. O. Beadle, Fitz- 


gibbons Boiler Co.; M. Ralston, Stanley G. Flagg Co.; and H. F. Randolph, 
International Heater Co. 


Awards 


Workmen who had shown outstanding 
skill in construction of the addition 
to the American Radiator Building, 46 
W. 40th St., New York City, received 
certificates of superior craftsmanship at 
a ceremony at the building February 4. 
The ceremony of award was held by the 
committee on recognition of craftsman- 
ship of the New York Building Con- 
gress. Speakers included: Rolland J. 
Hamilton, president, American Radiator 





Group of district field representatives at meeting of Combustioneer Division, 
Steel Products Engineering Co. 





Left to right: William Tieman, first prize winner in contest sponsored by 
Uniflow Mfg. Co.; V. R. Rogers, second prize winner; and A, W. Taylor, third 
prize winner 





Co.; J. Andre Fouilhoux, architect; 
Frank J. Helmle, Jr., vice president, C. 
T. Wills, Ine., and E. D. Litchfield, 
chairman of the committee of award. 


Contest Winners 

The three the 
sponsored recently by Uniflow Mfg. Co., 
Erie, Pa., have been announced and are 

William Tieman, first 
Rogers, second prize; and 
A. W. Taylor, third prize. The basis 
for awards originality in listing 
the selling points on four of the com- 
All dealers in 
equipment 


winners in contest 


as follows: 
prize; V. R. 
was 
pany’s products. 


and water softening 
eligible to enter the contest. 


pumps 
were 


Gas Products 


More than 100 members of the Amer- 
Products 


were present when its 1937 


ican Gas Corp. and guests 


sales con- 
opened on February 23. The 
meetings were held in New York City 
and during the three days’ sessions, of- 
ficers of the company and members of 


vention 


the sales organization discussed new 
product and means of carrying forward 
the 1937 sales program. One of the 
first addresses was given by R. J. Ham- 
ilton, president of American Radiator 
Co. 


The sessions were in charge of W. T. 
Rasch, president, aided by H. H. Dug- 
dale, vice president in charge of sales; 
H. L. Whitelaw, vice president and E. 
D>. Downe, vice president in charge of 
engineering. 


Mid-Winter Meeting 


The New 
Golf Assn. 
mid-winter 
Square Hotel, 


England Heating Trades 
held its fourteenth 
meeting at the 


Boston, Mass., 


annual 
(*¢ ipley 
February 
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May Oil Burner Corp., has outfitted this modern trailer for a traveling salesroom. 
It is equipped with representative equipment of the company’s line 


1. Following the annual dinner there 
was entertainment and a short business 
meeting featured by the election of 
officers for the ensuing year. The fol- 
were elected to office: J. 
talph Frankin. 
Oleson, secre- 

Ed. 
Scott, 


men 
president; 
president; Walter 
tary; Harold’ Buse, 
Dunn, team captain; 
handicapper. 

Arthur Klonower, retiring president, 
was presented with a silver service by 


lowing 
G. Ross, 
vice 
treasurer; 


and Fred 


the association. 


Sales Trailer 

The May Oil Burner Corp., Baltimore, 
Md.. took delivery of a specially con- 
structed sales trailer at a ceremony 
February 23. The mayor of Baltimore 
officials were present 
additiuu to sales 


and other civic 
at the ceremony in 
managers and sales promotion men 
from other companies. The new trailer 
contains a full sized oil burning heating 
and other products of the com- 

Most of the products have illu- 
transparencies to _ illustrate 
construction. sound equipment has 
been added to the that a 
salesman inside the trailer can address 
a crowd gathered outside. 


unit 
pany. 
minated 


trailer so 


C.S. A. 


The spring meeting of The Central 
Supply Assn. will be held at French 
Lick, Ind., on April 16-17. The Friday 
morning meeting will be a closed meet- 
ing for wholesalers only for a discus- 
sion of the problems of the wholesaler. 
Application of the Robinson-Patman Act 
and pending resale legislation will be 
the two principal subjects for discus- 
sion at the joint meeting of wholesal- 
ers and manufacturers, which will be 
held Saturday morning. 

This is the first meeting The Central 
Supply Assn. has held outside of Chi- 
cago for many years. It is believed 
that this combined pleasure and busi- 
ness will draw an attendance in excess 
of 500, 


Business Changes 
and New Incorporations 





The Westinghouse Electric and Mfg. 
Co. will move its Pittsburgh office and 
some of its general offices now located 
at East Pittsburgh, Pa., to the Union 
National Bank Building in Pittsburgh. 
The move will be made about May 1. 


Cooney Bros. Co., has been formed at 
520 W. Lehigh Ave., Philadelphia, Pa., 
by James J. and Francis E. Cooney to 
distribute plumbing and heating sup- 
plies. 

Allen Plumbing Supply Co., Inc., has 
been formed at 85 Mechanic St., Marl- 
borough, Mass. J. H. Allen, treasurer 
of the company, was connected with 
Crane Co. for seventeen years. 

Minneapolis-Honeywell Regulator Co., 
Minneapolis, Minn., has announced that 
the complete line of pneumatic controls 
manufactured by the National Regula- 
tor Co., Chicago, has been acquired. 

Lonergan Mfg. Co. has announced 
that the company has purchased a 
large plant at Albion, Mich., and ex- 
pects to have all departments operat- 
ing by April 1. 

Tube Turns, Inc., has announced that 
the company has moved from its old 
location to 224 E. Broadway, Louisville. 
Ky. This move was necessitated by the 
need for larger quarters. 

Goodin Co., 707 Third St., North, Min- 
neapolis, Minn., has been formed re- 
cently by A. P. Goodin, L. K. Reisberg 
and I. L. Larson. This newly formed 
company will act as plumbing and 
heating wholesalers in Minneapolis and 


nearby territory. 


New Distributors 


Sales Representatives, Appointments 





Air Reduction Sales Co., New York 
City, has announced that: H. F. Hen- 


riques and J. J. Lincoln, Jr. have been 
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appointed assistant general sales man. 
agers with headquarters in Cleveland 
and Pittsburgh, respectively; J. M. 
Driscoll has been appointed acting 
manager at Cleveland; S. D. Edsall 
has been appointed acting district 
manager of the Pittsburgh district: 
A. W. Brown has been appointed as. 
sistant railroad sales manager; 
J. F. Pryor has been appointed 
president of the Magnolia Gas 
ucts Co. 

Gar Wood Industries, Inc., Detroit. 
Mich., has promoted Don J. Luty to the 
office of assistant general manager of 
the air conditioning division. Norman 
Saylor has been appointed manager of 
the Detroit branch. These appoint- 
ments were made by Frank H. Dewey, 
general manager of the air 
ing division. 


and 
vice 
Prod- 


condition- 


Homestead Valve Mfg. Co., Coraop- 
olis, Pa., has announced that Elliott G. 
Johnson has resumed his duties as ad- 
vertising manager. 

Harvey-Whipple, Inc., Springfield, 
Mass., has appointed Robert S. Ren- 
nicks, sales promotion manager, as re- 
gional manager in charge of sales for 
the Philadelphia-Washington 
This announcement came from 
©. Harvey, president. 


Richardson & Boynton Co., New York 
City has announced that the following 
directors were elected February 11: H. 
T. Richardson; David R. Richardson, 
Jr.; J. Loskill; S. O. Martin; Fred- 
erick Baker; William H. Pouch; and 
Dana H. Grant. At the same meeting, 
these officers were elected: H. T. 
Richardson, president; J. Loskill, vice 
president and treasurer; David R 
Richardson, Jr., secretary and 
ant treasurer; and E. I. Boardman, as- 
sistant : 


territory. 
Walter 


assist 


secretary. 
Waterbury, 
2astor as 


Hoffman Specialty Co., 
Conn., has appointed J. C. 
Florida representative with headquar- 
ters at Jacksonville. Mr. Pastor 
cover all of Florida with the exception 
of ten counties. This announcement 
was made by Potter Bowles, president. 

J. B. Wise, Inc., Watertown, N. Y., 
has announced the appointment of 
Harry G. Starr as representative in 
Maine, New Hampshire, Rhode Island, 
and eastern Massachusetts. 


The United States Radiator Corp. 
has announced several changes in its 
factory branch personnel as follows: 
L. J. Finn has been named 
of the Kansas City branch 
W. A. Russell who is now in 
department at Detroit; W. B. 
fas appointed Cleveland branch 
ager; Robert Clar, Jr., formerly 
ager of the Cleveland branch, has been 
the Baltimore 


will 


manager 
replacing 
the sales 
Smith 
man- 
man- 
named manager of 
branch. 











GIVE THEM A HEATING 
PLANT THAT CAN BE 
tuned” TO THE WEATHER 


Modern builders have become more critical in their ideas of heating 
comfort and economy. They demand not only enough heat, but con- 
trolled heat! So why not give them Hoffman Controlled Heat — the 
system that never wastes fuel by over-heating the house — never 
freezes out the occupants. Radiant heat in its best form! 


It’s a vapor-vacuum system, delivering mild heat in mild weather and 
ample heat when the temperature goes below zero. It can be easily 
“balanced” to give an even distribution of steam to every radiator. 
And it features the famous Hoffman Finger Touch Control. 


By merely touching the lever of the Hoffman Radiator Modulating 
Valve, the heat output of that radiator can be increased or decreased 
to give the degree of warmth desired. The temperature of each room 
is thus individually controlled ... or, if preferred, the entire house 
can be kept at one uniform temperature. 


The Hoffman Air Conditioner is optional equipment, as it is installed 
and operated independently of the heating plant. With extremely 
simple duct work, it will deliver a constant volume of pure, refreshed 
and humidified air. 
Send today for the new Hoffman booklet, “Controlled Heat with 
Air Conditioning.” 


Sold everywhere by leading whol cating and Plumbing equipment 
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ADVERTISED TO THE HOME 
PLANNERS OF AMERICA 


Hoffman's big Spring Advertising Campaign 
is reaching millions of prospective home 
builders at the critical moment — pointing 
out the superior advantages of radiator heat 
with auxiliary air conditioning — swinging 
business to you. Watch for this advertising 
in Better Homes and Gardens, American 
Home, Fortune, House Beautiful and House 
and Garden. 


HOFFMAN CONTROLLED HEA 


HOFFMAN SPECIALTY CO. INC., DEPT. RX-3 WATERBURY 
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“There is nothing I could say 
that would do justice to the 
superiority of Chase Copper 
Water Tube and Sweat Fit- 
tings.”’ A statement by Mr. 
J. W. Pickelsimer, Buckhead 
Plumbing and Heating Co., 
Atlanta, Georgia. 


CHASE 
Brass Pipe 
Copper Tube 
Sweat & Flared Fittings 
Plumbing Supplies 
Copper Roofing Products 


CHASE BRASS & COPPER CO. 
J ime rporated 
Subsidiary * Kennecott Cooper C rporation 


Waterbury Connecticut 
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INSURANCE AGAINST LEAKS 


CHASE Adapters are made to close toler 


ances, with clean, sharp threads, precision-cut 


to insure a tight, leak-proof connection. 


CHASE 


BRASS AND COPPER 
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nounced that William H. 


Co.. has been made vice 


W. H. Driscoll 


North Carolina. 


Moulder has been made 





Airtemp, Inc., Dayton, Ohio, has ap- 
pointed Edward Bozorth, formerly asso- 
ciated with J. Sterling Getchell, 


, as advertising manager and director of 
sales promotion for the company. This 
announcement came from ; 


Downey, president. 


fg 


ul 


R Edward Bozorth 


American Rolling Mill 











Carrier Corp., Newark, N. J., has an- 


merly vice president in charge of mech- 
anical equipment, Thompson-Starrett 


charge of construction. This announce- 
ment came from L. R. Boulware, 
president and general manager. 





May Oil Burner Corp., Baltimore, Md., 
has announced the appointment of Wil- 
liam A. Webster, formerly 
neer, to the position of district manager 
for eastern Pennsylvania, Virginia and 


International Harvester Co., Chicago, 
has announced the _ following 
promotions: J. L. McCaffrey has been 
made director of domestic 
dian sales; W. F. McAfee has become 
manager of domestic sales; 


domestic motor truck sales. 





Co., 
town, Ohio, has announced that a dis- 
trict sales office has been 
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in Indianapolis, Ind. Austin Edwards 
has been named manager of the Indian- 


apolis district. 


Hajoca Corp., Philadelphia, Pa., has 
announced that the following officers 
were elected at the annual meeting of 


the company, February 20: W. A. 


3recht, president; Geo. M. Bridgman, 


vice president; J. W. St. Clair, vice 
president—finance; C. C. Lowry, vice 
president—-general sales; E. J. Ball, 
vice president—industrial sales; John 
T. Brown, Jr., treasurer; Benjamin 
Cadbury, secretary; and Miss H. H. 
Ortlip and R. E. Shriver, assistant sec- 
retaries. The following directors were 
elected at the same meeting: W. A. 
Brecht, Geo. M. Bridgman; F. W. 
Dows: S. G. Duncan; E. A. Henry: 
W. L. Sheppard; and J. W. St. Clair. 





Left to right: S. S. Day and H. L. 

Wood. The announcement of these 

and other appointments by Crane Co. 
was carried in last month’s issue 


Personals 


A. R. Herske, vice president and gen- 
eral manager of sales, American Radia- 
tor Co., New York, spent’ several 





weeks during February on a vacation 
in Florida. 

A. Wormeck, has joined the sales 
force of E. A. Hibbs, Philadelphia, Pa. 
He will cover metropolitan Philadel. 
phia and part of New Jersey and Dela- 
ware. 

E. R. Pauline, for the past fifteen 
years connected with A. Y. McDonald 
Mfg. Co., has been appointed sales 
manager of R. J. Shank Co., Des 
Moines, la. 

John E. Sheriden, formerly assistant 
treasurer of the Whitlock Coil Pipe 
Co., Hartford, Conn., has been elected 
treasurer to succeed J. Lester Good- 
win. Mr. Goodwin declined reelection 
as treasurer, but continues as president 

A. G. Cripps, retired boiler manufac- 
turer of Indianapolis, Ind., recently suf- 
fered a fractured hip as a result of a 


fall and is now recuperating. 











F. S. Kaulback 


Frank S. Kaulback, vice president 
of branches, 


and general manage 
Standard Sanitary Mfg. Co., Pittsburgh, 
Pa.. has been elected a director of the 
American Radiator and Standard Sani- 
tary Corp. Mr. Kaulback has been con- 
nected with the company for 32 years 
From 1914 to 1919 he was manager of 
the Pittsburgh branch. In 1950 he be 
came vice president and general man- 
ager of branches as well as a member 

f the executive committee Mr. Kaul 
back is vice president and director of 
the Central Supply Assn. 

R. Il. Schuppener has been made gen 
eral sales manager of the new build 
ing products divisions of Berger Mfg. 
Co., Canton, Ohio. 

C. M. Houck, formerly manager of 
the inspection division of Pittsburgh 
Testing Laboratory. was elected vice 
president at the January meeting of 
the board of directors. 

Herbert Shoemaker has been = ap- 
pointed district manager of the south- 
eastern territory by United American 
Bosch Corp. This announcement came 
from R. W. Washburn, sales manager 





John Heinkel 


John Heinkel, former president of 
Blake Specialty Co., will become vice 
president in charge of the specification 
division of The Atchison Specialty Mfg 
Co., Atchison, Kan. 























News of ... 


Thode 


ae 


Sanitation Stressed 


® Qhio State Assn. of Master Plumbers holds 46th annual con- 
vention in Youngstown, Ohio, February 8-10—Harry Worm- 


ley elected to presidency 


connection 
work 


and the close 


between 


Sanitation 
which exists 
and plumbing were the chief topics pre- 
sented at the forty-sixth annual con- 
vention of the Ohio State Assn. of Mas- 
Sessions of the conven- 
9 and 10 
Ohio. 
com- 


sanitary 


ter Plumbers. 
tion were held on February 8, 
at the Ohio Hotel, Youngstown, 
A final report by the 
mittee disclosed that attendance at this 


credential 


convention was one of the best in re- 
total registration 
attendance. Harry M. 
Struthers elected 
ensuing and 


cent since 
showed 297 in 
Wormley of 

president for the 
William Gesling of Lancaster was elect- 
Since H. W. Eck- 


was elected to the 


years, 


was 
year 
ed vice president. 
hardt of Cleveland 
office of secretary-treasurer for a two- 
vear term at the last convention of the 
association he continued to hold these 
offices. 

The subject 
duced very early in the convention by 
Jackson, president of the 


of sanitation was intro- 


T. Lamer 


The new officers. 


Greater attention should be paid 
to publicity .” Walter E. Eynon 


Commerce, 
officials to 


Youngstown Chamber, of 


who was one of the civic 


Left to right: Harry W. Wormley, Struthers, president; William 


Gesling, Lancaster, vice president; and H. W. Eckhardt, Cleveland, secretary-reasurer 


9 


Associations... 


Events... 


welcome the convention to the city. 
In his address of welcome, Mr. Jackson 
mentioned the book, “An American 
Doctor’s Odyssey,” and stated that this. 
a best seller, stressed the contribution 
which plumbing has made to sanitation 
all over the world. Another talk on 
the same subject was entitled, “The 
Ramifications of Back Siphonage” and 
was delivered by E. L. Penfrase. Fol- 
lowing his short address Mr. Penfrase 
presented a moving picture demonstrat- 
ing back siphonage, which has 
prepared by the Minnesota State 
of Health. 


been 


Soard 


Research and Plumbing 

Mr. Penfrase, in his address, stated 
that research is especially applicable 
to plumbing and should be carried on 
to its fullest extent because plumbing 
can never be separated from the sub- 
ject of public health. He also briefly 
described the existing research 
gram of the N.A.M.P. _ Still another 
point brought out in this address was 
the fundamental meaning of the term 
As presented by Mr. 
follows: 
water 


pro- 


cross connection. 
Penfrase, the definition is as 
“A connection between potable 
supply and a contaminated water 
source.” 

Later on in the program the report 
of the sanitary committee disclosed 
that House Bill No. 56 is now 
steered through the state legislature in 
hopes of eventual passage. The 
text of this bill is the placement of sn- 
pervision over all hotels and restau 
rants in the hands of the state health 
rather than the fire mar- 
present 


being 


con- 


cepartment 
shal, as called for by 


sions. 


provi 


Inspectors 

R. T. Barrett, chief, Bureau of 
Plumbing Inspection, State Depart 
ment of Health, brought the views of 
plumbing inspectors on the subject ol! 
sanitation. Mr. Barrett declared that 
while the finest cooperation already ex- 
isted between inspectors and members 
of the Ohio association, still closer at- 
tention to the letter of the law on in- 


spections would make for more effi- 
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This photograph was taken at a luncheon meeting of the board of directors 


cient work by his office. Mr. Barrett's 
talk was largely in the form of a re- 
port on what had been done by his of- 
fice during the past conclu- 
sion, he gave a tabular comparison be- 


year. In 


tween 1936 and 1937. L. P. Sorensen, 
representing the newly formed Assn. 
of Plumbing Inspectors of Ohio, also 


spoke briefly and his talk, too, was con- 
fined mainly to sanitary subjects. He 
stated that one of the aims of his or- 
ganization is to secure the establish- 
ment of codes in communities which do 
Another avowed intent 
is to seek the ap- 
inspectors. 


not have them. 
of this association 
pointment of additional 
Four of the twelve resolutions 
sented for the approval of the conven- 


pre: 


tion delegates were confined to the 
same theme. One of the most impor- 
tant of these resolutions which was 


adopted by the convention was the es- 
minimum 
This resolution, 


tablishment of requirements 
for tavern sanitation. 
while confining itself to beer and bar 
sanitation, developed a thought which 
has caused much interest in sanitation 
work lately, namely the proper sterili- 
zation of glasses to prevent the spread 
of disease.* 

Another resolution also on the sub- 
ject stated that since plans and specifi- 
cations on all public buildings must be 
submitted to the state department of 
construction, an equally important 
step should be the presentation of such 
specifications to the state 
health. The thought of 
concurred in, but 


and 
department of 
this 


plans 
resolution was 
referred to the incoming officers to be 
taken to the Ohio Engi- 
neers Assn. for action. The other two 
the subject urged 
petent, rigid plumbing inspection in all 


Professional 


resolutions on com- 
sections of the state and an educational 
program to acquaint all county boards 
on the provisions and necessity for the 
state code. 

February "37 p. 64. 
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Occupying only a slightly less impor- 
tant place in the affairs of the conven- 
tion was present-day legislation affect- 
ing the industry. The two main divi. 
sions of this general 
course, the Robinson-Patman 
the Social Security Act. 
Depew C. Freer, 
Ohio Wholesale Plumbing 
ing Industry, was the 
Robinson-Patman Act. As an introduc- 
tion to his subject, Mr. Freer sketched 
the first fights for the rights of 


subject were, of 


Law and 
secretary of the 
and Heat- 
speaker on the 


man 





“ . . the power of the Federal govern- 


ment .” Depew C,. Freer 


tattle 
example. Then, 
fight has 
general 


in this country, mentioning the 
of Lexington as an 
developing his subject, the 


been, he said, for the same 


principles but against a different force. 
As brought out by the speaker, the 


fight by our infant nation was against 





123 


the force of oppression while today it 
is against monopoly and privilege. The 
Robinson-Patman Act, he said, is di- 
rected against both monopoly and priv- 
Then going back to the field of 
law, Mr. defined 
states’ rights and stated that the pow- 


ilege. 
Constitutional Freer 
ers granted by the Constitution to the 
Federal included the right 
to levy taxes, borrow 


rovernment 
money and regu- 


late interstate commerce. Most of the 


legislation against monopoly and priv- 


said Mr. 


carried on by the 


ilege, Freer, which has been 
Federal Government 
has been based upon its power to regu- 
He declared 


also that the power of the Federal Gov- 


late interstate commerce. 


ernment to control business is some- 
limited. Mr 
exceptions to the 
Act, but 


would be 


what Freer indicated the 
provisions of the 
Robinson-Patman stated also 
that diffi- 


culty in working them out on the basis 


there considerable 


of quantity discount A complete re 
port of Mr. Freers address will be 
found in another section of this issue. 


Social Security 

Miss Mary E. Woods of the 
of Federal Old Age 
uled to speak on the subject of the So- 


Bureau 


Bene fits Was sched- 


prevented 
place Mr. 
agency ap- 
that 
distinct 


cial Security Act but was 


from attending In her 
Fahnstock of the same 


peared. The speaker pointed out 
and 


Security Act, but 


there are ten separate 


parts to the’ Social 
that 
has received the 


since the old age benefits clause 


most publicity, many 
people believe it to be the entire act. 
The provisions of the old age benefits 
vnortion of the Social Security Act were 
described and discussed by the speaker 
in answering questions from the floor. 
In these was 


that 


questions the point 


raised under the Ohio unemploy- 


ment compensation act, contractors 


whose payrolls have peaks and valleys 
unfavorable posi- 


are forced into an 


tion and one of the resolutions passed 


by the association directed the incom 


ing board contact the 
Ohio 


fort to secure a special ruling to avoid 


of djrectot s to 


Social Security Board in an ef 


this. 


Other Speakers 
Other 


program 


appearing on the 
Dick of the Lead 
lead 
plumbing; J 


speakers 
were Robert 
Industries Assn., who spoke on 
and its application to 
kK. Morley, 


journeyman’s association, 


business agent of the local 
who brought 
wishes from the labor group; F 
J. Hanley, 


Pa.. association. 


best 
president of the Pittsburgh, 
who invited all mem 
bers of the Ohio association to attend 
the coming convention of the Pennsy!] 
association; Joe Bolles, market 

Rolling Mill Co 

les 


who spoke briefly on cooperative sal 


Vania 


developer, American 
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Your J&L Pipe Distributor 
gives you prompt, intelligent 
service ... the kind of service 
that saves time and money for 
you. In addition, he gives you 
pipe that has extra-service qual- 
ities... at no extra cost. 

J&L Pipe is easily and quickly 
installed. Its free cutting quali- 
ties enable you to speed up 
cutting and threading opera- 
tions. The dies work more effec- 
tively ... make clean, accurate 
threads because there are no 
hard spots in the steel. Mill 
threads have the right pitch and 
taper and couplings are correct- 
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Increase your ee ich wins” J&L 


STEEL 





For extra-service pipe at no extra cost 
.. depend on your J&L Pipe Distributor 





ly tapped to produce safe, tight 
joints, without forcing or gall- 
ing the threads. 

J&L Pipe, black and galvar- 
ized, is straight and thoroughly 
coated to provide maximum re- 
sistance to rust and corrosion. 
Jones & Laughlin Pipe is the 
right pipe for you. 

J & L Pipe saves you installa- 
tion time... and prompt deliv- 
ery prevents costly delays. Buy 
high quality J&L Steel Pipe 
from your local J&L Pipe 
Distributor. He is dependable 

. a good business man... a 
man you will enjoy dealing with. 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH, PENNSYLVANIA 
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Former officers attending the Ohio convention. 
1932; W. H. Grabowsky, state president 1931; E 
Frank, state president 1933; Walter Klie, past president, Heating and Piping Contractors National Assn.; and Eb Allen, seeretary- 
treasurer emeritus 


agreements between utilities and 
plumbing contractor dealers; and C. 
A. McMunn, president of the West Vir- 
ginia Association. 

One of the features of the convention 
was a visit to the plant of the Youngs- 
town Sheet and Tube 
delegates and guests were taken to the 
plant in busses and then embarked on 
a conducted tour of the plant to wit- 


Co. Convention 


ness the operation of the company’s 
continuous hot mill and continuous 
cold reduction mills. Different manu- 
facturing operations for tubular prod- 
ucts also were shown. After the tour 


through the plant, which took approxi- 
hours, members” and 
dinner at the com- 


three 
attended a 
pany’s offices. 


mately 
guests 


Fixture Ordinance 


Although not scheduled on the pro- 
interesting discussion of 
Ordinance* 
Blank, past 


gram, a very 
the Dayton 
was given by 


* 


Registration 
Harry S. 


ENGINEERING, February ‘37 p. 70; 


63. 


*DomestTi 
June °36 p. 
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sat 
7 | 


iL Li TTL Pritt. 


y 


president = of 


Blank declared 


Left to right: 


the 
that 


H. S. Blank, state president 1935; E. B. 
. D. Maurer, state president 1930; Howard C. Baker, state president 1934; Edward 


there was 


association. 


no 


position to this ordinance when it 


first 


introduced but 


that a 


d.t.u. 


Mr. 


Op- 


was 


house 


is now being prosecuted under its pro- 


visions. Mr. 
Dayton 
the local 


employed 


tion of 
have 


Blank 


association, 


special 


declared 
the 
journeyman’s 


with 


counsel 


that 


coopera- 


the 


group, 


to 


aid 


the city prosecutor on this case, since 


if the 
controversy the 


nance will be 


other cities 
which may 
Delegates 

A. A. Schmutz 
were 


selected as 


tional convention to be held in 


Mr. 


chosen as 


City, while 
were 
ciation has 
was pointed 


membership. 


association 
full value of 
realized by 
throughout 

enact 


Larson 
alternates. 
made 
out, 
When 


wins this 


the 
such 


William 
delegates to 


and 


and 


healthy 
along the 


President 


first 
the 
Dayton 


The 


strides, 


legal 


Ges 
the 

Atlantic 

Mr. 


ordi- 

and 
country 
ordinances. 


ling 


ha- 


Klee 


asso- 


lines 


it 
of 


Kynon 


began his administration there were 
237 members in the association and 
during the convention this figure was 
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photograph was taken while members and guests were visiting the plant of the Youngstown Sheet 
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Kleine, state president 


increased to 422. Despite the flood it 
was reported that the Cincinnati local 
association had increased its member- 
ship by ten. The largest increase in 
membership took place in Cleveland. 


President’s Report 


In his President Kynon 


sketched 


report 
the 
done to 
the 


directors 


work which had 
member- 
He 


appoint- 


been increase 


ship during stated 


that 


past year. 
had 
ed and a publicity program made avail- 


ZOTLE been 


able to them. He contended that zone 
meetings were needed especially in 
those communities which do not have 
a local association. He _ stated that 
some medium should be found which 
would reach non-members. <A recom- 
mendation for four zone meetings was 
made in this report. President Eynon 
said that four such meetings in a year 
would encourage members to. study 
problems as well as disseminate need- 


ed information and produce a better ac- 
quaintance between master plumbers in 
Further recommenda- 


the 


a given area 


tions made in report were for 





and Tube Co. 
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More Ohio convention pictures. Left to 
right, top to bottom: C. G. Medley, district 
sales manager, and W. E. Fruhan, special 
representative in pipe sales, both of Re- 
public Steel Corp.; Harry S. Smith, War- 
ren; C. J. Little, Youngstown; Fred H. 
Steffens, manager, Hardware & Supply Co., 
Akron; James Younkman, Toledo; R. J. 
Cluxton, Cincinnati; Robert Dick, Lead 
Industries Assn.; C. B. Nash, vice pres- 
ident, Standard Sanitary Mfg. Co.; Charles 
Artey, Mansfield; E. B. Kleine, Cincin- 
nati; R. W. Lang, chairman, Ohio Whole- 
sale Plumbing and Heating Industry; and 
E. L. Penfrase, Copper and Brass Research 
Assn. 


greater attention to publicity. Mr. 
Eynon said that if master plumbers do 
not realize the importance of this sub- 
others will, and consequently 
usurp the functions of our industry. 
The report also covered the work 
which has been done during the past 
year to secure local codes. 

President Eynon who is a director of 
the national association also gave the 
of the national director at the 
convention. This was in the form of 
a brief resume of national association 
activity during the last half of Presi- 
dent Frank’s administration and the 
first half of President Werner’s admin- 
istration. Subjects taken up in the re- 
port included N.A.M.P. offices, mem- 
bership, amebiasis booklets, resolu- 
tions, Federal survey of plumbing, re- 
search and the NRA questionnaire. 


ject 


report 


Apprenticeship 

The report of the 
Committee developed an_ interesting 
theme. This report stated that last 
year there were more men than there 
while this year there is 
work than there are. trained 
men. The report also sketched the 
Federal apprentice training program 
and declared that it hdd many advan- 
tages over the present plan now in 
force in the state, which depends to a 
great extent on the size of the commu- 
nity and the number of plumbing con- 
tractor-dealers who are in that com- 
munity. 

R. W. Lang, chairman of the Ohio 
Wholesalers’ Assn., declared in a short 
address that business steadily is im- 
proving. He urged closer cooperation 
between wholesalers and contractor- 
dealers as a means of continuing that 
business improvement. Neither group, 
he said, can exist without the other. 
His contention was that cooperative ef- 
fort will mean successful combating 
of the d.t.u. and mail order house. He 
stated also that there are no difficul- 
ties which exist now or may arise in 
the future between master plumbers 
and wholesalers which can not be 
ironed out to the satisfaction of both 
at a round table conference. 


Apprenticeship 


was work, 
more 


One of the actions taken by the asso- 
ciation was to approve the action of 
the board of directors in contributing 
$100 to the relief of flood sufferers. 
This money was sent to the N.A.M-P. 
fund especially for relief of members 
of the national association. Several 
in attendance were from the _ flood 
stricken area and gave reports on how 
the flood had affected their community. 
R. J. Cluxton of Cincinnati stated that 
flood waters had risen so swiftly that 
his shop, which had been dry at three 
o'clock in the morning, was under three 
feet of water two hours later. Mr. 
Cluxton reported for other members of 
the association who were not able to 
attend the convention and showed that 
very many of them had = suffered 
heavily. 


Social Program 

A well-rounded social program 
been provided at the convention. 
evening previous to its opening 
been given over to entertainment in the 
hotel. On the second day of the con 
vention delegates and guests attended 
a luncheon at which the Republic Stee! 
Corp. was host. The annual dinne: 
dance of the association was held in 
the hotel on the evening of the second 


had 
The 
had 


day’s session. 


Boston H. P. A. C. 


Arthur <A. Klonower, Cambridge, 
Mass., was reelected president of the 
Heating, Piping and Air Conditioning 
Contractors Boston Assn. at the an.- 
nual meeting of that body held at the 
Engineers Club, Boston, February 9. 
Harry E. Barber, Boston, was 
vice president; Maurice E. Chase 
Walter H. Oleson were reelected treas- 
urer and secretary, and a board of di- 
rectors consisting of Earl Florence, 
Frank A. Merrill, L. H. Washburn and 
H. E. Whitten was selected. 

The election was preceded by a 
dinner and by reports from the presi 
dent, treasurer, Manager Oleson and 
farious committees. In addition the 
president the following 
guests: W. J. McAuliffe, president of 
the Boston Master Plumbers Assn.; 
M. Womersley, president of the loca! 
journeymens association; John k& 
Slattery, formerly of Crane Co.; George 
H. Priggen, president of the Associated 
Ventilation and Sheet Metal Contra: 
tors of Boston; and the association's 
three honorary members, Ralph 5& 
Franklin, Frank W. Howard, and ©. W 
Sisson. 

Following the business session, thi 
meeting was turned over to Mr. Wasi 
burn, chairman of the entertainment 
committee, who introduced Stevenson 
Corey, supply officer of Admiral Byrd's 
Expedition to the Antarctic, who spok: 


elected 


and 


introduced 
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‘INCE last August national maga- 
\/ zines of 14,000,000 monthly cir- 
culation have been carrying into the 
homes of America the three-year 
“Modernize Your Home With Gas” 
campaign sponsored by more than 
‘00 gas companies. Full color ad- 
vertisements in full page space have 
been pointing out—as they are con- 
tinuing to do—the advantages of 
this perfect fuel for every domestic 
need for heat. 

And already thousands of women 
have sent for the new scientific cook 
book, “Controlled Cooking,” offered 
in this advertising. This book con- 


tains recipes and “speed menus” 


AMERICAN GAS ASSOCIATION 


have sent for this new booklet! 


made possible by modern controlled 
cooking with gas. There’s tangible 
evidence of the amazing new inter- 
est in gas created by this great cam- 
paign that still has two full years to 
run! This nation-wide awakening to 
the possibilities of gas can be mighty 
profitable for you in increased sales 
of appliances of all kinds. Your own 
gas company will gladly help you 
make it so. Get in touch with them 
today and find out the many ways 
they can cooperate with you. 


LEX 


CAS} Be sure thie A. G. A. Labora 
i) tory Approval Seal is on the 
appliances you sell. 


ad 


Veter 











90,000,000 times a year for three years 
this “Modernize Your Home With 
Gas” campaign is reaching the homes 


of America with the message 


There’s Nothing 
Like Gas for 


COOKING eee The instant heat, 
higher speed and numberless shades of 
temperature that only gas can provide, 


vive finer flavor toevery kind of « ooking | 


REFRIGERATION... Gas 
makes possible silent, simplihed refrig- 
eration. No moving parts. Long life. 


Low operating costs, 


WATER-HEATING... Gas 
provides an abundant, dependable sup- 
ply of hot water whenever you want it! 


Low cost and nothing to tend. 


HOUSE-HEATING ... House- 
heating with gas is absolutely effortless. 
No fuel to order or store. No bother. 
No dirt, smoke or soot. 


Th 


o 
er 
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Not Only . 

Built as a TRUCK \ 

But Serviced as 

a TRUCK...and 

at Rock-Bottom Service Costs! 

















@ Let no one deceive you as to the 
ECONOMY of the service the nearby 
International dealer or Company-owned 
International branch will render you on 
your International Trucks. First, the 
service-free mileage from Internationals 
will surprise you. That’s quality. We 
have in mind one man whose Interna- 
tional was run into by another truck 
and put into the shop. His comment 
was, ‘‘“Gosh, that spoils a swell record. 
That truck had gone 70,000 miles with- 


out a wrench on it!’ 


But, when you do need service, Inter- 
national Truck dealers and branches 
provide all-truck service at low cost... 


with International original parts also at 
a gratifyingly low price. International 
owners are satisfied, and they stay sat- 
isfied. Choose an International Truck 
and get low-cost hauling that means 
just that. 

International Trucks and Service and 
the long experience of International 
Harvester are in easy reach of truck 


users everywhere. 


Consult any International Truck 
dealer or Company-owned branch 
and select your trucks from the Inter- 
national complete line. Sizes range from 
Light-Delivery trucks to powerful Six- 
Wheelers. 


INTERNATIONAL HARVESTER COMPANY 


(INCORPORATED ) 


606 So. Michigan Ave. 


Chicago, Hlinois 


INTERNATIONAL TRUCKS 
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Association Briefs 


® Information released by various association secretaries listed— 
Officers of local associations in different parts of the country 


given 


Now that the convention season for 
state associations is nearing its height, 
the importance of information on lo- 
cal associations becomes doubly appar- 
ent. To a certain extent, the strength 
and activities of state associations are 
determined by their component parts, 
the locals. It follows, then, that the 
officers and directorates of the local 
associations should be known, not only 
for themselves, but for their effect 
upon state and national activity. Sec- 
retaries of local associations all over 
the country have been contacted by 
DOMESTIC ENGINEERING for news briefs 
on their respective associations. These 
reports have been published for several 
months past and are continued in this 
issue. 


California 

Bakersfield Master Plumbers Assn. 
has reported the following officers: H. 
N. Binnes, president; and I. Rees Jones, 
secretary and treasurer. 

Long Beach Master Plumbers Assn. 
elected the following officers at the an- 
nual dinner of the association: Dean E. 
Alger, president; MHazelett McIntosh, 
vice president, and E. R. Sauer, secre- 
tary. . 

Pasadena Merchant Plumbers Assn. 
has announced that the following men 
are officers of the association: Ken- 
neth Fraser, president; K. G. Kelsey, 
vice president; and Ray N. Batterson, 
secretary-treasurer. 


District of Columbia 

Master Plumbers Assn. of the Dis- 
trict of Columbia recently elected a 
new slate of officers as follows: John 
Collins, president; Maurice Colbert, vice 
president; John Beane, vice president; 
William E. Miller, treasurer; and Frank 
Bentley, secretary. 


Massachusetts 

Master Plumbers Assn. of New Bed- 
ford and Vicinity, Inc., elected the fol- 
lowing officers at a meeting held re- 
cently in Gulf Hill Parlors: Alfred 
Knechtel, president; Ernest Hill, vice 
president; Richard Thatcher, treasurer; 
Walter P. Bailey, secretary; and Wil- 
liam H. Mudge, director at large. These 
men also form the board of directors 
of the association. 


Master Plumbers Assn. of Springfield 
& Vicinity has these men as officers: 
James A. Donovan, president; Alexan- 
der L. Smith, secretary; and Thomas 
J. Conway, treasurer. 


Michigan 

Saginaw Assn. of Master Plumbers 
has the following officers: William 
Brenske, president; James Ferguson, 
vice president; and Alfred A. Mitchell, 
secretary-treasurer. 


Missouri 

Contracting Plumbers Assn., Inc., St. 
Louis, Mo., recently installed these of- 
ficers: Sam Burman, president; Henry 
Bartosch, vice president; Harry Clucas, 
treasurer; and C. Y. Lucas, secretary. 
The board of directors of the associa- 
tion is made up of the following men: 
D. C. Cunningham, chairman; George 
rraeff; Robert Scheer; Thomas Glen- 
non; and Thomas McNamara. 


New Jersey 

Eastern Bergen County Master 
Plumbers Assn. elected these officers at 
a recent meeting: Henry Landahl, presi- 
dent: Frank E. Safino, vice president; 
Arthur Glogau, secretary; Frank Mar- 
tin, treasurer; and Charles Mosbach, 
sergeant at arms. At this same meeting 
the following committees were  ap- 
pointed: refreshments— Paul Pensky, 
Charles Ferri and Arthur Glogau; mem- 
bership—Paul Pensky, Joseph Keller 
and Reldman; and _. by-laws—Charles 
Leeger, William Smith and Frank Mar- 
tin. 


New York 

Assn. of Licensed Plumbers of Queens 
County, Inc. is now the official title for 
the organization known formerly as the 
Assn. of Licensed Plumbers of Eastern 
Queens Inc. The slate of officers is as 
follows: George Ludwig, president; A. 
J. Wagner, vice president; R. T. Wilbur, 
secretary; and Charles Brusten, treas- 
urer. The board of directors has these 
men on its membership: Lewis Muller, 
Irving Damsker and Christopher Her- 
mann, 

Assn. of Master Plumbers, Borough 
of Richmond has this slate of officers: 
John L. Pfuhler, president; Philip Bey- 
er, vice president; James J. Brady, re- 
cording secretary; B. B. Burbank, treas- 
urer; and George F. Morris, financial 
secretary. 


Ohio 

Mahoning Valley Master Plumbers 
Assn. is governed by the following of- 
ficers: W. A. Maggs, president; J. V. 
Parish, vice president; and T. W. Cro- 
gan, secretary and treasurer. This as- 
sociation was host to the annual con- 
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vention of the state association held 
last month in Youngstown. Harry 
Wormley, a member of his group, was 
elected president of the state associa- 
tion at the convention. 

Mansfield Master Plumbers’ Assn. 
elected the following officers at a recent 
meeting: Karl Shambaugh, president; 
Herman Hoffman, vice president, and C. 
Ed. Millington, secretary and treasurer. 


Mr. Millington was reelected. The 
board of directors is made up of the 
officers, Alex Grassick, retiring presi- 


dent, and O. P. 


Oklahoma 

Muskogee Master Plumbers Assn. has 
reported the following men as officers 
of the Earl Morehead, 
president; and Berry Rader, secretary. 


Wervey. 


association: 


Pennsylvania 

Beaver Valley Master Plumbers Assn. 
has the following 
Frederick Nebster, 


slate of officers: 
president; W. H. 


Chandley, secretary; and S. R. Reed, 
treasurer, 

Harrisburg Master Plumbers Assn. 
recently elected the following officers 


1937: Frank Hetzel, president; Ed- 
ward Palmer, vice president; and John 
H. Miller, secretary-treasurer. 


for 


Reading Suburban Master Plumbers 
Assn. is governed by the _ following 
men: Aaron Yost, president; L. E. 
Ruth, vice president; L. C. Freed, sec- 
retary; and Charles S. Freed, treasurer. 

York Master Plumbers Assn. has just 
elected the following slate of officers: 
M. H. Simon, president: C. J. Bashore, 
vice president; Philip Smith, secretary; 
K. W. Behler, treasurer: 
Weigel, sergeant at arms. 


Harvey 


. 


and 


Virginia 

Plumbing and Heating Contractors 
Assn. of Northern Virginia, Inc. has the 
following slate of officers: H. F. Chi- 
chester, president; William E. Wolff, 
vice president; Paul C. King, secretary; 
and Carl Saneterhoff, treasurer. 
West Virginia 

Master Plumbers Assn. of Wheeling 
has elected the following men as of- 
ficers of the association: J. H. Letzel- 
president; Daniel J. O'Neill, 
president; Charles H. Ducker, 
and Lou W. Nau, treasurer. 


ter, vice 
secre- 


tary: 


All Associations 
News of local associations is impor- 


tant. These columns always are open 
to it. Secretaries, members of pub- 
licity committees or any others are 


urged to send information on officers 


and activities to DomMESsTIC ENGINEERING. 


1900 Prairie Ave., Chicago. Every ef- 
fort will be made to publish this very 
shortly after it is received. Photo- 


graphs also will be studied carefully. 
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Before Jarecki Valves are put on the market 
they must undergo a test far more severe 
than anything they will be called upon to 
do in actual service. For 85 years Jarecki 
has insisted upon this EXTRA MARGIN of 
strength as an assurance of EXTRA value. 
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There is available a complete variety of sizes 





and types. 


JARECKI MANUFACTURING CO. 
Erie, Pennsylvania, U. S. A. 
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Ethics 


® Committee of Fifteen pre- 
sents suggested business prin- 
ciples for the plumbing and 
heating industry at mecting 
in Philadelphia, February 


To start at the beginning, a dinner 
meeting was held during September of 
last year which was attended by 44 
members of the plumbing and heating 
industry in Philadelphia, Pa. Both 
wholesalers and contractor-dealers were 
in attendance. One of the steps taken 
at the meeting was that a committee 
should be appointed to draw up a plan 
of action. This brought about the for- 
mation of the Committee of Fifteen 
which is composed of five manufactur- 
ers, five wholesalers and five contractor- 
dealers. This committee worked out a 
set of business principles which were 
presented at a meeting held in the 
Broadwood Hotel, Philadelphia, Febru- 
ary 24. 

Approximately 500 were in attend- 
ance when John Lamond, president of 
the Philadelphia association and secre- 
tary of the committee, opened the 
meeting. Ernst Flentje, executive sec- 
retary of the N.A.M.P., was reading 
clerk, and, as such, defined the various 
principles which the committee had 
worked out. The code of business 
ethics which the committee presented 
had nineteen different sections or prin- 
ciples, some devoted to what the com- 
mittee thought fair practice and others 
devoted to what were termed unfair 
practices. 

Henry O. Heiser, state president, 
introduced and spoke on the progress 
being made by the state code which 
had just been passed by the state house 
of representatives. President Heiser 
declared that this code, now known as 
Bill 440, will bring the plumbing regu- 
lations of the state up to date. 


was 


Previous Meetings 

Charles Hackett, Philadelphia man- 
ager, Pierce Butler Radiator Corp., who 
is a member of the committee, told of 
the several meetings which that group 
had held in working out the code of 
ethics. James Dwyer, also a member 
of the committee, was presented with a 
desk set since he had been transferred 
from Philadelphia. 

Robert Pflug-Felder, secretary of the 
Philadelphia association, read a paper 
in which he described the movement 
which led up to the present meeting. 
He went on to say that if these prin- 
ciples were adopted, steps would be 


taken to establish a bureau and the 
manufacturers, wholesalers and con- 
tractor-dealers who adopted the code 


of ethics would become members of it. 





DOMESTIC ENGINEERING 


Labels stating that the business code 
was an established part of the 
pany’s policy would be distributed to 
manutiacturers and wholesalers for at- 
tachment on fixtures sold by 


Coln- 


those con- 


cerns. Contractor-dealers subscribing 
to the code would confine their pur- 
chases to the fixtures carrying such 
labels. 

Ernst Flentje, the next speaker, de- 
clared that the code was a further 
measure to protect public health. This 


is true, he said, in the proper installa- 


tion of plumbing fixtures as evidenced 
by the Chicago epidemic and it is 
equally true in the heating field since 


the 
1e code was 


improper installations can 
loss of life and property. T! 


mean 


proposal by proposal 


Flentje. 


discussed 
with the discussion led by Mr. 


then 


Other Speakers were: Philip Hering, 
Jr., member of the Philadelphia asso- 


ciation; Clem Seay, president, Quaker 
City Jobbers Assn.; C. W. Wanger, 
Woodward-Wanger Co.: and E. K. Lan- 
ning, sales manager, Warren Webster 
Co. 
Home Show 

The Philadelphia National Home 
Show was held at the Convention Hall 


in that city, February 13-20, inclusive. 
This show and exhibition was held un- 
der the sponsorship of the Philadelphia 
Real Estate ; FHA and Manufac- 


turers Promotion 


Board, 


Housing Council. 


N. J. Quarterly 


Association activity sketched 
at quarterly meeting of New 
Jersey State Assn. of Master 
Plumbers held in New 
Brunswick, February 16 


Featured by reports on association 
activities the regular 
ing of the New 
Master Plumbers was 
Woodrow Wilson Hotel, 
wick, N. J., February 16. 
Voy, state president, who presided at 
the meeting, introduced George H. 
Werner, national president. 

One of the chief points in President 
Werner’s talk was the matter of flood 
relief. In this connection he _ stated 
that the national association 
cepting donations from members. 
fund will be distributed either through 
the the flooded 
area or, practicable, if 
the American 
point the 


quarterly 
State Assn. of 
held at the 
New Bruns- 
George Mc- 


meet- 
Jersey 


was ac- 
This 


associations in 
if this is 
over to 


local 
not 
turned 
Another 
the 
He declared that it is each man’s 
buy from those 


will be 
Red 

made 
tion. 
privilege to 


(‘ross. speaker 


was on question of distribu 


only 
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cooperated with 
remarks Presi- 
attendance 
will 


sources who, in turn, 


him. In concluding his 
dent Werner 
at the national 
be held in Atlantic 
May. 


urged a large 
convention which 


Citv, N. J., during 


Heating Group 


Another speaker was Louis Maier, 
president, New Jersey State Heating 
Assn., who spoke on his association's 


activities. He also urged all members 


of the 


members of 


plumbing who were not 
the he 


membership. 


group 
association to 
Dick of the 
also spoke briefly 


ating 
seek Robert 


Lead 
and 


Industries Assn. 
told of the 
had 


lead in 


progress the group he 


represented made with manufac- 


turers of securing a seal of 


approval which appears on pipe and 


fittings. 
Prudential In 


A meeting with the 


surance Co. was described by Lester 
Wake, field representative. At this 
meeting the insurance company stated 
that it favored the ethics of the state 


betterment of public 
that all 


association for the 


health and indicated contracts 


let by the company would combine 
labor and material so that work would 
eo to the licensed plumbing and heat- 
ing contractor. Following up this line 
of thought, Herman Baumgartner sug- 


gested that a committee be appointed 
to consult with banks, mortgage com- 
panies and building and loan associa- 


tions on the possibility of licensed 


ating contractors se- 


let by such 


plumbing and he 


curing all work organiza- 


tions. 


Organization 

was the 
Bird, 
statements 


the individual 


Organization topic discussed 


by George L. national secretary. 


Among other he declared 
that it 
plumber to fight his own battles 
them he will have to 
The final 
Secretary Bird 
individuals 


is up to master 
and in 
order to win 
thought pre- 
that fre- 


too 8ée- 


spend money. 
Was 


feel 


their 


sented by 
some 


their 


quently 
cure in positions for own 
rood 

An interesting talk on air conditioning 
Harry W. Fiedler, 
Conditioning Utilities Inc., 
Fiedler 


and 


was given by presi- 
dent, Air 
New York City. Mr. 


the various equipment 


explained 
controls 
available for air conditioning in 
stallations. On the subject of member 
ship was President McVoy’s report that 
the months the following 
associations affiliated with the 
state Nutley selleville; 
fergen. Following this re 
McVoy introduced a 


presidents 


now 


past 
had 
national: 


during 


and 
North 
President 


and 
port, 
who ex 


number of local 


plained the activities in their various 
associations and the efforts being 
carried on there to increase the mem- 


bership. 
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Left to right: Sam Burman, president of the St. Louis, Mo. association; Thomas F. 


(lennon, secretary 
plumbing inspector of St. Louis. 
vention of the Illinois 


Another speaker was C. K. Vernon of 
the 
Co. who spoke on master plumber and 


ox, 


Elizabethtown Consolidated Gas 


Charles state 
told 


made to 


utility cooperation. 
of efforts which 


better 


director, Trenton, 


have been conditions 
amendments to plumbing 
Hoffmann of the 
the provisions of 


the new plumbing code in that city. He 


secure 
Fred 


association 


and 
codes. Orange 


outlined 


was followed by David Moore who sug- 
gested that the 
secretary to work on the streets check- 


association employ a 
ing any possible violations. 

Other speakers included: A. R. Han- 
L. O. jro.; A. B. Judge, 
manager sales development, Philip H. 
Harrison & Co.; C. J. Enderle, General 
Philip H. Harrison. Philip 
& Co.: and Harry Kraus. 


son, Koven & 


Electric Co : 
H. Harrison 


Radio Programs 

The question of daily radio programs 
in northern New Jersey was discussed. 
After a had 
Station and 


proposition been received 
WINS 
had 


share 


various local 


their 


from 
indicated wil- 
the 


for the 


associations 


lingness to expense, it was 


decided to arrange programs. 


Herman Baumgartner spoke on cross 
present to 
The Social 


taxes 


connections and urged all 
fight for 


Security 


their elimination 
Act 
discussed by Clyde © 
the 
hote] 


excise were 


Cole 


and 
Following 
attended a 


adjournment members 


dinner in the 


Elizabeth Elects 


the Master 


and 


meeting of 
Elizabeth Vicin- 
the election of off 
The officers, 


The regular 


Plumbers Assn. of 


itv was featured by 


cers for the coming year. 


who will be installed at a meeting on 


January 14, are as follows: James 


Daly, president; Florenz B. Behm, vice 
Leonard M 


sird., 


Geisler, secre- 


president; 
George L. treasurer; and 
Von Bischoffshausen, 

Two 


the 


tary; 


Charles sergeant 


at arms. new members were 


taken into association. 


association, an 
month’s 


of the Missouri association; and Thomas Delaney, chief 
These pictures were taken at the annual con- 


account of which was earried in last 


. 
Issue 


Delaware Code 


® Proposed plumbing code 
chief topic at annual mid- 
winter reunion of Delaware 
association held in Wilming- 
ton, February 16 


second annual mid-winter re- 
of the Master Plumbers Assn. of 
Delaware, Inc., which was held at the 
Hotel du Pont, Wilmington, Del., Feb- 
ruary 16, featured by reports on 
the proposed state plumbing code. One 
of the brought out the fact 
that one of the eight 
states which as yet, a state 
and it was 
that such an act 
committee readings 
consequently, 


The 
union 


Was 


speakers 
Delaware is 
have not, 
regulatory plumbing act 


brought out further 


has now reached 


in the state legislature; 
strong hope is held for its passage. 
The discussion on the proposed code 
Weldin, pres- 
Pres- 
Bacon 
wel- 


was introduced by H. F. 
ident, who acted as toastmaster. 
ident Weldin introduced Mayor 
of Wilmington whose speech of 


come was confined largely to remarks 
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on the code. He praised the work of 
the Wilmington association and point- 
ed to the benefits which have resulted 
since the passage of a plumbing code. 

Ernst Flentje, executive 
N.A.M.P., spoke on association 
ities, but made the point also that indi- 
vidual members should help to put the 
code through by contacting their rep- 
resentatives and urging their support. 
Mr. Flentje declared that the public 
does not realize fully the important 
part played in public health by master 
plumbers and generally is satisfied if 
the flow of water in the house piping 
is not interrupted. According to the 
speaker the proposed code is a definite 
health measure’ since other 
which have passed codes have cut 
down the typhoid rate. 

John Fader, speaker of the Delaware 
house of representatives, complimented 
the association on the fine work it had 
done in preparing the code for passage. 
The same theme was developed by 
Gerrish Gassaway, 
chamber of commerce. 
was that the code is a vital necessity 
the new construction pre- 
Wilmington and the 


secretary, 
activ- 


states 


secretary of the 
His contention 


in view of 

dicted for 

at large. 
Willard 


State 
Speakman, president of 
Speakman Co., spoke 
ness conditions and 
year for the plumbing 
contended that if 
dustry really 

stressed the story that only the finest 
workmanship into 
benefits 


briefly on busi- 


predicted a good 
industry. He 
the in- 

and 


everyone in 
merchandised 
products and went 
installations, 
He, too, expressed the hope that 


great would ac- 
crue. 
the proposed 
Other speakers who 
cluded: Wilbur Jones, vice president, 
Desco Co.; James Dwyer, Crane Co.; 
Robert Dick, Industries 
James Larmette, American Brass Co.; 
C. C. Lowry, vice president, Hajoca 
Corp.; Harry Croney, Speakman 


Co. 


code would be_ passed. 


were present in- 


ASSN.: 


Lead 


and 


This picture was taken at the dinner held in connection with the second annua! 
mid-winter reunion of the Master Plumbers Assn. of Delaware, Inc. 
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Quick Installations_.: Low Cost 


with Modern BLACK & DECKER Tools 
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THE NO. 34 ELECTRIC HAMMER saves hours of slow, hard 
work on such jobs as drilling in concrete, brick or stone for mount- 
ing burners, control racks and wall pumps; opening foundations; 
channeling for feed lines; caulking furnace joints; removing scale 
in boilers and tanks, etc. 


Light, compact, easy to use in awkward places, the No. 34 Ham- 
mer operates on a new principle which increases cutting speed and 
reduces recoil and shock. This new Hammer is a completely self 
contained unit, operated by a Universal Motor, and requires no 
transformer, rectifier or other extra equipment. 


The price of $145.00 includes the No. 34 Hammer equipped with 
a 1” Star Drill, Nos. 1 and 2 chucks and turning wrenches, 3-con- 
ductor cable and plug, automatic release switch in handle, drift key 
and carrying case. Ask your Black & Decker jobber for a demon- 
stration, or write for full details. The Black & Decker Mfg. Co., 
721 Pennsylvania Avenue, Towson, Maryland. 





CUTTING CLEAN, ROUND HOLES 


in furnace doors or bases, boilers, steam lines, etc., 
is a quick, easy operation with Black & Decker Hole 
Saws driven by a Black & Decker Electric Drill. 
Photo above shows hole saw in use; below shows 
hole cut in double furnace door. Hole Saws are 


available in diameters from *4” to 4”. The new 
44” Junior Drill, only $35.00, has countless uses on 
installation work; drives hole saws up to 3'4”, wood 
augers up to 1”, twist drills up to ',” diameter. 










World’s Largest Manufacturer of 





PORTABLE ELECTRIC TOOLS 


SEE OUR DEMONSTRATION AT BOOTH NO. 41 AT THE HOME COMFORT EXPOSITION AT ATLANTIC CITY 
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HOSTESS SINK 


@ The new Hostess Sink and Cabinet with its spacious 
drawers, roomy compartment, wide back ledge, graceful 
fittings, wins instant approval with every woman. Smartly 
modern, correctly sized (25"x 60"), it is a perfect, efficient, 
matched unit that joins in neat harmony of line and smooth 
unobstructive working space with other cabinets. 

Other features are racks for wash cloths, soaps and 
cleansers, concealed breadboards, transfer valve for spray 
and durability achieved through the use of the one mate- 
rial demonstrated to be most efficient for kitchen sinks— 
acid resisting enamel on cast iron. Write today for literature. 


Standard Sanitary Mfg. Co. 


PITTSBURGH, PA. 
Division of AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 
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a @. St. ¥. E. 


® Briefs of papers 


This report of the St. Louis meet- 
ing of A.S.H.V.E. continues the story 
which appeared in last month’s issue. 

Following Dr. Willard’s§ address. 
John Howatt presented President Lar- 
son with the president’s medal. In 
making the presentation, Mr. Howat? 
said: “We are closing one of the most 
satisfactory years in the history of our 
society, and you, Professor Larson, 
must receive a great deal of credit for 
your share in making this success pos- 
sible . so, I am sure I am voicing 
the sentiment of every member of this 
society when I compliment you, I con- 
gratulate you, and wish you every suc- 
cess and happiness.” 

According to custom, the incoming 
president, D. S. Boyden, was introduced 
at this point. Acknowledging the in- 
troduction Mr. Boyden said: “One can- 
not approach this honor, the highest 
within the gift of our society, without 
mixed feeling of fear and joy. I assure 
you and IT appreciate beyond my words 
the honor which you have bestowed 
upon me. I assure you again I will 
use my best efforts at all times to ad- 
vance the society and maintain the 
high dignity and prestige which has 
been created by others before me.” 

At this point, President-elect Boyden 
called H. C. Houghten to the speaker’s 
table to inform him that at its meeting 
the council had passed a resolution, to 
be suitably inscribed and framed and 
presented to Mr. Houghten, memoraliz- 
ing his work as director of research of 
the American Society of Heating and 
Ventilating Engineers. 


Noise Characteristics 

One of the papers presented at the 
second session was “The Noise Charac- 
teristics of Air Supply Outlets” by D. 
J. Stewart and G. F. Drake. Stating 
that “noise is one of the first considera- 
tions which arises when one attempts 
to specify a suitable grille for an air 
supply outlet in a ventilating system,” 
the paper summarized the results of 
studies of the noise level of grilles of 
various types and sizes and with dif- 
ferent air velocities. In the discussion, 
the noise from the fan and duct sys- 
tem was neglected as a factor and only 
the noise produced by the grille was 
considered. In the tests under con- 
sideration, the noise level of the open 
duct was below 23 decibels (the unit of 


At the right is a complete schedule of all 
Papers presented at the various sessions of 
the annual meeting together with authors 


presented 


AS.HV E., January 25-27 
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(Continued 


at St. Lows meeting of 


noise measurement) at an outlet vel- 
ocity of 1,000 f.p.m. 

Selection of the proper velocity re- 
quires that the designer have available 
reliable data on the noise characteris- 
tics, applicable to the particular make 
of the outfit he proposes to use, as well 
as the’ distribution characteristics. 
When air is introduced into a room 
through a griile, sound energy is pro- 
duced at the grille, and if the air is at 
a constant velocity, the energy 
is, for all practical purposes, produced 
at a constant rate. If there were no re- 
flections, the intensity of the sound 
would be approximately proportional to 
the rate at which the energy is gen- 
erated and inversely to the square of 
the distance between the grille and the 
observer. But this is not the 
an ordinary room, for, due to partial 
reflection at the boundaries, the in- 
tensity of sound at any point in the 
space builds up immediately to a con- 
stant value higher than that which 
would be indicated. 

In order to determine the permissible 
sound level, it is necessary either to 
know or to assume the level of 


sound 


case in 


noise 
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the room without the grille noise. In 
many rooms the noise level will vary, 
and it is usually necessary to design 
the room for satisfactory performance 
with the minimum noise level which it 
will have when occupied. If the noise 
level without the air conditioning sys- 
tem is known and the permissible noise 
level with the in operation is 
known, the permissible noise level due 
to the grille itself may be computed. 
Kxperience indicates that an increase 
decibel—at about 30 
detected, but 
can be de- 


system 


in noise level of 1 
decibels—can hardly be 
that a 2 decibel 
tected. If the fan is started and stopped 
during occupancy, an 
than 1 decibel is usually objectionable, 
but if the fan 


» 


addition of 3 decibels or more 


increase 
increase of more 
runs continuously, an 


is often 
unobjectionable 


Cooling Requirements 


Continuing research activities begun 


during 1955 and reported on since then, 


another paper, “Cooling Requirements 
for Summer Air Conditioning,” was pre- 
sented. The authors of this paper 


Houghten, F. E. 
Gutberlet. In 
brief, the previous study made in Pitts- 
indicated that the effective tem- 
perature best index of 
warmth 

summer air 
effective 


were: EF. C. Giesecke, 


Cyril Tasker and Carl 


burgh 


scale was the 


the relative feeling of experi- 


enced by persons. in 


conditioned space. An tem- 





M. C. Stuart, J. B. Lusk 


L. G. Miller 


D. J. Stewart, G. F. Drake 


J. S. Parkinson 


and Its Environment” 
Dr. Charles Sheard, Dr. M. 


F.C. Houghten, Dr. M. B 


FC. Houghten, F. E. 


R. A. Sherman. R. C. Cross 
“Performance of Oil-Fired. 
Residence” 

A. P. Kratz, S. Konzo 
“('ondensate and 


D. W. Nelson 





First Session 
“Thermal Properties of Concrete Construction” 
F’. B. Rowley, A. B. Algren, Robert Lander 


“The Specific Characteristics of Fans” 


Second Session 
“A Rational Method of Duct Design” 


“The Noise Characteristics of Air Supply Outlets” 


“Noise in Ventilating Systems and Methods for Its Elimination” 


Third Session 


“Investigations on the Eachanges of Eneraqy 


“Fever Therapy Induced by Conditioned Air” 

Ferderber, Carl Guthberlet 
“Cooling Requirements for Summe 
Giesecke, Cy 


Fourth Session 


“Heat Losses and Efficiencies of Fuels in 


Warm 


Air Removal Rates in 


Retiween the Rody 


D>). Williams 


f‘omfort Air Conditioning” 


ril Tasker and Car! Gutberlet 


Reside nthial Heating” 


naces in the Pesearch 


lay bw 


Hleating NSustem” 


























DOMESTIC ENGINEERING 


Photograph taken at the annual banquet of the American Society of Heating and Ventilating Engineers 


perature (a composite index which 
combines the readings of temperature, 
humidity and air motion into a single 
value) in the neighborhood of 73 de- 
indicated as 


conditions. 


grees was desirable in 


Pittsburgh under such 
The study was expanded and stations 
Toronto, Canada: 


Pittsburgh. 


established in 
College Station, Texas and 
Pa. In general they confirmed the find- 
ago: i.e., that 
small 


were 


comfort 
effective 
indepen- 


ings of a year 


had 
temperature 


may be over a 
which is 


variations in 


range 
weekly 
weather. The 
that with the 
last July in Toronto, an effec- 


dent of daily or 


outside results show 


clearly weather condi- 


tions of 


tive from 2 to 8 deg. 
Fahr. 


than 


temperature of 


lower was required for comfort 


the ease in Pittsburgh. 


Was 


Similar studies made in Texas proved 
rather conclusively that for the hotter, 
more continuous and longer summer 
heat, the same effective temperature is 


required as was found for Pittsburgh. 


Cold Shock 
In order to shock 


space, as 
cost of 


minimize the cold 


upon entering a conditioned 


well as to economize in the 
cooling, an optimum effective tempera- 


ture for air conditioning purposes is 
upper levels of 
effective 


- < 
ia 


recommended near the 
the comfort zone; 71 
temperature for Toronto 
localities having 
or hotter than 


degrees 
and de- 
summer 


Pitts- 


grees for 
conditions as hot 
burgh. 

An intensive study of the relation of 
comfort to relative humidity with con- 
stant effective 
little or 
required for 
comfort to be 


temperature indicates 
no measurable variation in the 
dis- 


time perspiration to 


anpear and for estab- 
lished in a 


from 20 to 90 


relative humidity range 


per cent. However, a 


recommendation for the use of relative 


humidities of 80 per cent or higher 
must be given with reservation, due to 
the difficulty experienced in properly 
supplying these higher humidities in 
the summer with the air conditioning 
system avaflable. 

Sixty-one men, ranging from 20 to 65 
years in age, were found to be com- 
fortable over approximately the same 
temperature range as the trained, young 
subjects. A slightly higher temperature 
was indicated as desirable by men over 
forty. data were obtained for 
women of different age groups under 
satisfactory weather and environmental 
few observations 
difference in the 
that 


Few 


but these 
material 


conditions, 
indicate no 
desired over 


degree of cooling 


found for men. 


Fans 

In their paper “The Specific Char- 
Fans,” M. C. Stuart, pro- 
engineering at 
Lehigh University, and J. B. Lusk, C. 
Kemble Baldwin, fellow at 
Lehigh University, stated that the fun- 
damental involved in the 
performance of a type of fan 
are quantity, head, efficiency, size and 
speed. Further, that in all problems of 
fan selection, the quantity and head are 
a definite external system re- 
the size and speed of 


acteristics of 
fessor of mechanical 


research 


variables 
given 


fixed by 
quirement and 
the most suitable type are to be deter- 
The usual quantity-head char- 
acteristics showing the variation of 
quantity, head and efficiency for a 
given type of fan when the and 
speed are fixed, do not lend themselves 
to the direct 
this kind. 
Therefore, the purpose in presenting 
the paper is to new system 
of fan characteristics, upon the 
well known fan laws which lend them- 
selves to a direct solution of fan selec- 


mined. 


size 


solution of problems of 


present a 
based 


tion problems, serve to classify fans as 
to performance rather than form or de- 
sign and are directly useful in the solu- 
tion of a great variety of fan applica- 
tion problems. These characteristics, 
termed specific characteristics by the 
authors, are an outgrowth of the well 
known specific speed functions which 
have been for a long time applied to 
hydraulic turbines, centrifugal fans and 
centrifugal pumps. 


Fan Curves 

Various curves were presented with 
the paper showing the r.p.m., wheel 
diameter and tip speed, plotted against 
the efficiency of the various types of 
fans. Also, formulas and problems in 
fan selection were presented with the 
paper. 

D. W. Nelson, Assistant Professor of 
Steam and Gas Engineering at the Uni- 
versity of Wisconsin presented a paper, 
“Condensate and Air Removal Rates in 
a Vacuum Heating System.” His paper 
reported the results of a study of the 
air and condensate loads in the heating 
system returns of the Mechanica! En- 
gineering Building at the University of 
Wisconsin. The heating system in the 
building consists of direct radiation, 
unit heaters, unit ventilators and blast 
coils which are part of a central fan 
Observations were made dur- 
ing the heating seasons of 1934-35 and 
1935-36. 

It was found that during normal oper- 
ation of a vacuum heating system 
having a connected capacity of 38,782 
sq. ft. of radiation and with about 
30,500 sq. ft. active, the condensate 
2,614 lb. per hr. and the air 
load 87.6 cu. ft. per hour, a 
0.034 cu. ft. of air 
condensate. Under peak load 
tions obtained by turning the 
into the cold system, the ratio of air to 


system. 


load was 
removal 
ratio of per lb. of 
condi- 


steam 








PLUMBING DRAINAGE PRODUCTS—ROOF TO BASEMENT 


Fig. E-2 “Palmer” im- ‘ Fig. E-102 Cleaneut 
Fig. E-252 Closet Bend 
ae aig wali s and (Slip Blenge) Tee (Extra Heavy) 


Fig. E-118 “Supreme” 


Fig. Z-2909 Floor or 
Ciesnout Plug 


Shower Draie 
=i Fig. E-608 “P" Trap 


Fig. E-290 Drom Trap 


Fig. Z-@50 Ficer or 
Shower Drain 


Fig. &-397 “Kennedy” 


er “Jiffy” Tee Fig. E-13 Fleer Drain 


with Internal Cleancout 


The Zurn “Greaseceotor” 


Fig. Z-700 Basement 
Backwater Drain with Fie. 6-809. Janitor Fig. E-166 Stack Base Fig. E-569 Anti-Syphoa 
Fitting (Extra Heavy) Trap (Adjustable) 


Integral Tran Bath Trao 


LUMBING DRAINAGE PRODUCTS can éc 
IFFERENT...éud it takes thinking te make them sa! 


Call On Any of These Zurn Represen- 
tatives .. They'll Be Glad to Help You 


URN engineers "think through” on fitting requirements from the standpoint of the man on 
the job. This technical thinking, backed up by over thirty years devotion to improvement 
of plumbing drainage systems, results in practical refinements and improvements found only a. Sie te - —_ 
. . ‘ ; itcheil, = any, ew or 
in Zurn Plumbing Drainage Products. Snain. Wi: Peiernk, Mélanie Mabel 
For example, the "Supremo” Cleanout—one of many Zurn products—is the only cleanout plug Ferd L. Eidman, Baltimore, Maryland 
. , ~ ah . E. Harris Barbour, Boston, Mass. 
available that offers a water and gas tight screw joint for testing—a double seal formed by 
: : . James Glass, Jr., Buffalo, New York 
caulking lead and machine tapered edge of cover. It is absolutely leakproof. Lead is caulked 8. 2. Pesca, Ghatanesnn, Dee 
against both the hub and the plug. Cover will not “freeze” to body... easily released .. . always . i: Dene Oise ee 
tight after replacement. S. W. Duschak, Chicago, Hlinois 
S. A. George, Cleveland, Ohio 
Zurn Plumbing Drainage Products... produced by modern methods... endure... meet all Meshes? BD. Bee. Denves, Golesads 


demands! Order by name from your wholesaler... you'll find them different! Frank C. ‘Davitt, Detroit, Michigan 
Paul P. Wagner, Harrisburg, Pa. 


L. L. Wright, Indianapolis, Indiana 


J. A. ZURN naga arias COMPANY ik: BR: Redes Sechoem, Sttntestent 


14th and German Streets - - Erie, Pennsylvania J. C. Pastor, Jacksonville, Florida 
Fletcher-Weil Co., Los Angeles, Cal. 


THE ZURN LINE PRESENTS: Traps, Drains, and Interceptors for all Cc. E. Schumell, Milwaukee, Wisc. 
purposes; Backwater Devices; Closet and Lavatory Carriers; Closet Fred J. Barr, Minneapolis, Minnesota 


Connections; Cleanouts; Swimming Pool Equipment; Drainage Fittings. R. G. K. Ward, Montreal, Canada 
P. E. Hanlin, Newport News, Virginia 


L. W. White, New York, New York 
Saul Moser, Newark. New Jersey 


A. Stephen Rodgers, Philadelphia, Pa. 
Wayne Paulin, Pittsburgh, Pa. 
Wm. H. Shepard, Rockhill, South Car. 


Fletcher-Weil Co., San Francisco, Cal. 
G & M Schwabe, San Juan, Porto Rico 
J. W. Mitchell, Seattle, Washington 
L. D. Gray, St. Louis, Missouri 
James P. Harper, Washington, D. C. 





tre the most practical to use. 
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P PUSUTEC 


HE many contractors who have fol- 
lowed SHERWOOD'S simple formula 
plumbing and heating 

;in volume, have discovered that 


securing 
can be a distinct pleas- 
which you may 


taking orders’ 
It's a pleasure 


ver for yourself. 


SHERWOOD'S tip! 
»mes and apartment build- 


Call upon the 


? 


your locality. Inquire about 


cocks. Chances are you'll 

faulty ones which need re- 
placing, particularly if they are not 
SHERWOODS. Point out the advan- 
of SHERWOOD Ball Cocks; ex- 


eliminate the ex- 


\ 


‘ 
‘ \ 


} 


\ 
4 
\ 


\ 


\\ al 


tages 


-_ > a ; 1] 
how they will 


' 
i} 


sense and annoyance of leaky bal! 
cocks, how they completely overcon 

the whistling and gurgling peculiar to 
the ordinary ball cock and how it will 
close against any city water pressure 


Do this and you'll find, just as so many 
other plumbing contractors have found 
that SHERWOOD Ball Cocks pave the 
way to further profitable plumbing and 
heating business. The need for new 
lavatories, sinks, bath tubs, water heat 
ers and other plumbing and heating 
equipment has never been greater than 
it is today. This business can easily 
be yours and SHERWOOD Ball Cocks 
will lead you to it. 


SHERWOOD Ball Cocks are available in styles to 
meet every requirement. Prices range to meet every 
budget. Order SHERWOOD Ball Cocks through your 
jobber today. 


SHERWOOD BRASS WORKS 
77... a better ball 6331 E. JEFFERSON AVE., DETROIT 
cock with a greater ah a tem | 

4. REPRESENTATIVES: James A. Riordan Co., Inc., 1600 E 
margin of profit. / \ St., Los Angeles; James A. Riordan Co., Inc., 1248 First Ave 


Seattle; Mr. E: S. Thompson, 2222 Chestnut St., Philade 
Fred S. Wilsey, Plymouth Bldg., Minneapc 
Mitchell, Jr., 249 Avenue, Albany, N 

L. Sampliner, Glenmont Rd., Cleveland; Feer 

, Fre 1k 


lames A. Ri 


| 


\\ 


The SHERWOOD No. 


Mr. A 
Mr. M 
Gallagher, 402 E 4th St., Kansas City, Mo.; 


— 
Ty | , . . 
Pictur - Ua ; . be f ; 
i j\ ¥ i at ‘ , i ’ ¥ b- ry r 
ry"? . ‘ " ‘ hie i 
f — ac} 7 , 


iN© fj K ii . 
: Central 
better produ 5e 
plumbing cor 
stantial rm ; 
bathroom job. ¢ erve its unusual APD: oops , 
aa ieliteaitiaiie ; nn, 831 Edgewood Ave., Trenton, N. J.; 
S San Francisco 
genuine quie 
American bathroom 
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condensate at the time of maximum 
condensate return was found to be 
0.033 on a test with a 30 minute opening 
of the valve and 0.028 with a 4 minute 
opening of the valve. 

In each peak load test the maximum 
air removal rate preceded the maxi- 
mum condensate rate so that the two 
loads did not coincide. With the 
slower opening of the steam valve, the 
air peak occurred at 15 minutes and 
the condensate peak at 33 to 36 min- 
utes. The corresponding values for 
rapid opening of the steam valve were 
6 and 21 minutes. 


Concrete Construction 

The second part of a paper on 
“Thermal Properties of Concrete Con- 
struction” by F. B. Rowley, A. B. AIl- 
gren and Robert Lander which sum- 
marized some of the data observed dur- 
ing a two year cooperative research 
program, was presented at one of the 
early sessions of the program. 

In proceeding with the tests made 
during this research, the aggregates 
used in the construction of the various 
walls were selected and graded as per 
specifications. A sieve analysis was 
made and the different aggregates for 
a given masonry wall were mixed in 
the required proportion to give the 
proper fineness modulus. Preliminary 
tests were made to determine the 
proper water to cement ratio to give 
the required slump and strength char- 
acteristics. After the blocks were thor- 
oughly cured and dried they ‘were built 
into test walls 5% ft. square using % 
in. mortar joints between the blocks. 
After allowing a sufficient time for the 
mortar joints to dry thoroughly, the 
walls were tested by the standard hot 
box method. 


Built in Laboratory 

For the monolithic walls the 
gates were selected and graded in the 
same manner as for masonry construc- 
tion and the walls were built in the 
laboratory according to specifications. 
At the time of pouring the walls, 6 in. 
by 12 in. cylinders were cast which 
were later tested to give the strength 
of the concrete. After the walls were 
thoroughly dried and cured they were 
tested in the same manner as the ma- 
sonry walls. 

The results of the tests are summar- 
ized in a series of tables which present 
the construction details and test re- 
sults. Several interesting comparisons 
may be drawn from the final test re- 
sults as indicated in the discussion. 
One wall constructed of 5 in. by 8 in. 
by 12 in. 2-core sand and gravel tile 


was first tested with surfaces as laid, 
and next with outside surface covered 
with two coats of waterproof white ce- 
ment 


paint. The overall coefficients 


aggre- 
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were 0.541 and 0.525 respectively, show- 
ing a reduction of approximately 3 per 
cent due to coating the outside surface 
with paint. In the previous series of 
tests 8 in. by 8 in. by 16 in. 3-oval core 
block walls were tested under similar 
conditions and showed percentages of 
reduction in the overall coefficients of 
9.5, 8.3 and 3.5 respectively for cinder, 
Haydite, and sand and gravel block 
walls. 

Another result of the test was that 
the thermal resistance of an air space 
may be improved by filling it with some 
kind of insulating material. The ef- 
fectiveness of this treatment will de- 
pend not only on the amount and kind 
of insulation used, but on the shape of 
the air space and the percentage of 
total heat which may pass around the 
air space through the solid section of 
the wall. In order to effectively insul- 
ate a wall, all paths of heat flow must 
be considered. For a masonry wall, the 
solid bridges of concrete between the 
air spaces will carry the heat past the 
insulation in the same manner that tie 
rods will carry the heat through the 
insulation placed between parallel ma- 
sonry or monolithic walls. 


Research Residence 

A. P. Kratz, research professor at the 
University of Illinois, and S. Konzo, 
special research associate at the Uni- 
versity of Illinois, were the co-authors 
of a paper, “Performance of Oil-Fired, 
Warm-Air Furnaces in the Research 


Residence.” This paper was read at a 
morning session. The residence in 
which the tests were conducted is a 


three-story structure of standard frame 
construction. The total volume of the 
heated space, from which the 
ment was excluded, was approximately 
17,540 cu. ft. The calculated heat loss 
was approximately 137,500 Btu. per hour 
at an indoor-outdoor temperature dif- 
ference of 70 deg. Fahr. and approxi- 
mately 159,000 Btu. per hour at an in- 
door-outdoor temperature difference of 
80 deg. Fahr. The residence is 
pletely furnished and during the heat- 
ing season it four 
people. 

A comparison made of total operating 
costs for an average heating day is of 
interest. For Urbana, Ill, the average 
outdoor temperature during the heating 
season is 38 deg. Fahr. Thus for an 
indoor temperature of 71 deg. Fahr., the 
value of the average temperature dif- 


base- 


com- 


was occupied by 


ference between indoors and outdoors 
is 33 deg. Fahr. The comparisons 
based on this temperature difference 


may be regarded as indicative of the 
results to be secured for the entire heat- 
ing season. For a day in which the 
indoor-outdoor temperature difference 
was 33 deg. Fahr., the combined elec- 
input to the fan motor 


trical energy 
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and burner motor was 4.4 kw. hr. and 
3.6 kw. hr. for oil input rates of 9.5 Ib. 
and 13.0 lb. respectively. That is, the 
increase in fuel oil consumption, 
amounting to 6 lb. of oil per 24 hours 
which aecompanied the use of the 
higher rate of oil input to the furnace, 
was partly offset by a decrease in con- 
sumption of electrical energy amount- 
ing to 0.8 kw. hr. 

With the method of thermostatic con- 
trol used in tests, the time at 
which the fan operated practically co- 
incided with the time at which the 
burner operated, or the frequency of 
operation was practically the same for 
both fan and The total time of 
fan usually slightly 
greater of burner 
was so 

practically negligible 
that the electrical in- 
motor was smaller for 


these 


motor, 
operation was 
the total 

the 


than time 


operation, but difference 
small as to be 
except as noted, 
put to the fan 
the higher rates of oil input. 


Fuels 

One of the points stressed in a paper 
on “Heat and 
Fuels in Residential Heating’ 
by R. A. Sherman and R. C. Cross was 
that of the several factors that 
the fuel or the equipment 
in which it is burned for residenfial 
heating, the efficiency is by no means 
the important. Heating satisfac- 
tion, which includes dependability, con- 
venience, cleanliness and quietness, is 
the determining factor that 
governs the choice of a fuel. If there 
fuels, or if it is 
desired to weigh carefully the merits 
of the fuels in relation to their costs, 
efficiency should be considered, for it is 
not the cost of the heat in the fuel pur- 
of the heat deliv- 
that should be 


Losses Efficiencies of 


presented 


rovern 


choice of a 


most 


generally 


is a choice between 


chased, but the cost 
ered to the 


compared, 


residence 


N. Shore Dance 


With more 
tendance, the 
the Women’s 
Shore Plumbing and 
held the 
the 


Was 


than 200 persons in at 
dance of 
the North 
Contrac- 
Janu- 


Evans- 


amnual dinner 
Auxiliary to 

Heating 
evening of 
ary 30 at Orrington Hotel, 
Ill., of the most 

ful events in the organization’s history. 


tors Assn.., 


ton, one success- 

Toastmaster of the evening was An 
drew R. Park, of Winnetka, president 
of the North Shore Plumbing and 
Heating Contractors Assn. A delicious 
turkey dinner was served, after which 
various and 
brief talks made by some of those in at- 
the 


ruests were introduced 


tendance. Dancing was enjoyed 


rest of the evening. 
Among the prominent guests present 


were: Mrs. Dick Johnson, president of 
the Illinois state auxiliary, and Mr. 
Johnson, former president of the TIlli- 
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nois Master Plumbers’ Assn., of Cham- 
paign; A. J. Stevens of Downers Grove 
and T. D. Lewis of Somonauk, first and 
second vice presidents, respectively, of 
the Illinois association; Wm. R. Brook- 
man, state secretary and Mrs. Brook- 
man; Mr. and Mrs. Fred W. Hager, Mr. 
and Mrs. Rupert J. Weber, Mr. and Mrs. 
Geo. Matthews, and Mr. and Mrs. John 
Blair, all of Chicago. A number of ex- 
ecutives and salesmen of supply houses 
were also in attendance. 

The officers of the auxiliary, all of 
whom were active in promoting the af- 
fair, as follows: president, Mrs. 
Howard G. Moore, Evanston: vice 
president, Mrs. V. J. Killian, Hubbard 
Woods; Mrs. Geo. A. Kear- 
ney, Evanston; treasurer, Mrs. E. R. 
Norman, Mrs. Killian 
chairman of the committee on arrange- 


are 


secretary, 


Evanston. was 


ments. 


Health Protection 

Don’t 
room or 
you are one of the several million peo- 
seasonal on- 
health bul- 
National] 
advised. 


in a freezing cold bed- 


sleeping porch, particularly if 


sleep 


ple now expecting the 
slaught of sinus trouble, a 
letin issued by Northwestern 
Life Insurance 

A bedroom 


company, has 
temperature of 68 de- 
health, if 
If no 


room 


grees is cool enough for 


proper humidity is maintained. 
humidifying device is 
should be kept a few 
But with the blood 
by sleep, the bulletin warns, the nasal 
against 


used, the 
degrees cooler. 
circulation slowed 
poorly protected 


frequently starts ir- 


passages are 
hitter cold, which 
ritation in the sinuses. 

Air conditioning of homes 


fices is 


and of- 


one of the best defenses 
against sinus trouble, according to the 
bulletin, that prevention 


is much simpler than cure. 


which warns 


Buffalo Business 

A very successful vear was reported 
at the meeting of the Master 
Plumbers of Buffalo which was 


business 


Assn. 


eke PLR RS 
ASSOCIATION 


Picture taken at Master Plumbers Assn. of Buffalo dinner and demonstration meeting, 
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held February 11. Allan A. Westphal 
elected 
meeting. Other officers elected 

Fred N. Jones, vice president; 
secretary; Christian H. 
and Frank 4G. 


was 
this 
were: 
Alvin Dechert, 
Brenner, treasurer; 


Allen A. Westphal 


and David 
years. 


Ie. Martinke 
two 


Dittly, George 
Patton, Jr., directors for 

At a previous meeting of the associa- 
tion held January 28, a movie was 
shown at a demonstration and dinner 
given by Johns-Manville Co. Ray C. 
O’Brien, Buffalo manager of the com- 
pany, was in charge. 


Housing Ordinance 


Representatives of civic, fraternal 
and business organizations affiliated 
with the Chicago Metropolitan Housing 
Council discussed a proposed ordinance 
for the elimination of old and unsafe 
buildings in Chicago at the meeting 
of the city council sub- 
standard housing. 


committee on 
The proposed ordi- 
prepared by the Metropoiltan 
Council, would establish a 
commission of five citizens who would 
fix standards for dwellings. It would 
authorize the demolition of any build- 
ing which the owner refused to bring 
up to the standard. The entire discus- 
sion dwelt on the recent survey made 
5,000 dwelling 


nance, 
Housing 


in Chicago where over 


sponsored by Johns-Manville Co. 


president unanimously at 
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inadequate or _ insanitary 
plumbing. Nearly 1,800 of those build. 
ings had no plumbing at all and in 
many of them that were occupied, the 
plumbing was in an insanitary condi- 
tion. Wm. Curran, business agent of 
the Chicago Journeymen Plumbers’ 
Assn., spoke in favor of the proposed 
ordinance and advocated that the own- 
ers of buildings be compelled to instal] 
sanitary plumbing or consent to have 
the buildings demolished. Others who 
spoke in favor of the ordinance were 
John Hogan, vice president of the 
Building Trades Council; Miss Lea Tay- 
lor, head of the federation of settle- 
ment workers; George O. Fairweather, 
assistant business manager of the Uni- 
versity of Chicago; and Miss Harriet 
Vittum, of Northwestern university 
settlement. Robert E. Murphy, chair- 
man of the legislative committee, repre- 
sented the Plumbing Contractors’ Assn., 
and Joel I. Connelly, chief inspector of 
the Bureau of Sanitary Engineering, 
represented the president of the board 
of health. 


units had 


Regional Meeting 


® Third regional meeting of 
Pennsylvania state associa- 
tion held in Harrisburg, 
January 30—New code dis- 
cussed 
With over 100 in attendance and with 
33 cities and towns represented, the 
third regional meeting of the Pennsyl- 
vania state association, which was held 
at the Penn Harris Hotel, Harrisburg, 
Pa., January 30, was the largest to be 
held so far. The program presented at 
this meeting was featured by a discus- 
sion of the proposed state plumbing 


code. 


Revises Present Code 

This new proposed code revises the 
code which has been effective in the 
state since 1901. President Heiser, who 
led the discussion on the subject, stated 
that many years have been spent on the 
preparation of a code which would meet 
the approval of the state legislature. 
This new proposed code is known as 
Bill No. 440 and, in the words of Presi- 
dent Heiser, is strictly a health meas- 
ure. One of its provisions is for the ap- 
pointment of plumbing inspectors with 
at least ten years of practical experi- 
ence in each city. President Heiser read 
the highlights of the bill and was given 
a rising vote of thanks in appreciation 
for the efforts he has 
the passage of this new code. 

Robert Pflug-Felder, national director, 
related the activities of the N. A. M. P. 
Mr. Pflug-Felder also mentioned present 


made to secure 
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TELL YOUR CUSTOMER: 


“Cut heat losses in that new heating 
system with Anaconda Copper Tubes” 





| It pay’ you to push 


Anaconda Copper Tubes and Fittings 








Anaconda Copper Tubes are specially 
deoxidized to increase corrosion-resis- 


tance and improve physical properties. 








They carry the best known name in 
the copper and brass business. 





9 Nationally advertised throughout the 
. . . ° 
year in leading magazines. 


3, The line is complete— both tubes and 
fittings — clearly trade-marked for easy 
identification — readily obtainable from 


leading plumbing supply houses. | | i | F Anaconda Fittings have 
| a 7 high shoulders to give 

Recommend these quality tubes and fit- : s. ia beads noua aa 

tings instead of rustable pipe for heating = Ff | sateen: ted 

lines, hot and cold water lines, air con- |Z 


Li\ 


3721 


from mine to consumer 


ditioning, etc. They cost hardly any more. ; , j j ANA PX ee) ND A 








DEOXIDIZED 


THE AMERICAN BRASS COMPANY .- GENERAL OFFICES: WATERBURY, CONNECTICUT 


Offices and Sales Agencies in Principal Cities , In Canada: ANACONDA AMERICAN BRASS LTD., New Toronto, Ontario 

















Taken at the quarterly meeting of the Pennsylvania association. 
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s 7 pa 
a ’ . 


Left to right, 


top row: M. W. Simon, president, Philip Smith, secretary, and C. J. Beshore. 
vice president, all of the York association; M. W. Brewster, W. B. Winfield and 
James Larmette. all of American Brass Co.: H. G. Seaman and A. B. Dennin, 


both of Harrisburg. 


Bottom row: the Allentown delegation; Joseph Scattene. 


Bethlehem: E. H. Meglathery: Robert Dick, Lead Industries Assn.; John Pal- 
freyman and Charles Drake. both of Philadelphia 


day legislation affecting the industry. In 
this connection he urged all members to 
Robinson- 

Security 


provisions of the 
Social 
mentioned the 


study the 
Patman Law 
Act. The 
research program which the national as- 
carrying on at the State 
Other subjects men- 


and the 
speaker also 
sociation is 
University of Lowa. 
tioned were the survey of plumbing in 
Federal buildings in New York City and 
Detroit and the national 
vention to be held in Atlantic City, N. J. 

The following guests were introduced 


coming con- 


and spoke briefly: James Larmette, Wil- 
liam Winfield and M. 
American Brass Co.; John Adams, Crane 
Co.; Harold Held, Kohler Co.; and Ro- 
bert Dick, Lead Industries Assn. In 
his talk Mr. Dick mentioned the 
which has been adopted by his associa- 


Brewster, all of 


seal 
and which lead prod- 
E. L. Penfrase, Copper and Brass 
Research Assn., showed the motion pic- 
ture on connections and back si- 
phonage which prepared by the 
Minnesota state board of health. Mr. 
Penfrase’s talk was confined to a dis- 
cussion of this picture. 


tion 
ucts. 


appears on 


CcTOss 


was 


Distribution 

William A. Schneider, past state presi- 
dent, was scheduled to read a paper on 
distribution, but in his absence this was 
delivered by George M. Hicks. President 
Heiser also delivered an address on the 
Social Security Act. In addition to de- 
scribing its provisions, he urged all the 
members to study the Act. 
Lutz attention to the 
Pennsylvania now has a bill 
sists that plumbing 
tracts must be let separately in all con- 


James H. 
fact that 
which in- 


called 


and heating con- 


tracts of over $10,000 for state and mu- 
hicipal work. According to Mr. Lutz 
there is agitation on foot to amend the 
bill so that this 


provision will be 


dropped. As an indication of its impor- 


tance, Mr. Lutz mentioned the resolu- 


tion which was passed fourteen years 
ago by the American Institute of Archi- 
tects favoring just such separate letting 
of plumbing and heating contracts. As 
a final suggestion Mr. Lutz asked that a 
committee be appointed to call on the 
architects of the state urging their sup- 
port in securing the retention of this 
bill. 

John Lamond, president of the Phila- 
delphia association, invited everyone to 
attend the regional meeting which will 
he held in Philadelphia, March 13. 


Kings Installation 


of the 
Assn. 


Kings 
were 


Newly elected officers 
County Master Plumbers 
installed at a meeting held in Brooklyn, 
a ge The audience at this 
meeting was composed of members and 


recently. 


their families and representatives of 
manufacturers, wholesalers, various city 
departments and the Brooklyn Union 
Gas Co. Herbert L. Carpenter, chair- 
man of the Brooklyy Better Housing 
Commission, installed the officers. Alex 
Rotker, former president of the As- 
sociation, assisted in the installation. 
Officers installed were as follows: 
Morris Grand, president; Michael Clark, 
Raskin, treasurer; 
secretary; Charles 
Lorber, sergeants at 
Arnold Schwartz, publicity 
director. Trustees of the association 
installed were: Alex Rotker; M. Gottes- 
A. Feldman; and H. 
Members of the board of 


president; Eli 
Glickman, 
David 


vice 
Reuben 
Davis and 


arms: and 


man; QO. Simon; 
Bresalier. 
who were installed included: 
M. Grossman; B. Posner; T. Constan- 
tino; D. Meverowitz: Alfred Olson: M. 
Bobroff; M. Braverman; and P. Lapalla. 

A full 


Licensed 


Sovernors 


delegation from the Assn. of 


Plumbers of Eastern Queens, 


Inc. was on hand. Following the in- 


stallation there was a number of spe- 


cialty numbers for entertainment. 
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Assn. Policy 

The purposes for which the United 
Plumbing and Heating Contractors 
Assn. was formed in Toledo, Ohio, late 
last year are as follows: to provide a 
medium for the exchange of 
methods, information and _ business 
courtesies; to cooperate with public 
officials and other contractor-dealers in 
the city to promote sanitary conditions: 
to safeguard the public health through 
modern sanitation methods; to encour- 
age among the individual members of 
the association an effort to keep in. 
formed on the best and most modern 
methods and equipment; to make use 
of only the most modern, efficient meth- 
ods and equipment; to encourage a 
pride in workmanship and service that 
will make the city, state and nation a 
better pace in which to live; and to edu- 
cate the public to the realization that 
the best materials and workmanship 
are not only desirable but also the most 
satisfactory and economical in the long 
run. 

This new association meets on the 
first and third Friday of each month in 
the Toledo Chamber of Commerce. Offi- 
cers and trustees areas follows: Harry 
C. Fisher, president; Louis A. Wheat 
ing, vice-president; John Kreis, 

John T. Waterfield, treasurer: 
Cyril Cook, Joseph Faber, Ray- 
Kerstetter, Harry Farnsworth. 
Charles E. Wagner. Guy Donnelly 
Merle O. Lingle. Jay M. Mumma. 
Charles Peters and Carl Wallis, 
tees. 


ideas. 


secre- 
tary; 
and 

mond §. 


trus 


Greater New York 


A standard application blank for use 
subsidiary associations was 
the regular monthly 
ing of the Greater New York Assn. of 
Master Plumbers, February 15. John 
F. Rogers, for many years treasurer of 
the association, resigned his office be- 
cause of ill health and 
ately made an honorary member by the 
association. William J. Flynn, in mak- 
ing the motion, praised Mr. Rogers’ 
work not only in the local association 
but throughout the state. 


by all 


adopted at meet- 


was immedi- 


Chicago Activity 
Supplementing the resolutions adopt- 
ed recently by the Plumbing 
tors’ Assn. of St. Louis, Mo., 
ing that W. P. A. projects be curtailed 
to release building 


Contrat 
advocat 
in order mechanics 
to private industry, and mailed out in 
bulletin : 
tion, the 
of Chicago has forwarded a similar r 


and Set 


form by the national asso 


Plumbing Contractors’ As 
olution to the Congressmen 

Illinois. It is contended 
there is a shortage of skilled mechani: 


iia 
’ ' 


tors in 
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in the construction industry through 
the fact that many of them have been 
absorbed in W. P. A. projects. The 
resolution in effect asks Congress and 
the President to terminate W. P. A. 
activities in order that vol- 
ume of public construction may be re- 
turned to private industry so that pri- 
yate employers and non-relief workers 
may be permitted to share in work on 
public construction through work let 
by contract to the lowest responsible 
bidder, and that they are opposed to 
the Federal Government being a com- 
petitor to private industry on construc- 
tion work. 

In the notice mailed out, Pres. Thos. 
F. Hanley, Jr., thanked the members 
for the fine spirit of cooperation which 
they had shown during the past year, 
and said that in embarking upon an- 
other year in association work he was 
confident it would be one of progress 
and advancement. He stated that in at- 
tempting to solve trade problems local 
associations cannot afford to relax, and 
that if the master plumbers are to attain 
their objective, which is to eliminate 
all encroachments on the industry, they 
must be continually on the alert to pre- 
their business. President Han- 
the following Chairmen 
the 
arbitration; 
Michael 


the large 


serve 
ley appointed 
of Standing Committees 
1937: Chas. A. Dreier, 
James W. Fettes, auditing; 


for year 
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Mele, collection; Henry O’Callaghan, 
conference; T. W. Merryman, enter- 


tainment; A. J. Racine, insurance; Wm. 
J. Lang, laboratory test; Robert E. 
Murphy, legislative; Geo. Matthews, 
membership; Geo. Feldkamp, merchan- 
dising; R. A. Ferguson, publicity; Chas. 
Alcock, sanitary; and Chas. A. Dreier, 
vocational training. 


Oklahoma Zone 


A northeastern district zone meeting 
of Oklahoma was held in Tulsa, Febru- 
ary 20, attended by master plumbers 
from Muskogee, Okmulgee, Pawhuska, 
Vinita and Tulsa. The meeting, which 
was attended by 75, was in charge of 
J. L. Heath, zone and the 
principal speakers were Alvin Bateman, 
state president, H. O. Green, treasurer 


governor, 


of the National Assn. of Master 
Plumbers, and Lon Hogle of Muskogee. 
Plans for the coming state convention 


were discussed. 


Annual Dinner Dance 


With a large attendance of members 
and their families and representatives 
of manufacturers and wholesalers pres- 
ent, the tenth annual dinner dance of 
the Nassau County Master Plumbers 
Assn., Inc. was held at Lynnbrook, Long 









Leading recognized Plumbing and Heating Job- 
bers in all principal cities are in a position to 
supply your requirements of MILVACO Heating 
Specialties and "APPROVED" Bronze Valves. 


CONSULTING 


ARCHITECT ENGINEER 


job. 


Valves is commonplace. 


JOBBER 


REFLEC TIUNS 


The ready acceptance afforded MILVACO products by the in- 
stallation and maintenance branches of the ‘building industry 
reflects the long-established, enviable record for low operating 
costs and higher efficiency so vitally a part of every MILVACO 
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Island, February 6. The guests of 
honor for the evening, National Presi- 
dent Werner and National Secretary 
Bird, were introduced by E. Floersh, 
president of the local association. 
Among the other guests present were: 
Ss. George Arnone, president; 
Frank R. Roth, Mat- 
thew J. Kennedy, president of Greater 
New York association; Abraham Lipsky, 


State 


State secretary; 


president of Brooklyn association; and 
Queens 
association. In addition there were a 
number of state and local auxiliary offi- 
cers in attendance. One of the features 
of the entertainment was a 
group of dances by Miss Lorraine Kipp, 


Larry Redmond, secretary of 


evening's 


daughter of the vice president of the as- 
sociation. 


Trenton Meeting 

Health officers, physicians, architects, 
offi- 
cials and master and journeymen plumb- 
ers attended an open meeting sponsored 
by the Master Plumbers Assn. of Tren- 
ton, N. J. on Principal 
speakers at the meeting were Archie 
Maddox, vice president of Standard San- 
itary Mfg. Co., and E. L. Penfrase, Cop 
Research Assn. In addi- 
picture, ““‘When Death 
was shown. 


engineers, inspectors, waterworks 


February 3. 


per and Brass 
tion a moving 
Lurks in the Pipes,” 





PLUMB. & HTG. BUILDING MAINT. 
CONTRACTOR ENGINEER 






From skyscrapers to modest homes MILVACO Heating Special- 
ties are giving longer, more dependable service. 
trial world and on such outstanding examples as the great 
Panama Canal, the United States Navy and National Institutions 
the familiar MILVACO trade mark on "APPROVED" Bronze 


In the indus- 


For a third of a century MILVACO products have served the 
nation’s homes, buildings and industries and many individual 
units have given undisturbed service during this entire period. 


MILWAUKEE VALVE COMPANY 


MILWAUKEE 


Manufacturers of ““MILVACO”’ Heating Specialties and ‘‘APPROVED”’ Bronze Valves 


WISCONSIN 
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New York A.S.H.V.E. 


The regular monthly meeting of the 
New York Chapter of the American 
Society of Heating and Ventilating En- 
gineers was held February 15 at the 
Building Trades Club, New York City. 
An interesting and instructive lecture 
was given by Robert P. Moses, eminent 
New York consulting engineer, on the 
subject “The Return of the Private 
Generating Plant in Large New York 
City Buildings.” 


Manufacturer’s Night 

A meeting held by the Master 
Plumbers Assn. of Newark, N. J., Feb- 
was known as Josam Night, 
as hosts to 


ruary 11, 
since that 
the group. George H. Lang, vice presi- 
dent and sales promotion manager, 
gave a talk on the products and policy 
company. He was assisted by 
William Stickle. Mr. Stickle’s father, 
Robert Stickle of Hedges & Brother, 
was also on hand. Following the meet- 
ing refreshments were served. 


company acted 


of his 


Philadelphia 


A discussion on a proposed code of 
business ethics occupied the chief place 
of importance on the program of the 
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meeting held February 4. President 
Lamond told of the meeting of the 
board at which Harry L. Righter was 
elected president and Philip Hering, Jr., 
was elected secretary. President 
Lamond urged the members to pay par- 
ticular attention to the meeting at 
which the code of business ethics was 
to be read. He declared that after read- 
ing the code a period of open discus- 
sion was to be held so that manufac- 
turers, wholesalers and _  contractor- 
dealers could state reasons why the 
sale of products should be confined to 
those channels. 

An appeal for contributions to the 
national association flood relief fund 
resulted in a collection of $115.00 for 
that purpose. A report on the regional 
meeting of the state association in 
Harrisburg was read by Joseph Mc- 
Stay, state director. In this connec- 
tion, President Lamond called atten- 
tion to the coming regional meeting 
in Philadelphia at which national offi- 
cers are expected to attend. A number 
of committee reports were presented 
and particular attention was given to 
the activity against taking plumbing 
and electrical work out of general con- 
tracts awarded in the state. John Her- 
ing, a member of the state legislature, 
spoke on plumbing rules and regula- 
tions and what is being done in regard 
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to them. Other speakers at the meet- 
ing included: Ed. Rinear, chairman of 
the apprenticeship committee; Walter 
Raid, chairman of the educationa] 
committee; F. V. Westerman, executive 
vice president of Kitson Co.; C. E. B. 
Lahens, engineer; F. W. Werring, de- 
signing engineer; F. H. Dannenhauer, 
assistant to the vice president of Kit- 
son Co.; Harry L. Stilwell, Jr., chair- 
man of the gas committee; Robert 
Pflug-Felder, secretary; George Hicks, 
chairman of the sanitary committee: 
and John Nagele, chairman of the mem- 
bership committee. 


Boston Bureau 

A regular monthly dinner and meet- 
ing of the Air Conditioning Bureau of 
Boston was held Feb. 25 at the Boston 
Chamber of Commerce. The _ guest 
speaker was Willis H. Carrier, chair- 
man of the board, Carrier Engineering 
Corp., who gave an illustrated address 
on the air conditioning installations in 
the mines of the Rand district, South 
Africa, particularly the Robinson deep 
mine at Johannesburg. This was fol- 
lowed by a series of colored motion 
pictures on the native life of South 
Africa. Joining the Bureau by invi- 
tation were members of the Boston 
chapter of the A. S. H. V. E., the Amer- 





BEATON«CORBIN 


Stanley S. Holmes Project 
Atlantic City, New Jersey 


Engrs., Strouse & Strouse—Contr., Ronald Needham. 
Distributor, Hajoca Corporation, Camden 


Floor and Ceiling Plates 
for Every Purpose 


'‘ For a Modest Home or a Mammoth Government 
Housing Project like the STANLEY S. HOLMES APART- 
MENTS of ATLANTIC CITY, NEW JERSEY, BEATON 
& CORBIN is the Recognized Source of QUALITY 
FLOOR AND CEILING PLATES. 


Because of the variety of styles and finishes from 
which to choose, it can truly be said that BEATON & 


CORBIN has a Plate for Every Purpose. 


Buy them by Name From 
Your Regular Wholesaler 


THE BEATON and CORBIN MFG. CO., SOUTHINGTON, CONN. 
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Taken at the annual banquet of the Sioux City association 


ican Society of Mechanical Engineers, 
American Society of Refrigerating En- 
gineers, National Assn. of Practical 
Refrigerating Engineers and the Boston 
Oil’ Burner’ Associates. 


Fifth Exposition 


The fifth International Heating and 
Ventilating Exposition will be held at 
Grand Central Palace, New York City, 
January 24-28, 1938. The annual meet- 
ing of the American Society of Heat- 
ing and Ventilating Engineers, under 
whose auspices the exposition is held, 
will take place during the same week 
in New York. 


S. F. Heater Sales 


Cold facts rather than pep talks fea- 
tured a recent meeting of the San 
Francisco Master Plumbers Assn. when 
five representatives of the sales pro- 
motion department of the Pacific Gas 
and Electric Co. spoke on every angle 
of gas water heater sales, from the 
standpoint of the growing volume of 
such sales, through figures showing the 
tremendous potential market, right up 
to definite sales hints and helps. Sig- 
nificant was the remark of one speaker, 
who after tracing the trend of gas rates 
downward, added, “Lower rates make 
more appliance sales, and more appli- 
ance sales mean lower rates.” 

O. E. Rush pointed out that salesmen 
pushing doorbells, as one means of get- 
ting business, is an expensive one. He 
urged that when journeymen go out on 
a repair job they note carefully 
whether there is a water heater; if so, 
its probable age and general condition. 
Upon returning to the shop the reports 
are filed, and that’s all—until June, 
when water heater campaign time 
arrives. 

This year, more than ever, the local 
masters were urged to tie in with the 


utility’s promotion service. The eve- 
ning’s talks were ably summed up by 
Pres. J. J. McLeod of the local associa- 
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Mrs. Vennard; Mr. Dodds, manager, A. 
Y. McDonald Co., and Mrs. Dodds; and 
T. Brady, manager, Crane Co., and Mrs. 
Brady. A. H. Bolton, another guest, 
spoke briefly. 


West Suburban 


The West Suburban Master Plumb- 
er’s Assn., comprising the villages of 
Oak Park, Maywood, Melrose Park, 
Western Springs, Brookfield, Forest 
Park, River Forest and LaGrange, IIL., 
held its annual dinner dance on Febru- 
ary 6, at the Graemere Hotel, Chicago. 
Between 250 and 300 master plumbers, 
supply house representatives and their 
ladies were in attendance. Following 
dinner, a number of prominent mem- 
bers of the trade were introduced, this 
part of the festivities being presided 
over by State Pres. Chas. KE. Gawne, 
who served as toastmaster. Dancing 
was the order of the evening until a 
late hour, the event being thoroughly 
enjoyed by all in attendance Grover 
Scott and Alfred Miller of Oak Park, 
are president and secretary respec- 
tively of the West Suburban associa- 


tion. 


Crusaders 


Probably the largest meeting in the 
history of the Crusaders took place 
when that organization was the guest 
of the Jersey City Master Plumbers 
Assn. at Central Hall, Jersey City, Feb- 
ruary 4. Approximately 200 were pres- 
ent when Pres. John W. Thompson 
called the meeting to order and then 
turned it over to George H. Brenner of 
the Crusaders. Dr. E. J. Daly and Dr. 
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Emmett Connell of the venereal clinic 
of the Jersey City Medical Centre and 
Dr. J. H. Heikimian of the board of 
health of Weehawken, N. J., were pres- 
ent and discussed the national cam- 
paign for the control of Veneral dis- 
eases. 

It was brought out in this discussion 
that the public and particularly such 
organizations as the one addressed 
must cooperate to make the plan a suc- 
cess. Following these talks, Edmund 
P. Ingram, past president of the state 
association, spoke on health legislation. 

A review of the work done by the 
conference committee was given by 
Albert H. Ruehl, third vice president of 
the state association. George L. Bird, 
national secretary, spoke on the need 
for proper inspection of road houses 
and urged the periodic reinspection of 
plumbing installations in all buildings. 
Delegations of the Crusaders were on 
hand from Englewood, Bergenfield, 
Elizabeth, Montclair, Bloomfield, Glen 
Ridge, Essex Fells, the Oranges, Maple- 
wood, Newark, Morristown, North Hud- 
son, Plainfield, Cranford, Bayonne, and 
North Bergen County. 


° ° 
Indiana Meeting 
Accompanied by several officers and 
members of the Chicago Plumbing 
Contractors’ Assn. and the Illinois 
Master Plumbers’ Assn., Thos. F. Han- 
ley, Jr., director of the National Assn. 
of Master Plumbers and president of 
the Chicago association, was the prin- 
cipal speaker at a meeting of master 
Plumbers held in Hammond, Ind., Feb- 
ruary 11, at which several of the towns 
in northern Indiana were represented, 
including Gary, East Chicago, Indiana 
Harbor, Hammond and Whiting. About 
40 master plumbers were in attendance 
at the meeting. which was arranged by 


- 


at testimonial dinner given S. 
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Thos. F. Hanley, Jr. 


Fred J. Eibel, president of the Gary as- 
sociation, and Henry McAuliffe of In- 
Harbor. In his talk which was 
following a dinner, Mr. Hanley 
urged the master plumbers in the 
above named towns to build up their 
associations as a means of bettering 
their conditions, and atso spoke of the 
benefits that could be derived from a 
strong association. He said that effec- 
tive results would be obtained by 
individuals if they took a personal in- 
terest in strengthening their association, 
:nd advised them to organize, not only 
in the northern part, but in all of the 
towns in Indiana which were not at 
present represented in the national as- 
sociation, promising when called upon 
to assist in forming new locals, 
throughout the state. Effective talks on 
organization were also made by John J. 
Calnan, president of the Plumbing and 
Heating Industries Bureau; Wm. J. 
Woolley, Chas. E. Gawne, president of 
the Illinois Master Plumbers’ Assn.; 
Wm. R. Brookman, secretary of the II- 
linois association; and Peter M. Munn, 
secretary of the Chicago association. 
Fred J. Eibel, Jr., of the Gary associa- 
tion, as toastmaster. 


‘ 
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made 
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Arnone Honored 

S. George Arnone, New York state 
president, was honored by a testimonia] 
banquest given at the Capitol Hotel, 
New York City, February 11. The 
Bronx association, Mr. Arnone’s home 
group, sponsored the dinner dance. A 
number of present and past national] 
association officers were in attendance 
at the affair. George H. Werner, na- 
tional president, and George L. Bird, 
national secretary, came over from New 
Jersey to represent the national asso- 
ciation. 

Commissioner William J. Flynn in- 
troduced Matthew J. Kennedy, presi- 
dent, Greater New York Assn. of Mas- 
ter Plumbers, who acted as toastmas- 
ter. Mr. Flynn presented President 
Arnone with a wrist watch and an 
order for fishing equipment on behalf 
of the members of the association. In 
response to this presentation, President 
Arnone reviewed his association mem- 
bership. Among those in attendance 
were members representing local, state 
and national associations as well as 
their repective auxiliaries. Alfred Bey- 
rodt was chairman of the dinner com- 
mittee and Samuel S. Berg was treas- 
urer for the affair. 


Picnic Basket 

The Refrigeration and Air Condition- 
ing Institute, Chicago, has announced 
a $500 prize to be awarded to the best 
design for a refrigerated picnic basket 
for motor travel. Some of the provi- 
sions of the contest are that the basket 
should be compact, insulated and prob- 
ably constructed so that it receives its 
refrigerating qualities through a con- 
nection with the automobile’s motor. A 
further provision is that the basket 
should be made to retail at a cost not 
to exceed $20.00. 


George Arnone by Bronx association 
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A.S.H.V.E. Research 


The committee on research of the 
American Society of Heating and Venti- 
lating Engineers has announced that a 
number of companies have either made 
cash contributions or pledged their sup- 
port to the general research fund being 
raised to expand the research activity 
of the society for 1937. 


Dinner Meeting 


Approximately 60 were present at an 
open meeting and dinner held by the 
Westfield Master Plumbers Assn. at 
Mountainside, N. J., February 2. Among 
those in attendance were master plumb- 
ers and health officers from Westfield, 
Plainfield, Roselle, Roselle Park and 
Union, N. J. Pres. Frank O. Young in- 
troduced Andrew Carney, health officer 
of Westfield, who spoke on the national 
campaign for controlling venereal dis- 
eases, One of the points made by Mr. 
Carney was that master plumbers can 
do much to aid this campaign by insist- 
ing upon sanitary conditions. 


School Director 

M. Reed Bass, for the past twenty 
years assistant director of the William 
Hood Dunwoody Institute of Minneap- 
olis, Minn., has resigned to become di- 
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M. Reed Bass 


rector of the David Rankin Jr., Schoo! 
of Mechanical Trades in Saint Louis, 
Mo. His new position will become ef 
fective April 1. At the Minneapolis 
school, Mr. Bass was in charge of eve 
ning, extension, part time education 
and placement service. During his 
vears of service at Minneapolis he has 
been concerned with many civic af- 
fairs. He is a graduate of Colorado 
State College and is completing his 
Master’s degree there now. Other edu- 
cational connections of Mr. Bass in- 
clude being a member of the summer 
school faculty at his alma mater and a 
position on the faculty of the College 
of Education, University of Minnesota. 
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mers go for equipment of rust proof, 
accident proof Monel. Show them the 


WHITEHEAD METAL PRODI 


404 HUDSON STREEFI 


Manutacturers and distributors of Whitehead Monel 





Members Added 


At a meeting of the Master Plumbers 
Assn. of Bayonne, N. J. held February 

eleven new members were added. 
President Cozewith welcomed Edmund 
P. Ingram, past state president, and 
Lester Wake, state field man, who were 
in attendance. Both of these men made 
short talks. Following the meeting re- 
freshments were served. 


Secretaries 


© Managers and secretaries of 
local associations meet in 
two-day SESSION wn New York 


The Hotel New York, New York city 
was the site for the meeting of man- 
agers and secretaries of the Heating, 
Piping and Air Conditioning Contrac- 
tors National Assn. The two-day ses- 
sions were held February 11-12 and 
were attended by national officers as 
well as the local secretaries. The elec 


tion of officers held at the meeting re 


sulted in Louis T. Braun of Chicago 
and Walter H. Oleson of Boston being 
reelected to the offices of chairman and 
secretary of the conference’ respec- 
tively. 

The subject of Federal legislation 
was reviewed by Howard E. Crook, sec 
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complete plan, made for their own 
kitchen ... and you'll land the whole 
business. 

Here’s a winner you don't want to 
miss. Write to-day: we'll send a man 
to give you the information you need 
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association and 
legisla- 


retary of the Baltimore 
chairman of the committee on 
tion of the national association. Among 
the subjects mentioned were the Wag- 
ner Bill and the Thirty-Hour Bill. He 
also reviewed the work which has been 
by his association. E. H. 
secretary of the 
analyzed mem- 
bership paper entitled, 
“Building Membership.” Mr. Herzberg 
analyzed membership problems 
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Chicago association, led a discussion 
on trade promotion progress. Mr. 
Braun mentioned the trade promotion 
program which has been in operation 
in Chicago for the past year. Harry 
secretary of the North Jersey 
association, led a session devoted to 
the subject of local budgets and made 
the statement that: “The budget is a 
guide by which the association lays out 
its program of activities.” Walter H. 
Oleson, manager of the Boston associa- 
led a session on the operation of 
bid depositories and described the one 
which has been in operation in his city. 


Geiser, 


tion. 


° 
Meeting at Camden 

The Camden label sticker law was the 
subject of a report by Secretary Bate- 
son at the meeting of the Camden 
Master Plumbers Assn. held 
February 5. He stated that due to the 
cooperation of the plumbing department 
of the city, the jobbers and master 
plumbers, per cent of the fix- 
tures sold sold through 
plumbers and heating contractors. with 
only 10 per cent being sold through 
journeymen, d.t.u. houses and indus- 
trial plants where no licensed plumbers 
Another speaker on the 
Harold Mitchell, who 
We Are in Business.” 


County 


over 89 


were master 


were employed. 
was W. 
“Why 


program 
talked on 
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An apprenticeship committee consisting 
of Harry Slater, chairman, Henry J. 
Eichfeld and T. H. Craige, was ap- 
pointed. President Knecht called atten- 
tion to the state quarterly convention 
held in New Brunswick, and to the na- 
tional convention to be held in Atlantic 
City. He also urged members to renew 
their efforts to bring in new members 
to make Camden the largest association 
in the state. 


Obituaries 





G. O’Brien 


George O’Brien, Philadelphia, Pa. con- 
tractor-dealer, died suddenly January 
26. Mr. O’Brien was very active in as- 
sociation work and was a member of the 
Philadelphia Master Plumbers Assn. He 
was the son of Thomas O’Brien, a mem- 
ber of the same association. 


G. Limberg 


Gustave Limberg, 48, 
owners of the Tennessee Plumbing Co., 
Memphis, Tenn., died recently in that 
city. He was, for several terms, presi- 
dent of the Tennessee Master Plumbers 
Assn., and had served the Memphis 


one of the 
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Master Plumbers Assn. in _ various 
capacities for several years. 





Gustave Limberg 


W. McHugh 


Walter McHugh, 45, plumbing con- 
tractor-dealer on the south side of Chi- 
cago, died February 21. Mr. McHugh 
had been ill for several months. His 
firm is located at 5101 S. Kimbark Ave. 
Surviving him are his wife, mother and 
six children. 


W.H. Miller 


William H. Miller, 67, of the firm of 
Wm. A. Pope and Co., Chicago, passed 
away at his winter home in Palm 
Beach, Fla., February 13. Mr. Miller be- 
came ill of bronchial pneumonia a week 
prior to his death. He is survived by 
his widow, who was with him in Flori- 
da, and four daughters. 


W.G. Royer 


William G. Royer, Trenton, N. J. 
plumbing contractor-dealer, died Feb- 
ruary 11. Mr. Royer was a member of 
the Trenton association. At one time 
Mr. Royer was a member of the board 
of directors of the New Jersey state 
association. 


H. L. Wood 


H. L. Wood, former manager of Crane 
Co. at Sioux City, Iowa, died suddenly 
January 25 at Crescent City, Fla. Fol- 
lowing his retirement on January 1 of 
this year, Mr. Wood and his wife had 
gone to Florida for the winter months. 


W.A. Read 


William A. Read, 93, president of the 
Fall River Steam & Gas Pipe Corp., 
Fall River, Mass., died in that city re- 
cently. He had been associated with 
the company for fifty years. 
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J. Dempsey 

James Dempsey, member of the 
firm of J. Sellers Pennock Co., Phila- 
delphia contractor-dealers, died Febru- 
ary 4. Mr. Dempsey was a member of 
the Philadelphia association. He re- 
sided at 2238 S. 69th St., Philadelphia. 


A. J. Rohn 


Adam J. Rohn, 63, of the plumbing 
firm of Rohn & Watson, 676 N. Dear- 
born St., Chicago, passed away at his 
home in that city, February 21. Mr. 
Rohn had been in the plumbing busi- 
ness for nearly 40 years. He was a 
partner in the Carl John Stein Co. for 
over 30 years, and withdrew from that 
concern several years ago to form the 
firm of Rohn & Watson. A native of 
Chicago, Mr. Rohn is survived by his 
widow, three brothers and two sisters. 


A. K. Ohmes 


A. K. Ohmes, of the consulting engi- 
neering firm of Tenney & Ohmes, 101 
Park Ave., New York City, died at his 
home in Hasbrouck Heights, N. J.., 
February 11. Mr. Ohmes was born and 
educated in Germany and received his 
early training in the heating and ven- 
tilating field there. An author of a 
book on the subject, Mr. Ohmes had 
been associated with the company 
which bore his name since 1915. He is 
survived by his widow and three chil- 
dren. 


T. C. Heuglin 


T. Clinton Heuglin, 50 years of age, 
master plumber of Louisville, died Feb. 
20, at the Kentucky Baptist Hospital, 
in that city, following a short illness. 
He is survived by his mother. He was 
a member of the Louisville association. 


New Contractors, 
Business Changes 





Framingham, Mass.—Harvey EE. 
Matheson, Inc., plumbing and heating 
contractor-lealers, has been incorpor- 
ated at 29 Neptune Road by Harvey E. 
Matheson, B. M. Matheson and H. A. 
Tozier. 


Miami, Fla.—McGuire Plumbing, Inc. 
has been chartered by R. McGuire and 
Robert McGuire. 


Montgomery, Minn.—Montgomery «& 
Fauskee has been formed at 1500 
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Clary St, by Dewey Montgomery and 
Daryl Fauskee. 


Los Angeles, Calif.—-The Louis Niez 
Plumbing Service has engaged in busi- 
ness at 3009 W. 48th St., under the 
management of Louis Niezgodzki. 


Convention Dates 





March 8S.—SALESMEN.—tThirtieth an- 
nual convention of the Plumbing, Steam 
and Metal Salesmen’s Assn. of Maine to 
be held in Portland, Me., with head- 
quarters at the Falmouth Hotel. 


March 9.—MAINE.—Annual convention 
of the Maine State ASSN. of Master 
Plumbers to be held in Lewiston, Me., 
With headquarters at the DeWitt Hotel. 


March 10.—NEW HAMPSHIRE An- 
nual meeting and banquet of the New 
Hampshire Assn. of Master Plumbers to 
be held in Manchester, N. H., with head- 
quarters at the Carpenter Hotel, 

March 1:3. REGIONAL Regional 
meeting of the Pennsvivania State Assn. 
of Master Plumbers to be held in Phila- 
delphia, Pa. 


March 15. KANSAS Annual conven- 


tion of the Kansas Assn. of Master 
Piumbers to be held in Hutchinson, Kan.., 
with headquarters at the Stamey Hotel 


March 15-19.—0. B. I—National Oil 
Burner and Air Conditioning Expositiun 
to be held in Philadelphia, Pa., with 
headquarters in the Convention Hall of 
the Commercial Museum. 


March 19-20.—DISTRIBUTORS.—State 
meeting of the Wholesale Distributors 
Assn. of Texas to be held in Waco, Tex., 
with headquarters at the Roosevelt Hotel. 


April 5.——ARKANSAS Annual conven- 
tion of the Arkansas State Master Plumb- 
ers Assn. to be held in Little Rock, Ark., 
with headquarters at the McGehee Hotel. 


April 5-6.—FLORIDA Annual con- 
vention of the Florida State Assn. of 
Master Plumbers and Heating Dealers, 
Inc., to be held in Miami, Fla. 


April 5-6.—IOWA.—Annual convention 
of the lowa Master Plumbers Assn, to 
be held in Davenport, lowa, with head- 
quarters at the Hotel Blackhawk. 


April 5-6.—NORTH DAKOTA Annual 
convention of the State Assn. of Master 
Piumbers of North Dakota to be held in 
(;rand Forks, N. D., with headquarters to 
be announced later. 


April 5-6.—WEST VIRGINIA Annual 
convention of the Master Plumbers Assn 
of West Virginia to be held in Fairmont, 
West Va., with headquarters at the Fair 
mont Hotel. 


April 6.— MASSACHUSETTS Annual 
convention of the Massachusetts State 
Assn. of Master Plumbers, Inc., to be 
held in Boston, Mass., with headquarters 
at the Hotel Blackhawk 


April 7-s. MICHIGAN Forty-fifth 
annual convention of the Michigan Assn 
of Master Plumber! to be held in Jack- 

! Mict with headquarter at the 


Hayes Hotel. 


April 16-17.—C. S. A.—Spring meeting 
of the Central Supply Assn. to be held 
at French Lick, Ind., with headquarters 
at the French Lick Springs Hotel, 
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April 12-13.—COLORADO.—Annual 
convention of the Colorado Society of 
Sanitary and Heating Engineers to be 
held in Denver, Colo., with headquarters 
at the Hotel Albany. 


April 19-20. OKLAHOMA Annual 
convention of the Oklahoma State Assn. 
of Master Plumbers to be held in Musko- 


gee, Okla., with headquarters at the Sey 
ers Hotel. 


April 19-20.—MINNESOTA.—Annual 
convention of the Minnesota State 
Master Plumbers Assn. to be held in St. 
Paul, Minn., with headquarters at the 
St. Paul Hotel. 


April 19-21.—TEXAS.—Annual conven- 
tion of the Associated Master Plumbers 
of Texas, Inc., to be held in Houston, 
Tex., with headquarters to be announced 
later. 

April 19-21.— NEW YORK. — Annual 
convention of the New York State Assn. 
of Master Plumbers to be held in New 
York City, with headquarters at the 
Hotel Pennsylvania. 


-Annual 
Assn. of 


April 20.— RHODE ISLAND. - 
banquet of Rhode Island State 
Master Plumbers to be held at a city to 
be announced later. 


April 26-27.—MISSOURI.—Annual con 
vention of The Missouri State Assn. of 
Master Plumbers to be held in Hannibal, 
Mo., with headquarters to be announced 
later. 

-Annual 


Associated 


April 30-May 1.—VIRGINIA. 
convention of the Virginia 
Plumbing and Heating Contractors to be 
held in Danville, Va., with headquarters 
to be announced later. 
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May 1.—-IDAHO.—Annual convention 
of the Idaho Master Plumbers Assn. to 
be held in Boise, Idaho, with head- 
quarters at the Owyhee Hotel. 


May 5-6.—-NORTH CAROLINA.—Annual 
convention of the North Carolina Assn. 
of Plumbing and Heating Contractors to 
Raleigh, N. C., with 
Raleigh Hotel 


he held in head 


quarters at the Sir 


May 6-8.—-NEW JERSEY.—Annual con- 
vention of the New Jersey State Assn. of 
Master Plumbers in Newark, N. J., with 
headquarters in the Robert Treat Hotel. 


-INDIANA. — Annual con- 
vention of the Indiana Assn. of Master 
Plumbers to be held in Gary, Ind., with 
headquarters at the Hotel Gary. 

May 10-13. — CALIFORNIA. —Thirty- 
sixth annual convention of the State 
Assn. of Master Plumbers of California 
to be held at Hollywood, Calif., with 
headquarters at the Hollywood-Roose- 
velt Hotel. 


May 10-12. 


May 10-14,.—-A.G.A.—Meeting and ex- 
hibit of the Natural Gas Department of 
the American Gas Assn. to be held in 
Kansas City, Mo., with headquarters in 
the Kansas City Municipal Auditorium. 

May 11-12.—CONNECTICUT. — Annual 
convention of the Master Plumbers Assn. 
of Connecticut, Inc., to be held in New 
Haven, Conn., with headquarters to be 
announced later. 


May 14-15.—WASHINGTON. — Annual 
convention of the Assn. of Master Plumb- 
ers of the State of Washington to be held 
in Spokane, Wash., with headquarters to 
be announced later. 

May 17-19.—H. P. A. C.—Forty-eighth 
annual convention of Heating, Piping 
and Air Conditioning Contractors Na- 
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tional Assn. to be held in Minneapolis, 
Minn., with headquarters at the Hote] 
Nicollet. 


May 21-22.—E. S. A.—Spring meeting 
of the Eastern Supply Assn. to be held 
in Atlantic City, N. J., with headquarters 
at the Marlborough-Blenheim Hotel. 


May 24-27.—N. A. M. P.—Fifty-fifth 
annual convention of the National Assn. 
of Master Plumbers in Atlantic City, 
N. J., with headquarters at the Hotels 
Ambassador and Ritz-Carleton. 


May 25-27.—SHORT COURSE.—Fourth 
Short Course in Coal Utilization to lI 
held at the University of Illinois, Urbana. 


Jume 7-11.—STOKERS.—Coal Stoker 
Show to be held in Chicago. 


June 14-15.— PENNSYLVANIA. — An- 
nual convention of the Pennsylvania 
State Assn. of Master Plumbers to be 
held in Pittsburgh, Pa. with head- 
quarters at Hotel William Penn. 


June 24-26.—<A. S. H. V. E.—Summer 
meeting of the American Society of Heat- 
ing and Ventilating Engineers to be held 
in Swampscott, Mass. 


July 256-27.— DELAWARE.—Annual 
convention of the Master Plumbers Assn. 
of Delaware, Inc., to be held in Reho- 
both, Del., with headquarters at the 
Henlopen Hotel. 


October 12-13.— (tentative.) —PORCE 
LAIN.—Annual meeting of the Porcelain 
Enamel Institute to be held in Chicago 


* ¢* *,—-ALABAMA.—Annual conven- 
tion of the Alabama Master Plumbers 
Assn. to be held in Florence, Ala., with 
headquarters and date to be announced 


later. 


WAYNE WEATHER SELECTOR 


LEAD PIPE 
& FITTINGS 


...No weak spots 


— made from pure metal. Uniform wall 


thickness always. 














This seal stamped on Eagle 


LINE SELLS EASIER 


Lead Pipe assures you of high quality material. 


THE EAGLE-PICHER LEAD COMPANY 
CINCINNATI 


CHICAGO . JOPLIN ° 


For your protection Eagle Lead Pipe and Fittings are sold 


only through recognized plumbing supply jobbers who in turn 


loyally support master plumbers. 


EARNS MORE PROFIT 
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THE NAME “Wayne” is an asset—home 
owners recognize it as assurance of satisfac- 
tion. Only one size burner to carry in stock. 
Write teday for dealer pian. 
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Loan Fund Established 


® Memorial student loan fund is begun by Ohio auailiary 
Mrs. Frank becomes president 


The eighteenth annual convention of 
the Ohio women’s auxiliary, held on 
February 8-10 in Youngstown, was fea- 
tured by the setting up of a memorial 
in honor of the late Mr. and Mrs. A. C. 
Eynon, parents of Walter Eynon, retir- 
ing state president. This memorial will 
be called the “Eynon Memorial Student 
Loan Fund.’ All money contributed by 
Ohio members will be placed in this 
fund, until $200 has been collected. This 
is to be loaned to daughters of master 
plumbers for educational purposes. 
Further information about this fund 
may be secured by writing Mrs. Geo. 
Doench, 3055 Fairfield Ave., Cincinnati 


Flood Relief 

Members of the auxiliary were glad 
to join the master plumbers in contrib- 
uting to the fund for relief of the flood 
sufferers. 

Klection of officers resulted in the 
choice of Mrs. Edw. Frank of Cincin- 


nati, as president; Mrs. 8S. L. Shelton, 


Youngstown, as yice president; Mrs 
Geo. E. Doench, Cincinnati, as secre- 
tary; and Mrs. H. S. Blank, Dayton, as 


’ 


treasurer. 


New Orange Officers 
Mrs. Sarah Clark, first president of 

the Women’s Auxiliary to the Master 

Plumbers Assn. of the Oranges & 


Maplewood, N. J., was the installing of- 


ficer of the newly elected officers at 
their meeting January 14. The new 
officers are: president, Mrs. Frederick 
Hoffman; vice president, Mrs. Adolph 
Trapper; financial secretary, Mrs. Al 
bert Ruehl; treasurer, Mrs. Geo. H. 
srenner; corresponding secretary, Mrs 
Leslie Williams; sergeant-at-arms, Mrs 
Wm. Mathesius; and trustees, Mrs 
Harry G. Kraus, Mrs. Geo. Fricke and 
Mrs. Theo. A. Kulsziski. 


5 Re. 


7 “ 


Valentine Party 


A most delightful occasion was the 
Valentine party given members of the 
Kansas City, Mo., auxiliary by Mrs. W. 
R. Dunlap, at the beautiful home of 
Mrs. E. D. Hornbrook. The tables were 
tastefully decorated with American 
Beauty roses and tulips, and the place 
cards carried out the valentine scheme 
of red and white. 

The following officers were elected 
for the ensuing year: Mrs. Geo. R. 
Jorgenson, president; Mrs. Wm. Cowger, 
first vice president; Mrs. Gus Oxler, 
second vice president; Mrs. Carl EK- 
strom, third vice president; Mrs. Ervin 
Spaeth, recording secretary; Miss 
Myrtle Burke, treasurer; and Mrs. M. 
(". Enggas, corresponding secretary. 

Members are looking forward to a 
very successful year, as many activities 
are promised in the near future and 
each person is pledged to bring in one 


new member. 


Detroit Luncheon 
Members and friends of the Detroit 
women’s auxiliary were entertained ata 


bridge-luncheon at the home of Mrs. Lee 





Officers of the Ohio auxiliary. These pictures were taken at the annual dinner dance. Left to right: Mrs. George E. 
Doench, secretary, Cincinnati; Mrs. Edward Frank, president, Cincinnati; Mrs. H. S. Blank, treasurer, Dayton; and Mrs. 


S. L. Shelton, vice president, Youngstown 
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Hempel on January 26. The usual fes- 
tivities during the holiday season had 
to be omitted on account of consider- 
able sickness. Therefore this reunion 
was a particularly happy occasion. Mrs. 
Hempel was assisted by her daughter 
Ruth and some of the members in pro- 
viding for the pleasure of the guests. 

The president of the auxiliary is ar- 
ranging for other social gatherings in 
the near future, also interesting busi- 
ness meetings each month. 


Albany Installs 


At the monthly meeting of the Albany 
& Renesselaer women’s auxiliary, held 
on January 21, Past State President 
Mrs. Jos. O. Stapf installed the follow- 
ing officers: Mrs. Roy Dudley, president; 
Mrs. Cooper, vice president; Mrs. Wm. 
Houseweller, secretary; Mrs. Wm. Ryan, 
treasurer. Mrs. Stapf is in charge of 
the publicity. 

A film dealing with the new housing 
project was shown by the Johns Man- 
ville Co. at a recent joint meeting of 
the auxiliary and master plumbers, held 
at the Ten Eyck Hotel. A lecturer ex- 
plained the use of insulating materials 
for plumbing and heating. 

The auxiliary 
needy family during the Christmas sea- 
son and voted to use part of the auxili- 


sent provisions to a 


ary funds for this purpose every vear. 


Webster “79” Traps 
provide (1) free and 
complete discharge 
of hot condensate 
through float-con- 
trolled seat opening 
and (2) prompt and 
efficient discharge 
of air 
thermostatically 
controlled 
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Increased Capacities at 
Process Steam Pressures 


To develop full heating efficiency in process-steam- 
using equipment—where large volumes of hot con- 

By the meters of CeNsation are involved — use the new 
Webster Series "79" Trap. Rugged, 
built for heavy duty, yet light enough 

Steam Heating to be mounted in pipe line without sup- 
port. Two sizes, four pressure classifications—ranging 
from 15 to 125 lbs. per sq. in. Ask for Catalog B-1200. 

WARREN WEBSTER & CO., 1637 Federal St., Camden, N. J. 


Pioneers of the Vacuum System of Steam Heating—Established 1888 
Branches in 60 principal U. S. Cities — Darling Bros., Led., Montreal, Canada 
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Heidweiler 


Mrs. 


Mrs. Heidweiler 

Mrs. J. Miller Heidweiler passed away 
suddenly February 18 at her home in 
Trenton, N. J. She had apparently re- 
covered from a previous illness, but 
during the night of February 17 suf- 
fered a paralytic stroke which culmi- 
nated in her death. 

Mrs. Heidweiler was third vice presi- 
dent of the national auxiliary. Presi- 
dent Mrs. F. C. Kuetemeyer has writ- 
ten to say that “A wonderful worker 
and good friend has been taken from 
My sincere sympathy goes 
I know my Nna- 
members 


my staff. 
to her bereaved family. 
tional officers and auxiliary 
join me in this.” 
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Fifth Birthday 


The Bronx (New York City) women’s 
auxiliary met at the association’s rooms 
on January 28 for the installation of 
officers and the celebration of the fifth 
anniversary of the founding of the 
auxiliary. 

Mrs. Wm. Metcalf, junior past presi- 
dent of the New York State auxiliary, 
installed the officers. The re-elected 
officers are: president, Mrs. S. George 
Arnone; vice president, Mrs. Henry 
Kroepke; treasurer, Mrs. Anthony 
Platt; corresponding secretary, Mrs. 
Robert Licht; and recording secretary, 
Mrs. Thomas Facon. 

Dinner was then served, a feature of 
which was a huge delectable birthday 
cake appropriately topped with five 
candles and which was served by Mrs. 
S. George Arnone. 


Tulsa Election 

At a meeting of the Tulsa women’s 
auxiliary on February 24, the following 
officers were re-elected: Mrs. H. O. 
Green, president; Mrs. W. L. McCaskey, 
vice president; Mrs. E. R. Chism, sec- 
retary; and Mrs. N. G. Watt, treasurer. 

A buffet lunch was served by the 
ladies to the members and their hus- 
bands after which bridge was in order. 
Mrs. H. L. Ellison and N. G. Watt won 
high scores. 
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WATER HEATERS 


SAVE MONEY FOR EVERYONE 


No replacements are ever necessary be- 
cause all tubes are straight and open at 
both ends—easily cleanable. Deposits of 
lime are inhibited because the high, bur- 
nished finish of the tubes is not destroyed 
by bending or forming. Kleen-Tube may 
be maintained at original efficiency for 
the life of any heating plant. 


ASK FOR COMPLETE DATA 


ADAMS ENGINEERING CO., Inc. 
2607 Wentworth Ave. 


Chicago 
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Over Radio... 





In Newspapers 


Necocnutlon 


Thru Magazines . . 





An old saying is, “A chain is no stronger 
than its weakest link.’ Like all adages 
it contains more than a grain of truth and 
is especially applicable to our own indus- 
try where the separate links on imtiative, 
integrity and recognition have combined 
to pull it through the depression and 
towards increasing sales. Recognition by 
no means is the weakest link in the chain. 
For example, in the following columns 
mention is made of one issue of one mag- 
azine which had 23 per cent of the total 
editorial content devoted to plumbing and 
heating subjects. While this percentage 
may not be maintained in all cases, it is 
an indication of the present trend—con- 
stantly increasing publicity for our in- 
dustry through the channels of radio, 
magazines and newspapers. 


23 Per Cent 


© January issue of Buildings and Building 
Management carries 23 per cent of entire 
editorial content devoted to plumbing and 
heating subjects 


The January issue of Buildings and Building Manage- 
ment was a special modernization reference number. 
This issue of the magazine carried 62 pages of editorial 
material of which 14 pages covered the subject of plumb- 
ing and heating modernization. These 14 pages repre- 
sented 23 per cent of the entire editorial content of the 
issue. Subjects covered were the modernization of radi- 
ators, office building toilet rooms, apartment kitchens 
and apartment bathrooms. Here, indeed, is recogni- 
tion for our industry. Several of the articles published 
are described elsewhere in this issue. 

Two charts were reproduced in this same issue show- 
ing the relative rank of products included in the 1937 
modernization plans of the magazine readers. In the 
case of office and commercial buildings, 14 of the 41 
products listed were in the field of plumbing and _ heat- 
ing. This means 34 per cent. In the case of apartment 


buildings, 17 of the 42 products listed were in our field. 





2 
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rom this survey it does 
per cent 


This is close to 41 per cent. 
not seem an unreasonable conclusion that 3712 
of the modernization dollar spent on office, commercial 
and apartment structures will go to our industry. 


Joint Campaign 


© Kducational advertising campaign on part of 

California association thought to be first state 

retail plumbers cooperative campaign in 

United States 

Advertising Age tor January 25 carried a short ar- 
ticle and a picture on the state-wide educational adver- 
tising campaign sponsored by the California state asso- 
ciation. After describing the program, the article went 
on to say: 

‘The idea for institutional advertising, designed to 
call attention of the public to the need for sanitary in 
stallations and to educate the public to seek the services 
of accredited master plumbers affiliated with the na- 
tional organization originated in Los Angeles more 


than a year ago. A state committee was appointed last 
fall, and a new design has now been completed for pos 
ters, which are now being distributed throughout the 
smaller 


state. The new design—the truck posters are 


replicas of the outdoor layout—forcibly brings home 
its message with the picture of a little girl at a pipe 
labeled ‘sewer’ and carries the caption, “You wouldn't 
permit this,’ and adds that ‘faulty plumbing causes this 


condition.’ ’ 


Water, Water 


© Rural Electrification News for December 
features advantages of running water to farm 
homes 


The Rural Electrification News tor December carried 
a number of articles on the advantages of running water 
convenience. The importance of this was not that the 
story of one of the products and services of our industry 
was told again, but that the story Was told to the yreat- 
private water systems in 

to those 


est mass buying group for 
the country. 
not a luxury, but an everyday 
much a part of life as breathing. On the other hand, 


Running water. who have it. is 


necessity which 1s as 
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Now’s the time to push water systems. The rural 
electrification program is building up a bigger 
demand.There’s a rush to the outskirts by people 
who want to escape city congestion. 

Your profits will be larger—surer—if you 
handle CRANE Water Systems. They have every- 
thing that appeals to rural customers. They have 
advanced features that ‘‘sell on sight.”” They have 
Crane quality in every part. 

And every Crane Pump you sell paves the way 
for CranEquipping the home with a complete 
installation of plumbing and heating. 

Plan NOW for greater water-system profits in 


1937. Write us for complete information. 


SHALLOW WELL PUMPS DEEP WELL PUMPS 


Long life and low mainte- 
nance .. . reinforced con- 
struction for heavy loads... 
smooth vertical action with 
minimum side strain... 
protective well-casing skirt. 


Quiet motor...fully automatic 
...V-Bele Drive... automatic 
lubrication ...accessible valves 

. Stainless piston rods... 
extra heavy frame. 


tA CRANE a 


CRANE CO..GENERAL OFFICES:836S. MICHIGAN AVE.,CHICAGO. ILL. 
Branches and Sales Offices in One Hundred and Sixty Cities 


VALVES. FITTINGS. FABRICATED PIPE, PUMPS, PLUMBING AND HEATING MATERIAL 
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people who haven't running water regard it as a costly 
luxury entirely beyond their reach. Neither attitude is 
quite correct. 

With the advent of increased rural electricity, run- 
ning water convenience is being brought to an increased 
number of potential customers for water systems. The 
articles and photographs such as those in Rural Electri- 
fication News do much to break down the sales resist- 
ance of the farm buying group. 


Distinguished Bathrooms 


© Modernized bathrooms cardinal principle for 
building owners and managers to remember 
says article in magazine addressed to that 


group 


suilding owners and managers were told the impor- 
tance of bathroom modernization in an article entitled, 
“The Distinguishing Features of Modern Bathrooms.” 
This article appeared in the modernization number of 
Buildings and Building Management. 

Some portions of this article read as follows: 

“Bathroom modernization is one of the essential fea- 
tures of nearly every apartment house rehabilitation 
program. If corners are to be cut they had better be 
found elsewhere; new bathroom equipment is almost 
invariably needed if the modernized units are to produce 
the revenue that will justify the expenditure on the 
building. To put it in another way, if the building needs 
modernization at all, it will in all probability need new 
bathroom fixtures. 

“Why is this so? First, because bathrooms, like 
kitchens, are key renting features. Second, because of 
the rapid development of more efficient bathroom equip- 
ment. Third, because of stylistic changes in equipment 
and decoration, age is more apparent in the bathroom 
than in the living quarters of the unit. Bathroom equip- 
ment continually is being improved and brought up to 
date. It all boils down to a matter of competition. The 
competitor with brand new bathroom fixtures has a sales 
argument that speaks for itself.” 


Common Sense 


© Article on rehabilitation of office building 
toilet rooms shows their importance in renting 


One of the articles contained in the January issue of 
Buildings and Building Management was entitled, 
“Common Sense Rehabilitation of Old Toilet Rooms.” 
This article, written from the point of view of office 
building managers and showing the importance of 
plumbing modernization is recognition of the highest 
type for our industry. Excerpts from this article follow. 

“Some years ago an office building manager remarked 
that he was so proud of his washrooms that he usually 
displayed them to prospective tenants. He would, after 
allowing a brief moment for the prospect’s inspection 
of the room, begin a little discourse on what constitutes 
good management and good service. Somehow, he said, 
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a prospect always seemed to be greatly impressed with 
his little lecture, and usually seemed to feel that any 
building that was so careful of the appearance and serv- 
ice in its toilet rooms would provide equally thoughtful 
management in other respects. 

“The prospect has a keen appreciation of a shiny 
modern toilet room, scrupulously clean, well equipped 
and serviced. 

“Hence, of course, the importance of the toilet rooms 
in the modernization program. While there are many 
places in the building that might be expected to require 
primary attention, it is questionable if any other feature 
is more important than clean, modern toilet rooms in 
renting space. The requirements are quickly set forth: 
first, of course, ample, clean and well maintained fixtures 
and facilities; second, an attractively decorated room 
with an appearance of impeccable cleanliness; and, third, 
adequate service facilities, such as soap and towels.” 


A Bird in the Hand 


Another prepared news item ts accompanied 
~ its own justification and consequently, an 
argument for its wse 


For the past several months this section has con- 
tained prepared news items together with the sugges- 
tion that contractor-dealers make use of them and send 
them to their local newspapers. have tried it 
with good success while others have hung back with 
the question: “Why should I?” That’s a fair question 
which desires a fair answer. The title of this section 

“Recognition” and its avowed purpose is to present 
the recognition which our, industry has received. Now 
all contractor-dealers are anxious that the industry does 
receive recognition for they realize the industry's ad- 
vancement means their own betterment, but it is more 
to the point that they want something which will help 
their own particular business definitely and quickly. 

That is the purpose of these prepared news items. 
Their primary purpose is to advertise the business of 
the contractor-dealer who sends them out. Their sec- 
ondary function is to bring recognition to the entire 
industry even if in a small way. While most of the 
items appearing in this section of the magazine are help- 
ful to the business of contractor-dealers all over the 
country that helpfulness cannot be measured in dollars 
and cents in the cash drawer, but here is one that can. 


Some 





Sanitary plumbing has long been considered 

measure of public health according to.........., 
plumbing contractor-dealer of..........., but 
now it is being considered as a safety measure 
too. An article written recently by a member of 
the National Safety Council stated that any dis 
cussion of shop safety had to include mention of 
adequate sanitary plumbing. Among the 
sities for shop safety were mentioned clean lava- 
tories and plenty of hot water, 
shower facilities and sanitary drinking fountains. 


neces- 


washrooms. 
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Corner of Kitchen After 
Modernization 





Corner of Kitchen Before 
Modernization 


Modern Kitchens 


by ELKAY 


The kitchen is the very “Heart of the Home" and no home 
is really MODERN, unless the kitchen is right up to the 
minute in its equipment and appointments. 


ELKAY 


STAINLESS STEEL 


KITCHEN SINKS 


are designed to add that final touch of refinement, beauty, 
compactness, convenience and serviceability to the mod- 
ern kitchen. They are ‘'built-to-measure" to fit any re- 
quirements and specifications, assuring the ultimate in sani- 
tation and a lifetime of service. Their silvery STAINLESS 
STEEL surfaces are not affected by meat, vegetable or 
fruit acids, thus retaining their beauty and luster perma- 
nently and eliminating kitchen drudgery. 


ELKAY engineers render expert Kitchen Planning Service to 
Plumbing Contractors. Send us your specifications and we will 
gladly submit plans and estimates without cost or obligation. 


RDIBILT ELKAY MFG. CO. 


4720 ARTHINGTON STREET 
CHICAGO, ILLINOIS 
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Chimney Downdraft . 


Chimney Downdraft 


® Here a solution is suggested whereby the 
reader may correct a condition accruing when 
a short building is surrounded by taller ones 


To THE EpITOR: 

We have just completed the installation of gas unit 
heaters on the third floor of a building and find that 
there is a terrific downdraft in the two chimneys. The 
chimneys are as follows: No. 1 is about 9 ft. from the 
roof to the top and No. 2 is about 7 ft. from the roof 
to the top. There is a building adjacent to the buildirg 
in which the heaters are installed which is 60 ft. higher 
and we think that this the cause of the trouble. 
The buildings in the rear face the other street and are 
about the same height as the building in question. 

We have tried a revolving elbow with a tail and also 
a revolving vent with some blades on the inside which 
was supposed to correct this trouble and, while these 
helped some, they did not stop the downdraft. It 1s 
our belief that the condition would be corrected by 
carrying the stacks up above the top of the building 
which is 60 ft. higher, but this could only be done at 
such a cost and would prove to be so unsightly that 
this solution is almost out of the question. No. 1 chim- 
ney is 15 in. in diameter and No. 2 chimney is 16 in. in 
diameter. We should consider it a personal favor if 
through your engineering department you could en- 
» how to proceed to overcome thi 


is 


lighten us as t 
difficulty. 

Nebraska. i 3 
To THE READER: 

The usual solution of the low chimney and a high 
adjacent building is to carry the chimney in _ sheet 
metal up the side of the higher building to a point well 
above the top of the building. In some cities where 
high buildings are constructed with considerable fre- 
quency there is a city building regulation requiring the 
owner of the high building to carry up on his building 
and at his own expense any nearby chimneys which may 
have the draft affected by the higher building. You 
might look up your own building law and see if any- 
thing of this nature is included. If not, it will devolve 
on the owner of the building 1n question to find his own 
solution as best he can. 

Of course the carrying of the chimney extensions over 
to the higher building and up the side of this building 
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: 


LLostlory 


. Transmission . . Cooling Systems 


to a short distance above the top is the best solution, as 
alter this once is installed no further difficulty should 
result and no expense of operation is added. If the 
wind tumbling down onto the low roof simply impinges 
on the top of the chimneys and goes on down the 
chimney, a simple hood or ventilator top should kill the 
downdraft action. But if the wind in tumbling down 
onto the low roof actually causes a slight increase of air 
pressure where it impinges on the flat roof, then no 
ventilator or hood would stop the relief of this pressure 
via the chimney. As you have already tried out two 
types of ventilator top we suspect that the air pressure 
on the top of the roof actually may be slightly increased 
by the wind action and we know of one other such case 
where the final solution consisted of placing a metal box 
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over the chimney outlet and the use of a small fan 
blowing through an automatic louvred grille to force out 
the chimney gases. This fan was connected to the oil 
burner on the chimney in such a way that whenever the 
oil burner went on, the fan also started up and as soon 
as the oil burner went off the fan was closed down, 
thus minimizing the amount of current required to run 
the fan. 

We do not know how well this arrangement might 
suit your case but it did fix the oil burner chimney so 
that no further trouble was experienced. In Fig. 1 a 
sketch 1s shown of the approximate way this was con 
nected to the chimney with a metal housing for the fan 
In your case you have two chimneys and would have to 
have two such outfits if you decide to try out this method. 











‘Transmission Coefficients 


® The reader desires an explanation of the cal- 
culation of the duct transmission of heat, as 
it was presented in an article 


To THE EDItTor: 

In glancing through an article in a recent issue of 
DoMESTIC ENGINEERING, our attention was attracted 
to the calculation of the duct transmission of heat. You 
have assumed a still air surface coefficient both on the 
inside and the outside of the duct when, as we see it, 
the inside surface is comparable to a surface exposed to 
a 15 mile wind. You have also ignored the transmission 
through the duct itself. We are submitting the follow- 
ing for your criticism: 





Outside resistance .............. 1/1.65....0.606 
we ww ween ke 1/0.28....3.570 
lia de Rae cele a Sa alle i/1.00....1.000 
Inside resistance ............... 1/6.00... .0.167 
Total resistance ............ccc cee ccc cee 0 D343 
Coefficient 1/5.343 or............. 0.187, sav 0.19 
Iowa. G. H. F. 


To THE READER: 

We are pleased to present the author’s reply to your 
letter where you ask why the author has assumed that 
there is a still air surface coefficient on both the outside 
and inside surface of the duct, and also why the trans- 
mission through the sheet metal of the duct was ig- 
nored. We hope this will be of some aid in cleaning 
up the slight difference between the coefficients as de- 
termined by you and by the author. 


THE AUTHOR’S REPLY 


“The coefficient used to set up the approximate heat 
transmission from a common sheet metal duct covered 
with 1 in. of cork was carefully considered and at first 
glance it seemed that the surface resistance inside of 
the duct should be the one for 15 mile air movement just 
as our reader states. Then, further consideration seemed 
to lead to the fact that on ducts—especially of large size 
such as are used in air conditioning work—the cork is 
seldom in intimate contact with the sheet metal for any 
great distance this being particularly noticeable on the 
bottom where the cork sheets will sag away from the 
duct unless attached by hangers of some sort and even 
then the intimate contact between the metal and the 
cork will attain over only a small portion of the whole 
surface. 

“To make our reader’s contention correct it must be 
assumed that the sheet metal and the cork are in close 
contact throughout the entire area, which we feel that 
our reader will agree is hardly likely to be true. In 
fact, just the reverse is more likely. On this basis it 
was decided to consider the duct metal on the same 
basis as a radiator and to consider the transmission 
through the cork from a still air space between the 
sheet metal and the cork on one side to another still 
air space in the room on the other side of the cork. It 
is probably true that no equation or calculation set up 
would exactly suit every installation and after again 
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“TRaps, NEW.- 
AKE OLD TRAP 
‘ for Less — 
ia Less Time! 





When you repair a radiator trap with a Bames and 
Jones Cage Unit you give it the highest possible effi- 
clency—instantly—easily—at a fraction of the time 
and cost of ordinary trap repair. Barnes and Jones 
Cage Units fit practically any make of trap—make 
them work right—and keep them working right. 


A complete operating unit in one piece, the Cage Unit 
carries its own thermostatic element, valve piece and 
seat—all tested and locked in adjustment under actual 
working conditions at the factory. Simply insert it in 
the old trap and instantly you have the equivalent 
of a brand new trap, providing perfect, complaint- 


free service. 


The complete line of Barnes and Jones fuel-saving 
equipment for vapor and vacuum heating systems 
includes modulation valves, packless quick-opening 
valves, thermostatic radiator traps, blast traps, float 


and thermostatic traps, and condensators. 


Send for trap bulletin and complete catalog. 


BARNES & JONES INC. 


403 BROOKSIDE AVENUE, BOSTON, MASS. 
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AILOR” the plumbing fixtures to the individual 
bathroom? That’s virtually what this perfectly matched 
set, comprising the WELDON Lavatory and NEPTUNA 
Bath, will enable you to do. As the illustrations above will 
testify, sheer beauty, grace of line, adaptability and util- 
ity characterize these fixtures. Among the wide variety 
of attractive colors in which these fixtures are available, 
there is one to harmonize with practically every interior 
and to satisfy every taste or desire. You'll find them 
helpful team-mates in securing business for you. Learn 
more about these and other fixtures in the United States 
Enameled Ware line. Write for further details today. 


Tntte? States Sanitary NYY Co 


GENERAL OFFICES Qo erm PITTSBURGH, PA. 


















































THIS SHIELD . “ae YOUR PROTECTION 





considering the calculation on the basis of the reader's 
letter we still feel that 0.21 for the coefficient is a fair 
one to be used and that the error—if any—will be on 
the safe side. 


HIGH CONDUCTIVITY OF METAL 


“This brings us to a consideration of the sheet metal 
transmission which our reader presents as 1 for the 
thickness of the sheet metal used which will vary from 
approximately 18 gauge down to 26 gauge; we can find 
no authority to substantiate this conductivity and the 
conductivity of metal is so high that it usually is ig- 
nored in calculating coefficients of transmission.” 


Figuring Discounts 


® Here the reader would like to know a method 
by which double and triple discounts can be 
easily figured 


To THE EpITor: 

[ would like some information as to the proper method 
of figuring discounts in the trade catalogues. I can fig- 
ure a single discount, such as 10 per cent off list price, 
but I don’t understand the calculations involved where 
there are two or three discounts given, say, 50 and 10 
per cent, or 50, 10 and 2 per cent. Given the list price, 
how do you figure the net price when there are two or 
three discounts given? What is the simplest method 
of doing this ? 

Mich. » 


To THE READER: 

It is a simple matter to figure a single discount where 
only one calculation is involved. Suppose that the cata- 
log, or list, price of an item is $3.00 and you receive 
a discount of 10 per cent. The net price which you 
would pay would be arrived at as follows: multiply 
0.10 & 3.00 which will give you 0.30, the amount of 
the discount; then subtract 0.30 from $3.00 and a net 
price of $2.70 is obtained. 

In figuring prices where there are two or three dis- 
counts involved, there is one condition that must be re- 
membered and that is that the list price given in the 
catalog is the base for the first discount only. Otherwise 
the process is the same as is used in figuring a single 
discount, except that the operation is repeated as many 
times as there are discounts. If the discount on a $3.00 
item is 50-10-2 per cent, as our reader suggests, the net 
price would be determined as follows: 


First Base and List Price........ 
Second Base 
Second Discount of 10 per cent... 


‘Third Base 
Third Discount of 2 per cent.... 


Net Price 
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Another way of looking at the matter of discounts is 
to remember that the net price will be 100 per cent 
minus the discount. In the case cited above the price 
after the first discount would be 50 per cent of the list 
(as 100 per cent minus 50 per cent discount equals 50 
per cent) and the second amount would be 90 per cent 
of the first price obtained (100 per cent minus 10 per 
cent second discount equals 90 per cent), while the 
last price would be 98 per cent of the amount obtained 
after the second discount. Calculated, the result would 


he: 
List Price and Base..........0.ccsceeedAu 
ee ee eee 1.50 
* 3 &.. 2 nr rrr ree 1.35 
FS 4 . 4 See ere ee 1.323 
CO 


A further shortcut is possible by developing a percent- 
age of payment which will allow the net price to be 
figured in one operation. ‘This percentage is obtained by 
multiplying all the discounts together, after subtracting 
each one from 100 per cent, in a manner similar to the 
f lowing: 

(100 per cent minus 50 per cent) 
(100 per cent minus 10 per cent) 
(100 per cent minus 2 per cent) 
or 
90 per cent X 90 per cent * 98 per cent, 
or changed to decimals, 

0.50 « 0.90 & 0.98 which is 0.441. 


Ixpressed in percentage this is, roughly, 44 per cent. 
Checking this factor, we find that 44 per cent &K $3.00 
is $1.32 which is the same net price that was obtained 
in the previous calculation. 

This same factor will hold in all cases where the dis- 
count is 50-10-2 per cent; that is, the net price can be 
hgured by multiplying the list price by 44 per cent. 


Cooling Systems 


© A brief explanation of cooling and dehumidi- 
fying in air conditioning work is presented 
here 


To THE Epiror: 

The following questions relate to cooling in air con- 
ditioning systems: 

A. If a Btu. raises the temperature of 55 cu. ft. of 
air 1 degree why cannot air be cooled on the same basis ¢ 

B. Data sheets published in Domestic ENGINEERING 
give refrigeration for cooling air and refrigeration for 
dehumidifying; do you total the load obtained from 
each of the two sheets to obtain the total refrigeration 
load? @ 

C. Does it take more Btu. to remove humidity than 
to remove the sensible heat? In this part of the country 
we have a relative humidity of 40 to 60 per cent and 
most cooling is done by evaporation, simply by recircu- 
lating water from a tank through a set of sprays in the 
air flow; the dry bulb is lowered as much as 20 degrees 
but the wet bulb rises to 60 per cent or over. If direct 
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CENTURY 
ZEPH-O-LATOR 


a radically new 
and different type 
warm air condi- 
tioning Furnace 
Unit. 


ss 


VACA 





WITCH to Century and get into mass market sell- 

ing. That’s where the big money is. This com- 
plete line of oil burners, boiler-burner units, warm air 
conditioners and Hot Water heaters offers amazing re- 
finements, finest quality materials and craftsmanship, 
plus striking new designs and selling features, now 
for only a few dollars more than even the lowest 
priced makes. 


Century offers one of the most intensive advertising 
and selling campaigns in history. An exciting and 
thrilling plan to give thousands of American women 
Furnace Freedom. Newspaper ads, elaborate direct 
mail, hand-out literature, Cash Prizes for dealers, dis- 
plays and many other helps. Write today for com- 
plete information outlining this powerful campaign. 
Also get details of the remarkable new Century models 
and the money-making dealer franchise. Learn how 
you, too, can make sales at a profit!) THE CENTURY 
ENGINEERING CORP., Cedar Rapids, Iowa. 


Visit us at the Philadelphia Oil Burner Show. 
Booths 413-415-417. 


CENTURY 


Conversion Burners ... Boiler-Burner Units ... Warm Air 
Furnace Units with Air Conditioning ... Hot Water Heaters 
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expansion were used in conjunction with washer air, 
the washer air passing over the coils, would the direct 
expansion load be lowered to a point where it would pay 
to install both? 

D. It is claimed that evaporation cools the water 
and the water absorbs the heat. How would this work ? 
If one should install two separate blowers, one discharg- 
ing through sprays and into the attic while the other 
forces air into the building over coils through which the 
pump 1s circulating water to the sprays, what effect 
would this have on the building air ? a 8 

New Mexico. 


To THE READER: 

Some of these questions could have a whole article 
developed on them and still not cover the inquiry in full. 
Taking the questions as submitted would reply as fol- 
lows: 

A. Air can be cooled on the same basis of 55 cu. ft. 
to 1 Btu. but it cannot be dehumidified on this basis 
any more than air can be heated and humidified on the 55 
cu. ft. basis. 

B. Both the cooling and the dehumidifying load must 
he added together in order to obtain the total refrigera- 
tion load, 

C. This all depends on the maximum outside tem- 
perature and relative humidity assumed for the worst 
case and the amount of moisture added in the room 
which also has to be dehumidified out of the recircula- 
tion air. Every calculation of air conditioning is an 
individual calculation based on the conditions outside 
compared to conditions inside and the moisture added in 
the room. For this reason we cannot answer your ques- 
tion “yes” or “no” about the use of direct expansion 
without knowing all of the factors entering into a par- 
ticular case. 

D. We are of the opinion that the arrangement you 
suggest would result in cooling the attic air slightly but 
whatever cooling were accomplished by this means would 
add heat to the water. This would mean that a greater 
amount of water would have to be evaporated in the 
sprays with a corresponding increase in the humidity 
of the air delivered although the air might—and _ prob- 
ably would—have the same dry bulb temperature as 
before. The effect, if this arrangement works out as 
suggested, would be to increase the humidity and _ prob- 
ably the discomfort caused by the greater amount of 
moisture in the spray air delivered. 


Questions 


For READERS 


The following question was asked in the January issue of Dom 
ESTIC ENGINEERING. There were quite a few correct and inter 
esting answers received, but the clearest and simplest answer 1s 
published below; the question was: 

How many Btu. will be required to change a lb. of 
ice at zero deg. Fahr. into steam at 100 lb. gauge pres 
sure? 
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In changing a pound of ice at zero deg. Fahr. into 
steam at 100 lb. gauge pressure there are four steps to 
be made; first to raise the ice from zero to 32 deg. Fahr. 
at which the ice is ready to melt; second, to melt the 
ice at 32 deg. Fahr. into water at the same temperature ; 
third, to raise the temperature of the water from 32 deg. 
ahr. to the temperature at which steam will be formed 
under 100 lb. gauge pressure and last, to evaporate the 
water into steam at 100 lb. gauge. In the first step the 
specific heat of ice must be considered, in the second 
step the latent heat of ice, in the third the specific heat of 
water enters the problem and in the last the latent heat 
In the following, frac- 
of a Btu. are neglected. 
a pound of ice from zero 
deg. Fahr. in temperature 
stu. required would have 


of steam must be allowed for. 
tions of a degree and fractions 

For the first step in raising 
to 32 deg. Fahr. is a rise of 32 
and had the ice been water the 


been | Btu. for each degree rise in temperature; with 
ice, however, the specific heat 1s 0.50 or just half as 


much as with water so the Btu. required will be 
32 Btu. * Be a ewe aes 16 Btu. 
lor the second step the ice must be melted into water 
which means that a change in form will occur but no 
change in temperature as the water formed by the ice 
will also be at 32 deg. l'ahr. The heat (latent) of ice is 


about 143 Btu. so that to melt one pound ice at 32 
deg. Fahr. into water at 32 deg. Fahr. will take 
2 3 ff 5 Seererrrrr Tree 143 Btu. 
It now is necessary to raise the water from 32 deg. 


Fahr. to the temperature at which it will boil under 100 
lb. gauge pressure which temperature is 338 deg. Fahr. 
as is shown by any steam table. So the temperature rise 
in the water will be 
338 deg. Fahr.—32 deg. Fahr. or 306 deg. 
Therefore the Btu. required for this temperature rise 
will be 
l Ib. 306 Btu. 
The final step is to evaporate the water from and at 
Fahr. into steam at the same temperature and 
a pressure of 100 Ib. gauge. The latent heat of evap- 
oration at 100 Ib. gauge is 880 Btu. which may be found 
and therefore to evaporate 1 Ib. of 


Kahr. 


or 306 Btu. 


> ae] 
JSS deg. 


in the steam tables 
water at this temperature will require 

l Ib. 880 Btu. 
Combining the four steps gives a total of 


x or SSO Btu. 


SPnpeeseobe @eest#s & & 2 2 2S & 


To warm the 1€@........cccccccces 16 Btu. 
(: & f« re 143 Btu. 
To warm the water...........c-cccces 306 Btu. 


To evaporate the water S80 Btu. 


BT ke ae ae ae ee ie ae ae te 1345 Btu. 


How Would You Answer 
This Question? 

‘na hot water circulation system 
lhe first floor and a lavatory and bath on the 


supplying a sink on 


second 


floor, cach floor having tmdizvidual risers, which fixtures 
would have the better circulation all other things being 
equal ? 

Here again we revert from the theoretical to the practical 


offering an interesting opportunity for discussion. A correct an- 


swer will be paid for and published in the May issue of Domest 


ENGINEERING. 
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“Hello Plumber, are you there?’ 


@ Phillips Valve advertising illustrating the Phillips Valve 


in the Saturday Evening Postis and its operation. Hang this 
referring thousands ot pros- poster on your wall or win- 
pects to the plumber. dow. Make a Phillips Valve 


Are you ready to meet these 
prospects half way? 


demonstrator—this poster shows 


you how. Use this demonstra- 


There are three profits await- 
ing you: (1) A 
Phillips Valves; ( 2 ) 


on the installation job; (4) a 


¢ tor to solicit business. 
yront on ’ 

| Order a Phillips Valve from 
a profit 
the Crane Co., or other whole- 


: . sale house. Or rder ire 
tremendous profit opportunity order direct 
by using Phillips Valve as a from The Chicago Faucet 
door-opener to solicit jobs Company, manufacturers. 


in your neighborhood. 


The Phillips Corporation 


~hH 


This month we are mailing 
all plumbers a display poster 


Phillips Automatic Trap Seal Valve 
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PRODUCTS 


UNCONDITIONAL 





GUARANTEE / for D EK A # EK R S 


If this Housing ever 
Breaks or Distorts y 
we will replace it Free #6 6Automatic 





THE RIDGE TOOL CO. j Air Vent 

An automatic air vent for use in hot water heating 
systems for automatically eliminating air from the pip- 
ing has been announced recently, and is shown here. 

Designed for use with 114 in. piping connections, it in- 

| corporates an % in. overflow connection. The improved 

design is listed as making the valve positive in action, 
and the threaded overflow connection permits its in- 
stallation anywhere, as the overflow can be piped to the 
sewer or basement and the possibility of damaging effect 
from the overflow is thus eliminated. The valve is made 
of brass, and has a satin nickel finish. 

Bell & Gossett Co., 3000 Wallace St., Chicago, IIl., 
announces this new air vent. 


JAWS AND 
HANDLE 
NOW 
ALLOY 


Above, Automatic Air Vent 
Right. Stoker Fired Boiler 





Stoker-Fired 


A GUARANTEE gee 
A new boiler for stoker firing has been announced re- 


cently, and is shown here. 


That Cuts Your Wrench Repairs The boiler is designed for use with anthracite or bitu- 


minous stokers with coal feeding rates from 25 to 90 Ib. 
per hour. It is indicated that the boiler is available with 
O one grate width, and that it has a capacity of between 
1030 and 2055 sq. ft. of installed radiation. Some of the 
And that adjusting nut spins freely in open features listed include: tour-pass flue travel ; — “e? 
housing in all sizes, 6” to 50”. The replaceable rounds the firebox on four sides, and a cast iron base It 
jaws are non-slip non lock made of chrome in. high is available which may be used with the boiler. 
- - ’ or ° ° ° 
, ° Che boiler is unjacketed. 
molybdenum alloy with me ae scale be Pierce-Butler Radiator Corporation, 701 Nichols Ave., 
the hook ow. Try one and you nadine. J Syracuse, N. Y., announces this new stoker-fired boiler. 
RIGAID is the most popular make in the 
world. Ask your Jobber. —e 
, New Unit Air 


THE RIDGE TOOL CO., ELYRIA, OHIO = Conditioner 


A new air cooled unit air conditioner which is de- 
signed to provide summer air conditioning of individual 


a PIPE TOOL | rooms has been introduced on the market recently, and 
| ' 1s shown above. 


The unit is designed to provide cooling, filtering, de- 
humidifying and circulation of air. This unit is air 
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cooled, requiring no water supply or piping connections. 
The unit is so designed that it rests upon the sill of the 
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window, and side baffles block the entrance of outdoor 


air. Inside the casing is a hermetically sealed com- 
pressor, an evaporator and a circulating fan. The part 
oi the unit which rests on the sill contains the air cooled 
condenser and a fan for circulating air over the con- 


denser. A cooling output of over % ton is listed as its 
capacity. Some of the features of the unit are: the 


mechanism is cooled by refrigerant lines around the 
shell; it is insulated against heat and noise; a ventilat- 
ing duct permits removal of stale air; condensed mois- 
ture is heated and sprayed to outside air; it is rubber- 
cushioned to remove sound and vibration; the welded 
steel frame eliminates vibration; and the cabinet is all 
steel in construction, and is finished in walnut. 

Westinghouse Electric & Manufacturing Co., Air Con- 
ditioning Division, Mansfield, Ohio, announces this new 
air cooled air conditioning unit. 





New Oil Burner 


New Unit Air Conditioner 


A New Oil 
Burner 


A new oil burner designed to burn from one to seven 
gallons of fuel oil per hour has been introduced on the 
market just recently, and is shown in the accompanying 
illustration. 

Some of the features given for this burner are: the 
pump operates with a double seal, permitting leakproof 
and quiet operation; an acoustical material is located in 
the air receiver, to reduce combustion and spark noise ; 
the oil cut-off valve is placed at the nozzle with the idea 
of eliminating after drip; three fuel screens are used, one 
in the line, one at the entrance of the cut-off valve and 
the third just before the nozzle; air is caused to rotate 
by vanes placed so as to support the spark electrodes and 
also by a rotator placed near the outlet of the air re- 
ceiver; a stainless steel nozzle is used in the burner: 
the motor operates at a relatively low r.p.m., to permit 
quiet operation and long motor life. 

Scott-Newcomb Inc., 1922 Pine St., 
the manufacturer of this oil burner. 


St. Louis, Mo., is 


A New 


Thermostatic Trap 
A new thermostatic trap which is designed for use 
with concealed or cabinet radiators has been announced 
recently, and is shown here. 
Close roughing-in dimensions are listed as a feature 
of this trap, and it is indicated that the design of the 














163 








RKSAUTOMAN 


SELF PRIMING 
SUPER-TURBINE 


WATER SYSTEM 


“Only One Moving Part” 


GAINED NATION WIDE POPULARITY 


IN LESS THAN ONE YEAR 


«& 
JOBBERS AND DEALERS EVERYWHERE 


ARE LOUD IN THEIR PRAISE 
of the New 


BURKS - AUTOMATIC 


Made completely Automatic with the BURKS Auto Air Control 
Hundreds of New Dealers Have Adopted the 


‘al 


BURKS LINE FOR 1937 
BURKS Shallow Well Water BURKS Semi-industrial Pumps 
Systems on 
BURKS Auto-Built Deep Well BURKS Self Priming Centri- 
Pump fugal Pumps 


BURKS Condensation Return Systems 
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A Few Exclusive Burks Features 


Only One Moving Part 

Shallow Well Pumps Lift Water 28 Ft. 
Largest Known Pumping Capacity 
Lowest Maintenance Cost 

Less Servicing 

Larger Profit for the Dealer 


Popularly Priced 
Can Increase Sales, Create 
Many Satisfied Customers 
and Increase Profit by Adopt- 


You Too ing the BURKS LINE. 
ANOTHER BURKS YEAR 
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IS PRECISION BUILT__NOT MERELY | 
ASSEMBLED__UNDER ONE ROOF 


Straight-line production and 
precision-built quality from 
gear case assembly to crating 
and shipping. 


Combustioneer are devoted to maintaining 
dealers find vol- Combustioneer leadership in 
ume and profits advanced design and features 
snow-balling to which assure user satisfaction. 
new peaks be- That’s why Combustioneer 
cause they sell satisfaction dealers in 11 foreign countries 





resulting from the precision- and all over the U. S. A. know 
built qualityofapioneermaker. that the 250,000 people now 

Every sincle step of Com- enjoying Combustioneer com- 
bustioneer’s straight-line pro- fort, convenience and economy 
duction, from the testing of are creating bigger sales for 
raw materials tothe final oper- them.Getthe whole fascinating 
ating test of completed units story of Combustioneer’s ex- 


is under one roof of a great clusive franchise proposition. 
newly enlarved plant. Write us today to have a repre- 

Combustioneer makes no _ sentative call on you. Address, 
parts for other makers—the Combustioneer Division, The 
entire research and Steel Products Engi- 
manufacturing facilities neering Company, 
of this organization Springfield, Ohio. 
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body is such that the trap is non-freezing. For sim- 
plicity of installation when a temporary cover is used, 
the cap is removable without disconnecting the body 
from the piping connections. Steam brass throughout is 
used in the construction of this trap, and finishes avail- 
able include nickel plated, chrome plated and bronze. 
The thermostatic trap is rated for capacities up to 200 
sq. ft. of direct radiation. The dimensions given for the 
trap, which is made in /% in. iron pipe size only, are 
4 13/16 in. in height and 23 in. from the center of the 
pipe to the outer edge of the trap. 

Jas. P. Marsh Corporation, 2073 Southport Ave., Chi- 
cago, 1s the manufacturer of this new thermostatic trap. 
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New Thermostatic Trap Oil Tank Gauge 


Gauge for 
Oil Tanks 


A new gauge for oil tanks has been introduced on the 
market recently and is shown below. 

Designed particularly for 275 gal. basement fuel oil 
tanks, this gauge incorporates the following features: the 
top and base are of spun aluminum; the float is of cop- 
per, and is attached to the depth indicator by means of 
a brass swivel; the top is hermetically sealed; and the 
gauge 1s listed as being accurate to % in. The gauge is 
available for tanks of depths of 22, 26, 27, 42 and 44 in. 
and with 1% or 2 in. openings. The copper float stays 
on the surface of the oil, indicating the level which is 
read in inches of oil in the indicator area. A chart fur- 
nished with the indicator converts the reading of inches 
to gallons of oil in the tank. 

Liquid Level Indicator Co., Summit, N. J., is the 
manufacturer of this new oil level gauge. 





Above, Copper Convector 


New Copper 


Convector 

A new copper tube and fin convector for use with 
mechanical circulation hot water heating systems has 
been announced. It is shown in the accompanying illus- 
tration. 

The small ratio of exposed surfaces, large water con- 
tact of the heating surfaces and free air travel are fea- 
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tures designed to provide high heat transfer. There 
are two rows of tube banks, with the fins being placed 
in a staggered relation. The tubes are expanded in two 
cast headers and are supported on legs. Flow and re- 
turn connections are brought out on the same end, and 
two extra tappings are provided so that either one or 
both sides of the circuit may be vented. The convectors 
are available in sizes varying from 18 to 53 in. long, and 
in heights from 18 to 30 in. 

Commodore Heaters Corporation, 11 W. 42nd St., 
New York, N. Y., announces the new convector. 


New Air 
Conditioners 

A series of five new air conditioning units has been 
introduced on the market. A representative model is 
shown in the accompanying illustration. 

The units have capacity ratings varying from 300 to 
11,000 c.f.m. and from 2 to 50 tons of refrigeration. 
Some of the features of the construction of these units 
are: spray type humidifying elements with controls and 
self-cleaning nozzles ; automatic controls ; copper fin type 
coils; slow speed fans, driven by V-belts; and enameled 
metal casings, mounted on welded steel frames, and 
equipped with waterproof and sweatproof insulation. 

Carbondale Division of Worthington Pump & Machin- 
ery Corporation, Harrison, N. J., announces these new 
ait conditioners. 





Above, Automatic Humidifier 
Left, New Air Conditioner 


An Automatic 
Humidifier 

A direct fired humidifier for humidifying radiator 
eated homes has been introduced. It is shown here. 
This unit incorporates a gas burner which applies 
heat to the apparatus as humidity is needed. There is 
no connection between the humidifier and the heating 
plant, permitting the humidifying apparatus to operate 
entirely separate from the heating system. Equipment 
listed as standard for the unit includes an automatic 
water supply mechanism for regulating the flow of water. 
Some of the features listed for the unit are: the evap- 
orating chamber is made of cast iron, aluminum finished 
inside and out; the burner unit is of brass construction, 
and includes a safety pilot and a supply cut-off; the 
combustion chamber has a finned construction to provide 
niaximum heat transfer. 

The J. L. Skuttle Co., 4308 W. Fort St., Detroit, 
Mich., manufactures this humidifier. 
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MEAN MORE JOBS amd 
BETTER PROFITS / 


ESIDENTIAL construction is forging ahead. Industrial plants 
R are modernizing. There are more and better jobs ahead—for 
contractors who have Ruberoid-Watson insulating products and 
Ruberoid sales leads. 











The Ruberoid Co. feels that furnishing a complete line of quality 
insulating materials for the control of Btu's is not enough. Ruberoid 
strives to give each product exclusive sales features ... then goes a 
step farther and advertises nationally—to give you up-to-the-minute 
sales leads. 








Heating and plumbing contractors of RU-BER-OID-WATSON 
the better type appreciate this service. insulating Products 
They buy from the Ruberoid-Watson e 
distributors. They know Ruberoid-Wat- 850% MAGNESIA 
son jobbers have been hand-picked— ASBESTOS AIR CELL 
the type that believes in helping con- ASBESTOS 
tractors serve well and make a profit SPONGE FELT 


on every sale. RANGE BOILER 
JACKETS 


ASBESTOS PAPER 
ASBESTOS-CEMENITI 
WOOLFELT | 


Write today for the Ruberoid-Watson 
Heat or Cold Insulating Products cata- .- 
log and full facts about the Ruberoid 
Sales Policy. 


The RUBEROID Co. 


INSULATING PRODUCTS 


py 




















INSULATING CATALOG 








D.E. 3-37 





THE RUBEROID CO., 
Insulation Division, 
500 Fifth Ave., New York City. 

Please send us your free Insulating Catalog and 
full facts about the Ruberoid-Watson Merchan 
dising Plan. 


NAME... 
ADDRESS peat es 
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ECONOM 


THE Np 
OF 4 AR» 
Ong. Co 


NEW DE LUXE JACKET — 
covers burner, beiler and het 
water tank. 


NEW STANDARD JACKET—is 
alse availabie. Covers boiler only. 


An Outstanding Feature of 


WATERFILM BOILERS 


The basic principle of the "KOVEN" WATER- 
FILM BOILER is the generator. It is placed over 
the combustion with the heating surfaces at right 


angle to the heat travel. This absorbs the most 
heat from the combustion and makes the WATER- 
FILM BOILER one of the most economical to 
operate. Savings as high as 50% have been 
effected by the use of the WATERFILM BOILER. 


It heats quickly. Made by KOVEN, it is of fire 
box steel, representing the highest type of con- 
struction for automatic firing. It supplies plenty 
of domestic hot water the year round. 


For maximum performance with greatest econ- 


omy, recommend and install "KOVEN" WATER- 
FILM BOILERS. 


Write at once for full particulars and catalog. 


WATERFILM BOILERS, Inc. 


154 Ogden Ave. +. Jersey City, N. J. 


THE FLASH BOILER STABILIZED 


A KOVEN PRODUCT 
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New Lavatory 
‘ittings 

A new lavatory fixture which is designed tor use with 
slant-back lavatory fixtures and has the valves placed 
3 in. center to center has just been announced, and is 
shown below, at the left. 

Some of the features of the construction of this fixture 
are: it has metal escutcheons and handles; the valves 
have '4 in. threaded tails, renewable seats and encased 
washers ; the pop-up waste with metal knob is fitted with 
a 1'4 in. diameter tail. The fixture 1s finished in polished 
chromium plate. 

A new slant-back lavatory fixture, which is shown in 
the illustration at the right has also been introduced on 
the market recently. 


New Lavatory Fixtures Just Announced 


The fixture metal escutcheons and 
handles. Valves, with ™% in. threaded tails, measure 8 
in. center to center. The valves have renewable seats, 
swivel discs and encased washers. A pop-up waste with 
a metal knob and 1% in. tail is also included in the 
fixture, which is finished in polished chromium plate. 

The company also has just announced two new legs 
for lavatories, designed for standard height equipment. 
30th provide tor 
They 


incorporates 


Two designs have been introduced. 
an adjustment of length to fit the installation. 
are finished in polished chromium. 

Speakman Company, Wilmington, Del., announces 
these new lavatory fittings. 


Above, Overload Switch 


New Thermal 
Overload Switch 


A new thermal overload switch designed for use with 
fractional horse power motors has been introduced on 
the market recently, and is shown above. 

The switch is designed to operate on line current, and 
is arranged for convenient mounting on the conduit or 
terminal box of the motor. The switch is self-contained, 
and has no links or plugs to be replaced. It automatic- 
ally disconnects the motor from the line when an over- 
lead occurs, before the motor has reached a dangerous 
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temperature. When the motor has cooled and the over- 
load has passed, the switch automatically reconnects the 
motor to the line. The switch is designed for use with 
alternating current motors having rated full load cur- 
rents of from 1.3 to 10.4 amperes. 


General Electric Co., 1 River Road, Schenectady, 
N. Y., manufactures this switch. 
New Air 
Conditioner 


A new air conditioning unit which features washed air 
and which is so designed that it may be adapted to both 
heating and coling plants has been introduced on the 
market just recently, and is shown in the accompanying 
illustration. 

The featured parts of the new unit are a device which 
throws two sprays of water, through which the air 
drawn, providing humidifying treatment; and a tapering 
spiral passage in which the air is scrubbed and slowed 
down in velocity, and in which free water is removed 
from the air. It 1s indicated that the washed conditioned 
air leaving the latter passage is controlled as to purity, 
freshness, volume, velocity and humidity. From there 
it passes through the discharge header into the ducts. 
The unit is designed so that 1t can operate with any type 
of heating plant, and with the attachment of refrigerating 
coils in the water pan, can supply summer cooling and 
dehumidifving. A single power assembly, powered by 
4 h.p. motor ,operates the unit. Throw-away 
filters are incorporated into the unit, and it is indicated 
that fine pollutions in the air are removed by the water 

Utica Radiator Corporation, 2201 Dwyer Ave., Utica, 
N. Y. announces this new air conditioning unit. 


is 


type 





Pipe Thawing Device 


New Air Conditioner 


Device for Thawing 
Frozen Pipes 

An electrical device gwhich to 
in thawing frozen pipes has been announced recently. 
lt is shown in the accompanying illustration. 

The device consists of a 140 watt radiant heating unit 
encased in an aluminum housing which is so constructed 


1S designed be used 


that it can be clamped around the frozen pipe. It oper 
ates on 110 volt alternating or direct current. The 
resistance wire used to generate the heat is wound 
around porcelain insulators. 

Brownie Electric & Mfg. Co.,717 Franktort Ave., 


Cleveland, Ohio, announces this new device. 
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BARBER BURNERS 


Are an Index to the Quality of Any 
GAS Appliance! 


4144S this Appliance equipped with a Barber Burner?” 

How often have you heard that question asked about a 
Gas Appliance! Alert Appliance Manufacturers, sensing 
this trend, know that BARBER Burners smooth the path of 
sales resistance. They know that Gas Companies, Jobbers, 
Dealers, and the public alike have a justified confidence in 
anything that BARBER makes. BARBER has basic prin- 
ciples which CANNOT BE COPIED. Avail yourself of the 
complete and improved line of BARBER Burner Units, Gas 
Pressure Regulators and Controls. Write for No. 37 Cat- 
alog and revised price list. 








- 12%. "+ 
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Hi f No. C.U.-90 
| _ ? ' i) Barber Burner 

— — ery with Safety 
TINe iy I Alii, | 3 Pilot 
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No. P.U.-160 

Barber Burner 

with Safety 
Pilot 





No. C.P.-150 
Barber Burner 
with Safety 
Pilot 


No. S.P.-15 
Barber Burner 
with Safety 
Pilot 

— 





We are Gas Burner 
Specialists and offer 
you the facilities of 
our Engineering De- 
partment and Labora- 
tory on your Gas 
Burner Problems. 


‘ 
' 
. 
' 
‘ 
‘ 
’ 
' 





THE BARBER GAS BURNER CO. 
3704 Superior Ave. Cleveland, Ohio 
ss Michigan Inquiries t 
OF MICHIGAN 


Addre 
THE BARBER GAS BURNER CO. 
14475 Cass Ave. Detroit. 


Michigan 


BURNERS 
* 


(utomatic 
JET GAS 


a for Warm Air Furnaces 
Steam and Hot Water Boilers 


and Numerous Other Heating Appliances 
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AT, 
SARCO 


SARCO CO., INC. 











The first cost is the least important in the 
purchase of anything. It is the FINAL cost 
that counts. In the long run Sarco Radiator 
Traps are the cheapest because they last 
longer. 


The part that wears out first in most traps 
is the bellows which operates the valve. For 
constantly opening and closing a bellows of 
ANNULAR design eventually breaks the 
metal, as the movement is confined to only 
a few points. 


To overcome this weakness, the Sarco bel- 
lows is made of seamless HELICALLY cor- 
rugated bronze tubing, which operates like 
a spring. The spiral movement is so slight 
that it is scarcely noticeable at any turn of 
the tubing. Consequently a perfectly even 
distribution of the metal is obtained and there 
is less stress, resulting in much longer life. 


Another thing that adds to the life of Sarco 
Radiator Traps is the heavy brass body which 
eliminates danger of damage when installing. 


About the only other part subject to much 
wear is the seat, but that can be easily re- 
newed for a few cents. 


Our Catalog M-45 gives many other im- 
portant advantages. Write for a copy. 
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SARC 


183 Madison Ave., New York, N. Y. “yy, 
Branches in Principal Cities Your Pipe 
wit 
Sarco Canada Limited, Federal Bidg., SARCO 
Toronto, Ont., Canada PIPE SAVERS 











RADIATOR 


TRAPS 
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Primer for Chromium 
Surfaces 


A new primer for chromium surfaces which is de- 
signed to allow the metal to be lacquered or enameled 
has been announced recently. 

The new product is a clear primer which can be 
applied to the metal by spraying or dipping, after which 
it is baked. Some of the features listed for the primer 
are: it adheres to the metal, providing a foundation to 
the paint to be applied; it resists heat, remains flexible 
and permits engraving of the metal after application. 

Maas & Waldstein Company, 420 Lexington Ave., 
New York, N. Y., announces this new primer. 


New Boiler, Fan 


and Air Conditioner 

Shown at the bottom of this page are three more 
of the new products announced last month by American 
Radiator Company, 40 W. 40th St., New York City. 
The boiler for automatic coal firing is made in two mod- 
els, for either front or side stoker installation. It is 
equipped with a 100 gal. built-in domestic water heater, 
and has a firing chamber proportioned to provide for 
complete combustion of fuel and to permit a maximum 
heat transfer to the boiler water. It is designed so that 
the gas travel is four times the boiler’s length. Gauge 
glass and other trimmings have been recessed and 
trimmed in chromium, and the jacket, which is chrome 
green stainless steel, is lined with two in. of insulation 
to prevent heat loss. The boiler is made in four sizes, 
to handle installed radiation from 510 to 1,100 sq. ft. 
for steam, and 815 to 1,776 sq. ft. for hot water. The 
minimum coal burner capacities range from 20 to 42 Ib. 
per hour. The large fan shown is designed to be in- 
stalled to provide practical summer cooling, by the attic 
exhaust method. Another new air conditioning unit 1s 
also shown. This model is designed for use in large 
residential installations. 






Here are three more new products 
arfnounced by American Radiator 
Company at their recent sales con. 
vention. At the right is a boiler 
designed for stoker firing; below 
at the left, is an attic exhaust fan, 
and at the right, an air conditioner 
for large residences 
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New Information 


and Aids to Sales 


Catalog on 
Heating Equipment 

A twenty-eight page catalog on heating equipment 
has been issued by Burnham Boiler Corporation, Irving- 
ton, N. Y. Boilers, radiators, unit air conditioners, unit 
heaters, water heaters and accessories are listed. Tables 
on the ratings on the various items are given in the 
catalog, which is illustrated with photographs and cross- 
section views. It measures 81% by 11 in. in size, and is 
printed in colors. 


Bulletin 


on Fans 

Kisco Company, Inc., 4414 W. Papin St., St. Louis, 
Mo., has issued a thirty-two-page bulletin on the dif- 
ferent fans in its line. These include recirculator fans, 
exhaust fans, and standard mounted models. Photo- 
graphs of installations illustrate the bulletin, which 1s 
8% by 11 in. in size. 


Catalog on 


Accessories 

A twelve-page catalog and price list has been issued 
by Bell & Gossett Company, 3000 Wallace St., Chicago, 
Ill. The catalog covers the company’s line of water heat- 
ers, circulators, flow control valves, relief and reducing 
valves and similar items. Photographs and specifications 
of different sizes of each accessory are given. The price 
list is 8% by 11 in. in size, and is punched tor loose 
leaf binding. 


Folder on 
Air Filters 


American Air Filter Co., Inc., Louisville, Ky., has 
issued an eight-page folder on its line of air filters. The 
different types of filters in the line, including permanent 
and renewable filters, are shown. Specifications given 
include size, rated capacity, cleaning efficiency, and re- 
sistance to the air flow. Detail drawings showing sug- 
gested methods of installation and a page of installation 
recommendations are contained in the folder, which is 
8% by 11 in. in size. 


Practical 
Plumbing Book 


“Practical Plumbing,” a 365-page book, prepared by 
Howard T. Hall and published by Domestic Engineering 
Company, is a book for the plumbing contractor and 
sanitary engineer. It contains the fundamentals of 
American plumbing practice and helpful design data, 
which may be applied to any plumbing installation. Purely 
academic information is omitted in favor of practical in- 


formation, and only such theory as may be needed to | 


demonstrate the origin of a common practice is included. 
The book is bound in semi-flexible binding, and inay be 
obtained from Domestic Engineering Company, 1900 
Prairie Ave., Chicago, at $3.50 per copy. 
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AUTOMATIC HEATING 
and 
AIR( CONDITIONING 
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Oil Burners 


Boilers, Cast Air Conditioners 
(8 sizes) Iron, Steel (Oil, Gas, 
(Oil, Gas, Stoker) 
Stoker) 


S-N DEALERS PROSPER 


because 


|. There's an S-N product for 
every month in the year. 








Water Heaters 2. S-N neuer highest quality 


(Oil, Gas, —at competitive prices. 
Stoker) 


3. The industry recognizes S-N 
as pioneers and authorities 


in the field. 


4. A complete line of easy-to- 
sell accessories ‘‘opens up 
Room Coolers leads” for major equipment. 


and Central 
Cooling 
































Water 
Softeners 
(All sizes) 


Basement 

Sorinkler 

Stokers (for soft or hard Systems 
coal) (5 sizes) (A popular 


novelty that 
gets you into 
é prospects’ 


homes.) 














® Your territory may be open for 
this popular line. Write today for 
literature and interesting dealer 











proposition. 






SCOTT-NEWCOMB, INC. 


1923 PINE ST. ST. LOUIS, MO. 
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| Booklet on Coal 


Smartcraft A LEADER Processin 


|  Dustlix Systems, Inc., 715 N. Van Buren St., Mil- 
_waukee, Wis., has issued a thirty-two-page booklet on 
_ dustproofing procedure for coal mines, docks and yards, 

The text gives the history of coal dustproofing activi- 
| ties, and shows different types of apparatus used at the 
| present time. The booklet contains in addition technical 
| information on coal combustion and mechanical stokers. 
| The booklet is 54% by 8% in. in size. 


THAT Pp LEASES MADAM Folders on 


Metals 


You need a leader, a product that will get you into the i a 
oas American Nickeloid Co., Peru, Ill., has released two 

homes of your trade—it's Smartcraft. It's smart to carry | . ‘ = ia. a 

kitchen sink f + that looks th lity it] folders on its pre-finished metals. The folders list the 
— “ ee a ee ne ee different finishes in which the different metals are avail- 

The jaunty handle at an inviting angle—the raised spout | able, and contain sample strips of the metals—one be- 
—the heavy chromium plating—the 4 arm brass handles | ing crimped and the other flat chrome steel. The folders 
for sure grip all make Smartcrafts your entering wedge into | are both printed in colors, and measure 354 by 8% and 
the home—your LEADER. Insist that your wholesaler show | 3/2 by 8 in. in size, respectively. 


you a Smartcraft—it's quality. 
Folder on Water 


HAYS MANUFACTURING CO., ERIE, PA. | Economizer 
York Ice Machine Corporation, York, Pa., has issued 
an eight-page folder on its new self-contained combina- 
on he tion forced-draft cooling tower and refrigerant con- 
ecaee Pama denser, which is designed for either indoor or outdoor 
Gas Service Goods installation. Specifications, photographs and drawings 
terse: Mame | showing typical installations are included in the folder, 
Tapping Machines which also contains a table showing the savings in water 
cost. The folder is printed in colors, and measures 8% 


by 11 in. in size. 


Manufacturer to Wholesaler to Plumber 








Folders on 


Stokers 

Will-Burt Co., W. Main St., Orrville, Ohio, has re- 
cently issued two folders on stokers, one covering the 
domestic model and the other on the industrial type 
stoker. Both are illustrated with photographs of the 
stokers and of buildings and homes in which the stoker 
has been installed. The folders are printed in colors, and 
measure 8% by 11 in. in size. 


Mailing Piece 
on Anthracite 

Anthracite Industries, Inc., has issued a thirty-two- 
page mailing piece on the advantages of using anthracite 
coal. Comfort, safety, economy, convenience, and clean- 
liness are some of the factors considered in the mailing 
T piece. There is space on the back cover for the dealer's 

HE tool illustrated is presented in response to pop- | imprint. The mailing piece is printed in colors and meas- 
ular demand for a lightweight combination stock for a ai , . 

| ures approximately 5% by 8% in. in size. 


use with solid dies. 
Without sacrificing the durability of the stock, 


numerous openings have been provided, not only to Catalog Sheets 


prevent chip accumulation, but to allow the operator 
to apply oil freely on the pipe. on Valves 
Furnished with Nye No. 1 skip-tooth solid dies in Ni — — ” i fii eet Biles Weak 
two combinations—-*%” to 3,” and “” to 1”. b, ine cata Og S leets have been 1ssuec ry the ew O! 
Net Price complete, each $9.00 Air Valve Corp., 611-621 Broadway, New York, cover- 
ing ball check, siphon thermostatic, radiator, orifice con 
] ah " Reanie ' trol and air valves. The sheets contain specifications 
The NYE Tool & Machine Works pontine Mehaaga hen _— 
20 Full np : ' and dimensions of the various valves, and also give the 
4120-30 Fullerton Avenue, Chicago, IIl., U. S. A. | prices. The sheets are 81% by 11 in. size, and are printed 
in colors. They are punched for loose-leaf binding. 
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Booklet on Boiler- 
Coal Burner Unit 


A sixteen-page booklet on a boiler-coal burner unit 
has been issued by the Blue Coal Corporation, 372 
Central Ave., Newark, N. J. Photographs and cross- 
section views of the unit, and photographs of homes in 
which the unit has been installed, are included in the 
booklet, together with specifications and other data on 
the unit. The booklet is printed in colors, and measures 
814 by 11 in. in size. 


Folder on Copper 


Shower Pan 

The Cheney Company, Philadelphia, Pa., has released 
a four-page folder describing its new copper shower pan. 
Specifications for the pans, photographs and a drawing 
showing a typical installation are included in the folder, 
which is printed in colors and measures 8% by 11 in. 
in size. 


Comfort- Air 
Conditioning Booklet 


A twenty-four-page booklet on comfort air condition- 
ing has just been issued by American Radiator Co., 40 
W. 40th St., New York City. The booklet lists the seven 
functions of air conditioning, and contains photographs 
and cut-away views of air conditioning units and in- 
stallations made by the company. It also contains testi- 
monials from users of the company’s air conditioning 
systems. The booklet, which is printed in color, measures 
approximately 81% by 11 in. in size. 


Folder on 


Oil Burner 

Wayne Oil Burner Corporation, 102 Glasgow Ave., 
lt. Wayne, Indiana, has issued a four-page folder on 
its oil burner. Photographs of the unit, of an installa- 
tion, and of featured parts of the oil burner are included 
in the folder, which is printed in colors and measures 
approximately 8'4 by 11 in. in size. 


Literature on 


Air Conditioner 


Viking Air Conditioning Corp., Main and Center Sts., 
Cleveland, has issued three pieces of literature on its air 
conditioning equipment and accessories. One piece con- 
tains photographs and data on the air conditioning unit ; 
another, data on a humidifying attachment; and the 
third, performance and other data on the blowers in 
the company’s line. All three are printed in colors; two 


measure 814 by 11 in. and the other, 6% by 9%. 


Catalog on Copper 


Tube Sweat Fittings 

Chase Brass & Copper Co., 236 Grand St., Water- 
bury, Conn., has issued a twenty-four-page catalog on 
its copper tube sweat fittings. The line of couplings, 
unions, adapters, belts, elbows, tees, plugs, bushings, 
boiler fittings, valves, flanges, expansion joints, tools 
and materials are illustrated and prices for the various 
items are given. The catalog measures 8% by 11 in. in 
size, and is printed in color. 
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PATENTED FEATURES MAKE 
THE T/N Avie 


VISIT BOOTHS 163-164 
ATLANTIC CITY 
MAY 24th to 27th 





The T/N one-piece water closet with patented, exclu- 
sive features is actually the last word in water closet 
design. Notice how it smartens up a bathroom, and 
its low, convenient shelf always wins friends. The T/N 
is outstanding in quiet yet powerful flushing, and its 
sanitary features are certainly worth thinking about. 
Bear in mind the T/N needs no wall for attaching; you 
can plan a bathroom or powder room and place the 
T/N in a corner, beneath a window, even under a 
staircase. The T/N one-piece water closet is in keep- 
ing with all modern bathroom trends, and is available 
in a wide variety of colors. Yet you can include the 


T/N in the most modest of your home building budgets. 





PATENTED PATENTS PEN " 





interesting, complete and fully illustrated details on 
the T/N are yours for the asking. Just write to: 
W. A. CASE & SON MANUFACTURING CO. Founded 1853 
= Dept. F-37, 31 Main St., Buffalo, N. Y. 





| 1/N ONE-PIECE WATER CLOSET : 









NATIONAL ASSOCIATION 
OF MASTER PLUMBERS 
HOME COMFORTS EXHIBIT 
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: A. S. H. V. E. Guide 
yf |For 1937 
JUST TELLTHEM : _ The American Society of Heating and Ventilating 
HOW NEVER SPLIT | engineers has released the 1937 edition of the Guide, 
E MADE the fitteenth edition, which contains 44 chapters of 808 
SEATS AR ’ | pages of technical data and 316 pages in the catalog 
AND THE SALE | section, along with a listing of the members of the society. 
1S YOURS | Newly recognized standards have been reviewed and 
ES OUT added to the text section, maintaining the guide in its 
9 TIM recognized role of presenting authoritative, basic and 
OF fundamental data. Recent research developments have 
been summarized and added to the volume to make 
available for designing engineers authentic current and 
investigative results which might be of practical value in 
the held. Much of the data in the book has been revised, 
recalculated, added te or completely rewritten in the light 
of recent developments in the field. Some of the new 
material included in this issue come under the chapter 
headings of Humidification, Dehumidification and Water 
Cooling Equipment; Automatic Controls; Sound Con- 
trols; Air Distribution; and a new Bulkley Psychromet- 
ric Chart 1s included in an envelope attached inside the 
back cover. The book contains a total of 1,200 pages, 
and is bound in a flexible blue cover. Copies are avail- 
able at $5.00 each through the A. S. H. V. E., 51 Madi- 
son Ave., New York, N. Y. 


'—wwrites Erwin B. 
’ Knauer, Master Plumb- 
_ er, Milwaukee, Wis. 


Automatic Heating and 
Air Conditioning Catalog 


Preferred Utilities Manufacturing Corporation, 33 W. 
60th St., New York City, has issued a fifty-two-page 
catalog on automatic heating and air conditioning equip- 
ment, which includes boilers, oil burners, air condition- 
ing apparatus, and accessories for use with such equip- 
ment. The various items of the line are shown, and 
1. Seasoned 2, Two%"x7%” 3. With 8,200 4, The seat is | specifications are given. 


quarter - sawed mindy em J igen lbs. of pressure, now shaped | 
lumber is first ee ee ae h. © the two blocks ready for its 
sawed to rough oles = ari © two 
shape and bored blocks are then are forced to- sheet pyroxy- | Folder on 
7 in a power- gether and line covering 
l 


for two sturdy il hydraulic press joked insepar- with no plugs | Controls 
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reinfo . in < where they will be Mv Oe th inns ie 
screws or frigi made virtually in a y e or i - cei, i ms —. aii e , . 
ote same adlemie rina dil nag ogy ag A four-page folder on air meters, draft and filter 


gauges has been issued by Julien P. Friez & Sons, Inc., 


“STRONG GUARANTEE and NEVER-SPLIT | 4 x. Central Ave., Baltimore, Md. The folder describes, 
CONSTRUCTION MAKES SALES Automatically!” illustrates and gives prices of the company’s line of equip- 


Says Leading Milwaukee Plumber ment in this field. The folder measures 8% by 11 in. 


HAT Mr. Erwin B. Knauer of Milwaukee says about - 

NEVER-SPLIT seats is what is also said by practi- Bulletin on 
cally every plumber who handles them. But, no wonder | Unit Heaters 
they’re easy to sell. No prospect can fail to appreciate what . a 
wonderful values they are when shown the NEVER-SPLIT Trane Company, 200 Cameron Ave., LaCrosse, Wis., 
we omentent e Aswenn ——— a ane see — prmnagee has issued a four-page folder on its line of unit heaters. 
screws and making perfectly clear how these seats are boun Patch te 
to be free from ies Gustin od seats constructed the ordinary photographs, cut-away views, charts and descriptive mate- 
way. Neither sales resistance nor competition can stand | rial on the units and photographs of installations are tea- 
up against that kind of selling. Are you cashing in on this | tured in the bulletin, which is printed in colors. 
amazing self-selling feature? Why not get all the facts? 
Write for FREE catalogue today. 





Notice To The Plumbing Trade: Formula and 
Now that transportation facilities in and around Evans- Process Book 
ville have been fully restored, our factory is working at satel 7 
full capacity and all orders can be filled and shipped with- The Norman VW. Henley Publishing Co., 2 W. ASth 


out the slightest delay. 


| St., New York, has issued the 1937 revised and enlarged 

otlek edition of its book of formulas, processes and trade se 
7c crets. The book contains over 800 pages, and lists house- 
S, hold, workshop and scientific formulas, trade secrets, 

DT 9 OE RNA RAR etal chemical recipes and processes. The list price of the 


“Dept. C-10 Evansville, Ind. | book is $4.00. 
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NEWS of PATENTS 
Plumbing 


2,052,400. Welding Flux. March R. Moritz, Sale Moor, 
and Thomas C. R. Shepherd, Manchester, England, assignors 
to General Electric Company, a corporation of New York. 











2,055,878 
SELF-FLUXING SOLDER AND METHOD FOR 
MAKING SAME 


2,052,400 
WELDING FLUX 





2,052,399 
CONTROL DEVICE FOR SHOWER NOZZLES 








2,055,878. Self-Fluxing Solder and Method for Making 
Same. Sidney L. Palmer and Lloyd M. Beckes, San Fran- 
cisco, Calif., assignors to Federated Metals Corporation, 
New York, N. Y., a corporation of Delaware. 


2,052,399. Control Device for Shower Nozzles. Robert 





Want to eliminate the danger of scalding 


in your shower baths 


temperature? 











® No more slipping in a 
soapy tub or on a wet tile 
floor while trying to dodge 
a “shot”? of icy cold or 
scalding water—When you 
use a shower bath regulated 
by a Powers safety shower 
mixer the temperature re- 
mains right where you want 
it. You can really enjoy the 
thrill of a comfortable 
shower in absolute safety. 

























Why they’re more economical 
—~There’s no loss of time or waste 
of hot or cold water while waiting 
for a shower atthe right tempera- 
ture Powers mixers cost more 
~They’re worth more. 


Write for circular describing 
this remarkable shower mixer. 
The Powers Regulator Company, 
2716 Greenview Avenue, Chicago. 
Offices in 45 Cities — see your 


SAFETY 


POWERS SHOWER MIXERS 









and stop unexpected | 
changes in the water | 
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But that’s only one point 


ing time again. 
husky sump pumps and it stays sold and 
your first 
service calls, 


tinning and galvanizing, assure freedom 
from corrosion. 


no extra charge and a Double Pole Quick 
Snap Float Switch that never fails—exclu- 
sive with Uniflow. 
all the good points—that’s our catalog’s 
job and you can have a complete water 
system catalog by just asking for it. Write. 
PEERLESS JR.—i800 G. P. H.—$37.00—List. 
PEERLESS SR.—3000 G. P. H.—$63.00—List. 
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Hetherington, Sharon Hill, Pa., assignor to Devices, Inc., a 
corporation of Pennsylvania. 
2,055,813. Shower Head 

Louis, Mo. 

2,050,137. Plumbers’ Union and Method of Manufacture 
Thereof. John B. Walsh, Brooklyn, N. Y., assignor to 
United Superior Union Company, Inc., a corporation of New 
York. 


Brush. Claude F. Cassius, St. 


~ 











2,050,137 
PLUMBER'S UNION AND METHOD OF 
MANUFACTURE THEREOF 





2.050.042 
VALVE REGULATOR 








2,051,755. Pipe Wrench. William O. Thewes, North 
Ridgeville, Ohio, assignor to The Ridge Tool Company, 
North Ridgeville, Ohio, a corporation of Ohio 

2,050,042. Valve Regulator. Verner F. Davis, West 


assignor to Atlas Valve Company, a corpora- 


Orange, N. J., 
tion of New Jersey. 


SHALLOW 
WELL PUMPS 


DEEP WELL 
PUMPS 


SEPTIC 
TANKS 


CELLAR 
DRAINERS 


WATER 
SOFTENERS 


Melting snow, rain—and it’s cellar drain- 


Sell one of Uniflow’s 2 -ayennaee 


COMMERCIAL 


REFRIGERATION 


profit is safe from nibbling 


Bronze and Everdur Metals, hot dipped WATER 
COOLERS 


MILK COOLERS 


Uniflow includes discharge outlet pipe 


BOTTLE 


We can’t tell you of COOLERS 


DRAUGHT BEER 
COOLERS 


BEER PUMPS 


UNIFLOW MFG. CO., ERIE, PA. 











Hearing — 


(Continued from Page 65) 


stipulated quantities have been given by Kraft since 
1916, and that the pricing scheme now under attack 
because of the granting of quality discounts was pre- 
pared as a result of the passage of the Robinson-Patman 
Act in an effort to comply with the provisions thereof. 
An interesting point not brought out before is that pack- 
age products and salad dressing are replaced by the 
corporation if they become spoiled. It will be remem- 
bered that the Commission brought out that the small 
retailer could not afford to purchase in sufficient quan- 
tities to obtain the discounts offered because the prod- 
ucts would not keep long enough for him to sell them. 
Mr. Pound now stated that because of this practice of 
the company of replacing spoiled goods, any purchaser 
can buy $5.00 worth and thus obtain the discount. He 
went on to say that he does not feel that the giving of 
the discounts will have any effect to lessen competition 
among cheese manufacturers, because it is a promotional 
type of discount, and the Kraft Phoenix Cheese Cor- 
poration’s competitors’ prices are all lower than Kraft's. 
The 5 per cent did not change the pricing policies of re- 
tailers, according to Mr. Pound. As to loaf cheese, in 
particular, it was brought out that there was only one 
delivery made on the sale of the large quantities where 
) cents so that the expense of storage 
This witness 


the discount is 214 
and delivery is borne by the purchasers. 
also indicated that there was a difference in the unit cost 
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between delivering a box and a bundle (six boxes) of 
processed cheese. 

On cross-examination by the attorney for the Com- 
mission, Mr. Pound stated that the particular discounts 
established in this price list were fixed from general 
knowledge and experience in the business, and that the 
cost of delivery was taken into account. 

An assistant sales manager was next called to the 
stand, and he also said that in his opinion any retailer 
could obtain the discount. This witness gave the pre- 
vailing retail prices in the various types of cheese prod- 
ucts, described the different classes of retail concerns 
and pointed out that the spread in retail prices was 
caused by the additional service (such as deliveries and 
large accounts) furnished by the higher priced concerns. 
There is no relation, he said, between the special prices 
and the discounts. Another factor is the type of neigh- 
borhood. In the better neighborhoods packaged chees 
moves faster. With a more rapid turnover a smaller 
spread in price will produce more profit, and, hence, 
the retailer can sell at lower prices, it is asserted. 

The third witness for the respondent, who held the 
position of price survevor, testified that he saw no 





Note: J. C. Spence and Henry L. McIntyre of the Chicago law 
Robertson, Crowe and Spence have prepared the accompanying ini 
tion on the FTC hearings, especially for the readers of Domestic Ex 
NEERING, using as a basis, the testimony developed during the hea: 
Incidentally, Domestic ENGINEERING’S own stenographers were in ¢ 
attendance at these hearings to get verbatim reports of the testimor 

These same attorneys have prepared the summary of new complaint and 
answers appearing in this issue. This continues the work they have done 
for Domestic ENGINE®RING readers, which has appeared as a continuing 
feature in these columns during the past month, most notable of 
Was Mr. Egbert Robertson’s speech before the Illinois Master Plum! 
ers Assn., reported in full in the February issue. 





STOPPING LEAKS at FLANGES 


without disassembling the joint 


ICKING out weak gasket spots and [> 7) 

forcing Smooth-On No. 1 into their 
place, or if the leak is at a bolt, putting 
Smooth-On No. 1 under the bolt head and 
nut and tightening will often make an 
equally effective seal. 

Removing the nearest bolt and forcing 
Smooth-On No. 3 into the packing space 
is also excellent procedure. This may be 
done by closing one side temporarily with 
a wooden plug (Fig. 1) and forcing the 
Smooth-On into the other with a hammer 
and close-fitting rod or the Smooth-On may 
be filled in through a temporary stud drilled 
through the center to take a smaller rod, 
and crosswise with holes leading into the 
packing space (Fig. 2). Adjoining bolts 
may be treated successively. 

















The Smooth-On Handbook gives instruc- 
tions for many simple, effective and time THON 
saving repairs. Mail the Fig. 2 
coupon for a free copy, 
and get Smooth-On in 1 or 5-lb. can or 
larger pail from your supply house or UJ 
necessary direct from us. 
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for ENGINEERS 


Do it with SMOOTH-ON 


SMOOTH-ON MFG. CO., Dept. 12 


570 Communipaw Ave. Jersey City, N. J. 
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change in retail prices after the new price lists made 
the discount available to persons who had not previously 
received them. The prices in different types of retail 
concerns throughout different neighborhoods in Chicago 
were put into the record and did not seem to vary much. 

Next, three witnesses were produced who testified 
that many of the small retailers called by the attorney 
for the Commission from the Brooklyn area during the 
Eastern hearing were misinformed as to whether they 
had received or were entitled to a discount at all. It 
was also brought out that -in the poorer districts of 
Brooklyn packaged cheese was really a luxury, the re- 
tailer getting a high price but having a small volume. 
Another witness related the history of Kraft-Phenix 
Cheese Corporation’s activities in the cheese business 
and pointed out that the 5 per cent discount given on 
packaged cheese to those who purchased in quantities 
of $5.00 or more was a promotional discount given orig- 
inally mainly in return for display space or an increased 
effort to push Kraft’s cheese. Today it was said it is 
still vital to get the interest of the progressive merchant 
who will spend his money getting proper equipment 
and his time educating his clerks to follow up Kraft’s 
national advertising and radio campaign at the point of 
sale in the retail stores. 

The difficult problem of cost accounting then injected 
itself into the picture, with three accountants occupy- 
ing the stand the better part of a day. As predicted in 
the December issue of Domestic ENGINEERING this mat- 
ter of allocating the appropriate part of total cost to 
particular items seems to be the biggest burden of com- 
panies complained against under this law. The general 
auditor for Kraft-Phenix Cheese Corporation, who is a 
certified public accountant, testified that operating costs 
represented about 14 per cent of the gross revenue of 
Kadi and other Kraft subsidiaries. On each individual 
truck he estimated the cost of operation equal to about 
13.33 per cent of the gross sales made by the truck. 
The witness was then asked whether there was any ac- 
counting formula by which one could determine the dif- 
ference in cost of delivery when more than $5.00 worth 
of products was delivered at one store and the cost when 
less than $5.00 worth was sold to one store. He re- 
plied in the negative and went on to explain: 

“To start with, we would have the expense of oper- 
ating the truck for a week and to consider that over the 
various products carried in the trucks would mean some 
very intricate calculations in allocating the cost. From 
one truck they might sell every variety and from another 
truck they might sell only one. Then to divide the cost 
over stops with long stops and short stops. 
is different. 


very route 
lor instance, those who have and _ those 
who have not butter business. If you would attempt 
to get the cost per stop you would probably have to use 
among other bases some time schedule. You would 
have to have the stop watch on these drivers and in 
order to get a typical picture you would have to get it 
for almost all the 600 odd trucks because no one group 
Some of them 
run in metropolitan areas and some in rural areas. 
Some make 40 stops a day and some make only 7 or &. 


ot trucks could be considered typical. 


We do not maintain any statistics anywhere in the com- 
pany on costs of delivering loaf cheese or package cheese 
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EXCELSO Heater Installation by Tuffley Burner Corp., automatic heat 


paid for itself in the first eight months of opera 


dealers of Buffalo, N. Y 
tion —typical of thousands of money-saving EXCELSOS the country over. 


money |{]| }) 


® Tuffley Burner Corp.-—right in EXCELSO’S home 
town of Buffalo. -knows how to talk ‘‘money-saving’’ 
with EXCELSO Indirect Heaters. 


‘‘When we can show the owners of a 16- 








family apartment a write-off on the entire 
cost of an EXCELSO in eight months,”’ 
say Tuffley, ‘‘we make a quick sale anda 
neat profit. That's what we did with the 
job in the picture.” 


Remember there is an EXCELSO for any domestic 


water heating job--1 to 100 family capacity. 


Talk money-saving to customers and you'll make 
money for yourself. Send the coupon if you don't 
know EXCELSO. 


EXCELSO PRODUCTS CORPORATION 
57 Clyde Ave. Buffalo, N. Y. 


In Canada: Railway & Engineering Specialties, Ltd. 


Montreal Toronto Winnipeg 





EXCELSO PRODUCTS CORPORATION 
57 Clyde Avenue, Buffalo, N. Y. 


We can use some extra profits. Send us information on 
the complete EXCELSO line. 
FIRM 
ADDRESS 
BY 
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NEARLY A THOUSAND TONS 
O 


f 
CHESTER PIPE 












Danville, Ill.—V eterans’ Hospital 

Honolulu, T. H.—Navy Department 
Bldg. 

Montgomery, Ala.—Post Office Bldg. 

New Y ork—Dannemora Clinton Prison 

French Institute 

Health Center Bldg. 


IN THESE 
N 5 T A L L A T | 0 N 5 Williard State Hospital 
104th Field Artillery Bldg. 


Philadelphia, Pa.— Federal Reserve 
Bank 


Poughkeepsie, N. Y.—Hudson River 
State Hospital 


Saratoga Springs, N. Y.—State Job. 


Sour large orders, some small orders—but in all 
of the buildings listed above, Chester Pipe was ordered 
and installed. Whether your order is large or small, 
you can count on “Chester” for years of trouble-free 
service — for economical and dependable operation. 





GOOD ENOUGH METHODS 
ARE NOT GOOD ENOUGH FOR CHESTER 


SOUTH CHESTER TUBE CO. 
CHESTER, PA. 


New York Office: 30 Church Street 





San Francisco 
Houston 


Los Angeles 


Tulsa 


Pittsburgh 
Fort Worth 


CHESTER 
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or mayonnaise or any particular items on the truck—nor 
do we maintain statistics showing what it costs to make 
two stops or eight stops or fifteen stops. Due to the 
difficulties and doubtful value of the results, our operat- 
ing executives, when they found out how we arrived at 
these figures would probably not be willing to use them. 
All our costs are figured on a weekly unit regardless of 
the number of stops.” 

(): “What about the expense and the time in- 
volved 7” 

A: “Due to the number of tickets you would have 
to handle it would be very expensive. You would have 
to analyze thousands of those tickets—/5,000 a week. 
Very often they are hard to read, abbreviations are 
profusely used so that only people skilled in reading 
the tickets could be used in analyzing them.” 

Next an expert industrial investigator was called, who 
had had much experience in making exhaustive inves- 
tigations of the status of commercial concerns, many 
of them food concerns. This witness described the vari- 
ous types of retail merchants and concluded that differ- 
ences among individuals influenced competitive prices 
to a large extent: 

“It has a very great effect upon their practices as 
merchants. Ordinarily the credit and delivery retailer 
would and should have a larger margin and a higher 
price than the cash and carry retailer would ordinarily 
have. A super market in the grocery trade might ex- 
pect to operate on a closer margin and lower prices than 
the ordinary cash and carry retailer. The actual margin 
and actual prices always depend to a considerable ex- 
tent upon the type of store and the neighborhood in 
which the store operates, plus the immeasurable factor 
of the particular proprietor’s correctness of appraisal of 
the clientele he aims to serve.” 

Attorney for Kraft-Phenix Cheese Corp.: “In con- 
nection with observing the competitive position of the 
individual retailer, has the personal make up of the re- 
tailer anything to do with it?” 

A: “Yes.” 

(): “I direct your attention to the column, ‘Per cent 
of Gross Margin Based on Selling Price,’ and ‘Cost 
Per Package Per Retailer Not Receiving Discount,’ and 
directing your attention to the column headed, ‘Aver- 
age Retail Shelf Price... Do you have an opinion that 
the first column is or is not adequate for the price shown 
in the last column buying at the price shown in the sec- 
ond column ?” 

A: “I would say they are extremely satisfactory.” 

(): “Does the rate of turn-over of an article have 
anything to do with the final figure of the gross margin 
of profit?” 

A: “Yes. It has a great deal to do with the satis- 
factory margin. Of course, the average retailer does 
not figure turn-over very accurately or scientifically. 
He knows turn-over is an important element in his ulti- 
mate profit providing he gets something like a reason- 
able gross margin of profit. The average retailer 1s 
probably not able to figure how satisfactory this margin 
is. As the Kraft system of distribution should permit 
the average retailer to get a much better than average 
rate of turn-over so that at the same time he is getting 
what looks like an average or better than gross margin. 
he is doing well.” 
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or destroy competition among competitors of Kraft?” 
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©: “Considering the rapid turn-over of the cheese 
and salad products, what would you say about these 
gross profits?” 

A: “Considering the turn-over, I would say that 
they are excellent—better than average.” 

Attorney tor Kraft-Phenix Cheese Corp: ‘To what 
extent in your opinion is the price and discount policy 
of Kraft responsible for any variations in prices such 
as you have heard?” 

Witness: “Lf would say probably not at all.” 

(): “What factors do you think are responsible ?”’ 

A: “I think the local and peculiar circumstances of 
the retailer, his own judgment as to what margin of 
profit which should be satisfactory to him for the par- 
ticular period he may have in mind at the moment in 
building up trade, or what not. 

©: “You have, I presume, looked over the Kraft 
price lists that are in evidence and are generally familiar 
with their discount policies ?”’ 

A: “Xe.” 

(): “Upon the basis of your study of the Kraft busi- 
ness and on the testimony introduced in this case, and 
in view of your experience in the work which you have 
outlined, do you have an opinion as to whether the Kraft 
5 per cent or the price differentials on loaf cheese would 
or might tend to lessen, injure, prevent or destroy com- 
petition between retailers not receiving the discount and 
retailers who are receiving the discount?” 


DISCOUNT HAS NO EFFECT 


A: “I believe it would have no effect. In the first 
place the discount is small, so small as to be about the 
minimum that could be offered to have any promo- 
tional effect, and not large enough to have any sub- 
stantial effect upon the price policies of retailers as 
governed by the considerations, governed by their own 
circumstances. The discount is readily available to all 
retailers and because it 1s so small the purchases could 
readily be made, as testified by many retailers here, by 
almost any retailer who interested himself in building 
up his cheese and salad dressing business. It is not 
a discount large enough to incite a retailer to give it 
away. The amount is small and it takes a week or two 
to earn it. By giving more attention to that department 
than he gives to the run of mine products in his store. 
Secondly, it has a strictly promotional value and no rea- 
son for giving it away because it has to be earned.” 

Q: “IT show you Exhibit 4 of the respondent. What 
do you have to say as to the tendency of any discount as 
small as that discount amounts to lessen competition for 
retailers who do not receive it?” 

A: “IT would say it has no special effect because the 
prices testified to by retailers in this hearing have a 
range or difference that is considerably greater on in- 
dividual products than the differences shown in the 
last column, irrespective of whether they receive the dis- 
count or not.” 

: “Now on the basis of the evidence introduced 
and your own study of this business, do you have an 
opinion whether the 5 per cent discount on Kraft pack- 
aged cheese and salad dressings or loaf cheese price dif- 
ferentials would or would not tend to prevent, lessen 
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& CO. INC. 


Sole Agents 


in the U.S.A. 
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NEW YORK CITY 
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é™ glance at this sectional view of the 
SIEVERT Blow Torch will reveal to you its 
many superior features of design and con 


struction . . feat 


pioneered and developed during a period of 


more than 50 years. 


features identified by numerals: !. Easily 
changed platina cleaning needle. 2. Straight 
gas channels, without strainer gauze and 
readily cleared. 3. Upper rising tube of spe 


cial non-conducting alloy. 4. Safety valve, 
operating at 110 Ibs. pressure. 5. Powerful 
pump forming insulated handle, with acces 
sible valve. 6. Enclosed type pump valve, 
reliable and easily replaced. 7. Lapped hot 
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Boiler Tube Cleaners, Flue Brushes, Wire Heater 
Prushes, Eandy Cleaner Brushes, Fire Brooms, 
Track Brooms. 


Tempered Stee! 


The Worcester line is complete. 
Catalog gladly sent upon request. 


WORCESTER BRUSH and SCRAPER CO. 


10 AUSTIN STREET 


WORCESTER. MASS. 
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No. 855 


“MICRO” 
WATER BOY 
BOILER PROTECTOR 


Built entirely of Bronze, Nickel 
Silver, Monel Metal, Copper 
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1 
Lt and Brass. 
; Quick hook-up fittinc< simplify 
/] Y connection to water glass. 
* Four Styles—low priced to 
’ ; meet practically any require- 
ment. 
’ 4 ; 
' P, ee 
i’ * ” * 
| ositive Automatic Firing 
a The "MICRO" WATER BOY Boiler Protector 
Pie g. AUTOMATICALLY does three things— 
1. Feeds make-up water to boiler. 
2. Shuts off stoker or oil burner when water 
‘ leaves boiler. 





3. Shuts off motor if boiler pressure exceeds 





6 Ibs.—cuts in again at | Ib. 
1 Saves trips to the basement—saves cracked 
sections and burned boilers. 


SALES OPPORTUNITIES EVERYWHERE 
Write for Circular 3-D, which includes 


4 information on automatic humidifiers 
and other heating specialties. 


| MAID-O’-MIST, Inc. 
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A: “There again I would say it has no effect because 
the competitive condition of a manufacturer is a com- 
posite of many factors in relation to which this sort of 
promotional discount is of slight importance. We would 
have to assume that every other factor was the same 
between them—the same quality of goods—the same 
promotional effort—the same costs—the same plants— 
and that would so rarely be the case that the minor pro- 
motional discount would never become a big factor.” 

©: “You heard Mr. Pound’s testimony with respect 
to the prevailing lower prices of competitor’s cheese and 
salad dressing. Would those discounts or differentials 
tend to disturb competition ?” 

A: “I think that is answered by my last reply. It 
may mean, and very likely could mean, in the case of 
Kraft as compared with another concern for example, 
that the public acceptance of Kraft goods is so much 
greater, that, not having the same distribution, not hav- 
ing the same public acceptance, perhaps irrespective of 
whether he has the same cost or not, competitively he 
may feel compelled to get business by cutting prices. 
That is a common practice through all industries where 
there is inequality in the factors affecting the situation.” 

The 5 per cent discount given on a $5.00 purchase 
was characterized by this witness also as a promotional 
rather than a quantity discount. He said: 

“T think I would differentiate between the quantity 
discount and promotional discount in terms of the mag- 
nitude of the discount in question. If for instance, you 
had to build a house you would have to get a certain 
price for that certain house. But if you were asked to 
give 100 identical houses you would cut your price. | 
would call that a quantity discount. In this case, the 
discount is merely promotional. It is not enough to in- 
duce a retailer to do anything to his prices, but it is 
enough in a number of cases to incite a little more in- 
terest on the part of the retailer in handling Kraft 
goods.” 

On cross-examination by the attorney for the Com- 
mission, the following took place: 

Attorney for the Commission: “If this is used as a 
promotional discount, would not that have a tendency 
to draw that business to the person who is giving it 
‘Is not that the object of a promotional discount ?” 

A: “The object of a promotional discount is to fill 
in a niche, to complete the program of promotion. It 1s 
to cement the retailer as the last link.” 

QO: “And to get him to buy from you and to take 
that business from another manufacturer ?” 

A: “Yes, but you are in business to get more busi- 
ness.” 

QO: “But if you get a sale as a result of that promo- 
tion, it must follow that some other competitor loses 
that sale.” 

A: “Not necessarily. Kraft promotion is increasing 
the total volume of business.” 

Q: “In other words, some one may be encouraged 
to buy who may not have bought at all?” 

A: “That is true.” 

The last expert on cost accounting, a distribution 
consultant, also called the 5 per cent discount a promo- 
tional discount. He was then asked: 

Attorney for Kraft-Phenix Cheese Corp.: ‘Describe 
what you mean by a promotional discount.” 
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A: “That involves the necessity for a definition and 
brings us again to face what manifestly you have faced 
with all through the hearing—that we are dealing with 
what President Lowell calls the oldest of the arts and 
the newest of the professions. A great many prac- 
tices in business are extremely old, but the defining of 
them is still going on. That is one of the purposes of 
hearings of this sort. So that, I think when you say 
that this is a promotional discount, | am concerned with 
the necessity of defining what I mean by a promotional 
discount. Now it seems to me that we mean that the 
fact that the cheese business is a business which has 
nowhere reached saturation and the same is true of salad 
dressing. In other words, cheese and salads as con- 
sumed per capita in this country are very much below 
the averages for many other countries. They are not 
like coffee, in which the U. S. is the largest consumer 
in the world. It is not like many other products where 
new business must come from others instead of creat- 
ing the business. The line being in large stores and 
small stores alike something must be done to keep every- 
body as near as possible in the frame of mind where 
they want to promote the sale of these products. The 
instances you get of promotional discounts are numer- 
ous. You get them even in retail business where a 
price of 5 cents is not a quantity discount—it is try- 
ing to induce the person to extend himself a little. The 
same thing is true of collars at 35 cents and 3 for $1.00, 
or cigars at 15 cents and 7 for $1.00. In other words, 
you find in all of those the dominating element is not 
a quantity discount but an attempt to extend what might 
be the normal purchase to make a person reach for a 
little more than he would otherwise reach for, which, 
in the case of cheese seems to be one of the necessary 
features of keeping the business in a place where it will 
expand. If you want a definition of a promotional dis- 
count it would have three or four attributes. 1—It 
ought to be a figure which is attainable and something 
which is attainable as a result of exercising some pro- 
motional effort, not too great. 2—It ought to be a 
figure or an amount which is large enough to be interest- 
ing but not large enough to disturb the general price 
structure. 3—I think it ought to be available to any- 
body who wants to extend himself in the way of this 
promotional effort. 4—I think it ought to be something 
that is absolutely open and above board and known as 
a definite part of the policy of the company. 

“Those are my ideas of the essential features of a 
promotional discount as illustrated as some of these | 
have incited.” 

©: “Do you think this 5 per cent discount in view 
of the testimony given in this case complies with these 
definitions ?”’ 

A: “TIT should think it complied entirely with them. 
lt ought to have the effect of stimulating activity on the 
part of people who might be dormant or inert.” 

Attorney for the Commission: “Why do you say 
that the market in this country for cheese and_ salad 
products is not nearly saturated?” 

A: “T have watched this thing for a great many 
years and have seen the per capita consumption rise very 
rapidly. I have also watched what happened in oranges, 
bananas, lemons, raisins and a good many other simi- 
larly situated items of food which had high nutritive 
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Get Ready for the Gardeners 


Though the weather may be cold at the moment, Spring is 
ready to burst forth. 

Spring means gardeners—and gardeners call loudly for 
supplies. 

Get ready for them with the Consolidated line of high quality 
sprinklers, hose nozzles, faucets, etc. 

Popular items—prices moderate—profits excellent. 


Consolidated 
Hose Nozzles 








Consolidated 
Sprinklers 


Heavy brass casting—lasting—satisfactory 
Throws a fine mist spray that waters 
gently and thoroughly. Never needs ad- 
justment. Spray channels are a part of 
the cast body. 
May be used in 
multiple by re- 
moving end cap. 
Covers diameter 
of 28 feet. Spike 
type also avail- 
able. 





A very high quality hose nozzle 
—made from heavy brass cast- 
ings, accurately machined. 
Throws more water further. Ad- 
justable from a stream to finest 
mist. Positive shut off. 














Compression 
Lawn Faucets 


High quality cast brass—rough nickel 
plated. Long wearing compression disc 
—accurate threads for hose connection. 
Available in loose key type, or may be 
used as loose key faucet by removing 
screw holding wheel in place. 


Write for Catalog 


CONSOLIDATED BRASS CO. 


138 Summit Avenue Detroit, Michigan 








SPECIAL SINKS— 
any dimension 


Order Alberene Sinks of any dimensions 
to fill any desired spaces. Shipment will 
be made within one week from the receipt 
of order with complete details as to sizes, 
openings, etc. 
Non-absorbing and non-staining, Alberene 
Stone is ideal for sinks and laundry trays. 
Tongue and groove joints with hidden 
bolts, permanently cemented, have the 
strength, solidity, and tightness of one- 
piece units. 
As you know, Alberene is natural quar- 
ried soapstone. Acid-, heat-, and wear- 
resisting. It can be shaped, sawed, and 
fabricated in any desired shape or form 
without danger of chipping or spalling. 
Write for special price on the 
Alberene 44° Laundry Tray, 
plain and in Duco colors. 


ALBERENE STONE CORP. OF VIRGINIA 
419 Fourth Avenue, New York, N. Y. 
Quarries and Mills at Schuyler, Va. 


LBERENE 
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O plumber who has ever in- 
stalled them needs to be told of the ACME Faucet Washer’s superior 
qualities . .. these men KNOW. They know, too. that ACME Washers 
are important factors in eliminating faucet complaints. They know how 
effectively ACME Washers resist hot and cold water. They know that 
ACME Washers coe eens and allow a full waterway. They know 
that the use of ACME’s has an important bearing upon their prestige. 


Long popular among the trade in their familiar, brightly colored metal 
containers and in the ACME Handipak. ACME Washers are now avail- 
able also in the handy ACME Master Kit shown above. The Master Kit 
was designed particularly for the greater convenience of the plumber. 
Large enough to carry a complete assortment of washers in 8 
different sizes, all clearly indexed, the Master Kit is not too large to 
slip in his pocket or carry in his kit. It minimizes lost time on the job. 
Better order yours from your wholesaler today. 


LAVELLE RUBBER C0. 320 WEST ILLINOIS ST 


CHICAGO :: ILLINOIS 





Sleep at the Edge of the Atlantic Ocean! 


% PRESIDENT 
ATLANTIC CITY’S 


Distinctive Boardwalk Hotel 


Every Comfort is Yours at Moderate Cost 
at This Splendid Boardwalk Hotel. Five 
Hundred Rooms with Salt Water Baths. 
Turkish Baths, Solariums, Indoor Swim- 
ming Pool. Fall and Winter Reservations 
May Be Made Now 
tiful Housekeeping Apartments, Luxuri- 


for Rooms or Beau- 
ously Furnished. Famed European Res- 
taurant. Full Information and floor plans 
from 


W. H. ALBRIGHT, Manager 
Eight Miles of Glorious Boardwalk 
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value, which had an important and valuable place in 
the national dietary, but was not being employed at any- 
thing like a figure comparable with other countries. 
Now it seems to me highly probable that bulk cheese 
and salads with the doctors talking about their values 
and dietitians talking about their value, and with the 
consumption still low per capita, ought to be reason, 
and is reason,. Now, if the per capita consumption were 
proportionately as high as it is in the case of coffee, 
then giving that discount to stimulate its per capita con- 
sumption, would have much less active response than 
you get with either salad or cheese.” 

©: “The per capita consumption of cheese and salad 
is low as compared with European countries ?”’ 

A: “I made a study a number of years ago and at 
that time the per capita consumption in this country 
was about one-fifth that it was in Switzerland or Hol- 
land and materially less than it was in England, France 
or Italy.” 

©: “Would you say the increase in the consumption 
of cheese would have any effect on the consumption of 
meat ?” 

A: “Of course, the ramifications of competition are 
so complicated that I do not want to hazard an opinion 
on that. Of course, there would be some relationship 
like the relationship between the consumption of gaso- 
line and silk stockings.” 

©: “The analogy between cheese and meat would 
be close, would it not?” 

A: “Tt might be.” 


ALL THE EVIDENCE OFFERED 


This concluded the evidence that has been offered so 
far by the respondent corporation. The attorney for 
Kraft-Phenix Cheese Corporation renewed his motion 
that the case be dismissed based on the same ground as 
a similar motion he made at the close of the Commis- 
sion’s evidence. As Commissioner Diggs indicated, the 
trial examiner had no authority to pass upon such a 
motion and that matter will be taken up at the time the 
case comes on for final hearing before the Commission. 
After the respondent rested, the attorney for the Com- 
mission asked for five days within which to determine 
whether or not he will offer any evidence in rebuttal. 
and that is the way the case stands at the time this 
issue goes to press. 

Under the procedure already outlined the matter wil! 
vo to the full Commission for a decision after the re- 
port by Trial Examiner Diggs. How long this will 
take cannot be predicted. 

‘rom the evidence produced by both sides it seems 
clear that the main issues remaining for decision are as 
follows: 

(1) Whether the activities of the respondent cor 
poration fall in interstate or intrastate commerce. 

(2) Whether there has been a discrimination in 
price so that some purchasers were unable to obtain thi 
discount. 

(3) Whether the discount, if obtainable by 
purchasers only, has had any effect upon competition. 

A decision on these points will be helpful in crystal 
lizing the meaning and effect of the language of the 
Robinson-Patman law. 


SOME 
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Yes and No— 


(Continued from Page 67) 
Chicago inspecting the condition of the plumbing in the 
toilet rooms of the stations. He then submitted his 
estimate. To cut the story down to its bare essentials, 
he got the job for 51 stations in the Chicago area. 


When the job was finished, Mr. Stanley went back | 


to the company and said there was still one possibility 
for customer appreciation which had been overlooked— 
the matter of drinking fountains. Where fountains 
existed in stations, they invariably were located in ex- 
posed spots where the sun beat upon them in summer 
and natural refrigeration was provided in winter, but in 
no case were there drinking facilities in the toilet rooms. 
The only argument that was raised was over the proper 
type of fountain which should be selected. The question 
of who should make the installation and whether they 
should be installed already had been settled by the favor 
with which the public had greeted the new toilet rooms. 

There were certain definite qualifications which the 
company set up for drinking fountains to be installed— 
they must conform to existing plumbing codes ; they must 
have maximum efficiency and beauty; and they must be 
fool proof. One thing had to be watched very closely, 
the design could offer absolutely no possibility of injury 
to a patron and thus leave the way clear for damage suits. 
So Mr. Stanley went to work and installed a fountain 
which had all of those features. 

Today there are 400 of these drinking fountains in 
operation in this gasoline company’s service stations. 
Their installation and reception by the motoring public 
has focused the attention of other gasoline companies on 
the work which Mr. Stanley has done. Since it is a 
highly competitive field, no station can offer more con- 
sumer appeal than another without causing sales con- 
sciousness on the part of the second station. Conse- 
quently, the work he has done for this gasoline com- 
pany has proved to be Mr. Stanley’s best salesman. 
Other companies have shown interest in remodeling toilet 
room facilities in their stations and are looking to Mr. 
Stanley for advice. The original sale of wall tile has 
gone around to toilet room modernization, around again 
to the installation of other plumbing, and around yet 
again to increased sales opportunities for wall covering. 








The Result— 


(Continued from Page 71) 


display at the front of his showroom for two weeks. 


In that period he received six inquiries and made three | 


sales of cabinet sinks. Nor is that an unusual case. 

At the present time, Mr. Hildeman has the window 
display which was described in last month’s issue of 
Domestic ENGINEERING as the central portion of his 
window display. 
show window directly under the neon sign of the store. 
A long narrow shelf runs in front of the display and 
on it has been arranged a display of swingspout faucets 
and other items of equipment which very definitely tie 
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Priced at $11.25, with four sets of dies, the BEAVER NO. 8-R threads 


1, 1%, 1% and 2-inch pipe. A real ‘‘easy-worker’’! Patented centering 
device—no bushings. Straight line pull directly on die heads. Sold by 
leading supply houses all over the world. Ask for BEAVER NO. 8-R—and 
accept no substitute! 


BEAVER PIPE TOOLS, 337 Dome Ave., Warren, Ohie 
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HOTEL PHILADELPHIAN 
FORMERLY HOTEL PENNSYLVANIA 


Highly recommended 
by experienced travelers the world 
over for its warm hospitality; its excel- 
lent cuisine served in comfortably Air- 
Conditioned Restaurants; its convenient 
location to the business section; 
and its unlimited parking facilities. 


600 ROOMS with both from *2.50 up 
DANIEL CRAWFORD, JR. 
MANAGER 


o9'™ ann CHESTNUT STREETS 
PHILADELPHIA, PA. 
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THE PUBLIC DEMANDS 
QUALITY! 


Chalmers has it 





in with the caption on the display, “Start the Easter 
Parade from a Modern Home.” 

As has been indicated, the area which Mr. Hilde 
man serves is a suburban one. A number of country 
clubs are in the immediate vicinity and most of these 
















































































; \4 clubs have residential property on which members have 
r F built or are building homes. ‘These clubs naturally are 
ook not connected to city water mains or sewers. The own- 
ers of residences on such property are, however, in 
17 YEARS of active experience! Used | : the higher income brackets and desire all conveniences ; 
J . . * . : . f. 2 
_ rica. Carries Underwriters and New York consequently, there 1s a ready made market for domes- 
a City approval. Used by the U. S. Govern- - ilies a ens en » Sie ote : , 
ee is ment. Adapted to Boiler-Burner and Fur- tic water systems and septic tank installations. Mr. 
nace Units. New literature available for in- oe ——e on 
rennet: We wots, eet tea shales Hildeman has capitalized on both. | 
Ef. letterhead, it stimulates us! Around Chicago Heights, the market for domestic 
soa) fe CHALMERS OIL BURNER C 1245 Central Avenue water systems is not confined to the rural districts, since 
hate: B . MINNEAPOLIS, MINN. nen apna , aie i 
: | that city’s municipal water supply is extremely hard. 
| SUPPLY OF A number of residents within the corporate limits of 
' —___ ee eee , > a 4% : sie » Tr » « — 
B 3% GET YOUR SUI the city have purchased domestic water systems in order 
7 to get away from this condition. 
) Enough already has been said about Mr. Hildeman’s 
‘+. ese . He : rate - ic a0 
i PLUMBERS’ merchandising methods to indicate what his approach 
SPECIALTIES OW was towards securing a healthy portion of the domestic 
water supply business in his community. A prominent 
Are you prepared for what _ 
: promises to be your busiest place on his showroom floor has been reserved for the 
it season in several years? Why ~ aol ali uae . : 
| hold up your jobs for want display of such systems. Grouped about the equipment 
| of -— of these specialties? are tl r Ss , whicl . * t 
j . tt it . . . . 
p aadnent ok ummbes’ ane sible. A shiny cabinet sink, a lavatory, water closets 
cialties that will prove an ‘ wee a - a : p L. - lita 
i asset in any emergency — a and faucets encircle the display of the water systems. 
real insurance against lost . wternal aidc_ . , .. : P ar. 
SS ents he tae wee With no exte rnal aids—no copy, no signs and no appar 
HINDLEY MFG. CO ent salesmanship—the whole story of running water 
‘ " convenience is told to every passerby by this location of 














Naturally this placement of displays was not acci- 


For Efficiency..Strength dental, but the results of a carefully worked out mer- 
_ Durability . . Economy chandising plan. In a recent period, Mr. Hildeman 

sold five domestic water systems—three in Chicago 
E-Z RADIATOR €E-Z SEVEN-IN-ONE 


Heights, because of the hard water condition existing 


HANGER CONCRETE INSERTS there, and two in rural districts. Mr. Hildeman be- 


Orders shipped on Only one size is needed lieves that a great volume of his work in this and fu- 
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| late of receipt re for all size pipe hang , : ' a . 
| poe ea omaites axe. whaler usinn bine ture years will come as the result of first selling domes- 
| Used by leading ar- or rod. tic water systems and thus making possible the sale of 
| chitects, contractors Easily 


complete plumbing installations. 











and U. S. Govern- ad just- ae _ , 
- ment. Quick, easy in- able with Che utility company in the area has just adopted a 
~ . Adjustable lay f . ° . . ° a 
| a. Aes ey ee pdlicy of extending its power lines to communities not 
horizontally and ver expan- - > | ; 
| tically. sion. previously served. Here again, a new market is being 
| ® Write for Details opened for Mr. Hildeman. Already, before the lines 
| HEALY-RUFF COMPANY, 770 Hampden Ave., St. Paul, Minn. have been strung, three Imnquiries have come in from 
| Also Manufacturers of E-Z Lavatory Hangers | 
apm Scien 
i TIME REQUIRED 5 SECONDS 





Loosen 3 wing nuts .. lift off upper structure 
. Slip on extra handle . . and you have, for 
use in any position, a heavy duty blow torch 
for thawing and for melting lead from _ soil 
pipe. A simple, fast heater . . 206 Ibs. solder 
melted in 7 minutes, 40 Ibs. in 10 minutes. 
Flame finely controlled, 2 to 10 
in. length. Operates 4 to 6 hrs. on 
1 gal. gasoline. All parts ac 
cessible. Ask for details. 
Price $8.25. 


FLOATS MUST 
STAY ON THE JOB 


—and they will if they’re Reichert Solderless Heavy Gauge 
Sheet Copper Floats. The patented seam and spud construc 
tion makes them the world’s strongest. Thoroughly inspected 
and tested and guaranteed leak-proof. Write for folder on 
’ complete line of floats and rubber tank balls. 
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residents in the region which is to be electrified. Such 
inarkets as this will continue to*open up from year to 
year, Mr. Hildeman believes, since the spread of pop- 
ulation out of Chicago is turning existing farm land into 
real estate developments and changing real estate devel- 
opments into incorporated villages and towns. Nat- 
urally, where population goes, electric lines will follow. 





New Complaints— 


(Continued from Page t4) 


clubs and other savings systems with violations ot Sec- 
> 


tion 5 and Section 3 of the Clayton Act as well as vio 
lations of the Robinson-Patman Act. It is alleged that 
the respondent falsely represents it has the sole right 
to the use of the phrase “Christmas club”; that it falsely 
represents that it manufactures and prints the system 
which it sells; and prints the system which it sells; that 
it falsely represents the amount of money spent in devel- 
oping the Christmas club, all of which constitute unfair 
methods of competition in violation of Section 5 of the 
Clayton Act. Section 3 1s alleged to be violated by selling 
these systems on the condition that the purchaser shall 
not deal in systems of competitors of 
2 


ee 


respondent, and 
Section 2 1s said to be violated by discrimination in price, 
but the price scale thought to violate this section 1s not 
set forth in the complaint so that for our purposes this 
complaint does not add much to the picture. 

There are also several new answers now on file. A 
manufacturer of women’s hats has answered alleging 
that all of the sales of hats are made in New York City, 
and that it is not engaged in interstate commerce. The 
answer also denies that there has been any discrimina 
tion in price and alleges that its customers are satisfied 
and have received the goods contracted for. 

Another 
since our last issue. 


cosmetic organization has also answered 
The manufacturing corporation has 
denied that it sells or distributes cosmetics in commerce 
among the several states and denies that there has been 
discrimination 
complaint. 

The distributing corporation alleges that it does not 
know whether its customers are in competition with 
each other or not, and says that whatever differences in 
price may exist are not discriminations. The price dis- 
counts set forth in the complaint are denied to be cor 
rect, and it 1s also urged that any price discrimination 
does not affect competition.. This respondent admits 
paying up to 50 per cent of the amount actually spent 
by its customers in advertising the products of respon- 


any by it in price as charged in the 


dent, and that the only deviation from the price is made 
in the case of several customers for whom it is neces- 
sary in good faith to meet an equal service furnished 
by competitors. Otherwise, all services or facilities are 
offered to all on proportionally equal terms, it is said. 
In addition, this respondent asserts that the use of push 
money demonstrators and advertising allowances 1s well 
established as a trade practice in the cosmetic industry, 
and from an economic standpoint are fair and sound 
trade practices that do not stifle competition and are 


not unfair methods of competition and have no effect 
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PERFECT 


FOR BRASS PIPE 


Thread up to 2” with one hand. You'll like 
the way they handle— ou'll like the results. 
Each die stamped for "Brass Pipe Only’’ for 
your protection. 


ARMSTRONG ‘“‘Kalorized’’ Dies are available 
for all MODERN PIPE... Write for Literature. 











PUSH PIPE with a GIANT PIPE PUSHER 
Save 80°), of your trench digging 


This remarkable machine will lay pipe 
or conduit up to 15” in diameter for 
less cost than any other method 
that can be employed. Compact 

. easily handled ... pow- 
erful . . . rapid in operation 
economical in cost. 








Write today 
for catalog 
and prices. 
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Slater Mfg. Co., Wakefield, Mass. 
U. S. Distributor 
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New York Office: 
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upon interstate commerce, as most of the sales of re- 
spondent are to retailers who engage in intrastate busi- 
ness only. It is also charged that the Robinson-Patman 
Law is unconstitutional. 

The answer of the corporation operating a national 
chain of grocery stores which has been charged with ac- 
cepting advertising allowances in violation of Section 2 
(c) of the Robinson-Patman Act admits receiving non- 
discriminatory discounts available to all purchasers on 
proportionally equal terms. It is asserted that the re- 
spondent merely exercised its right to buy on the best 
terms possible and was in each instance assured that 
those terms were available to others in respondent’s 
situation. A schedule is attached to the answer show- 
ing that all the buying transactions made by it within 
the period mentioned in the complaint and showing the 
discounts received which are listed in three categories: 
cash discounts, label discounts and “‘swell’’ discounts. 
The label discount being given because respondent fur- 
nished the labels to be used, and the “swell” discount 
being given because the respondent assumed the risk 
incident to improper canning which results in a “Swell” 
of the can. It is also charged in some detail that the 
anti-price discrimination law is unconstitutional for sev- 
eral reasons, which are highly technical. 

Thus, the enforcement of the Law continues with 
new issues being joined every month by the Federal 
Trade Commission and the companies complained 
against. The two new hearings should adduce much 
testimony of interest to all industries, and we will en- 
deavor to keep our readers posted. It is through these 
Federal Trade Commission hearings that the ground 
work is laid for a final determination of the effect, 
meaning and validity of this Law by the Courts. 


Patman Interview— 


(Continued from Page 65) 
a free and open basis and is conducive to a monopoly. 
Congressman Patman stated it had been found that this 
is an evil which neither the Clayton Act nor the Robin- 
son-Patman Act touched upon. 
The Congressman suggested that this bill, which pro- 
poses to amend the Clayton Anti-trust Act, prohibits 
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a replaceable cleaning pin and a jet 
block which can be renewed after long 
use. 

Cheap torch burners have the jet 
block cast integral. When the jet or- 
ifice becomes oversize, the burner is 
useless. 
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reciprocal buying only where the effect of the agree- 
ment or understanding “may be substantially to lessen 
competition or tend to create a monopoly in such line 
of commerce, or to injure, destroy or prevent competi- 
tion between competitors in such line of commerce.” 

A second bill has just been introduced by you for the 
purpose of preventing manufacturers from selling at retail 
to consumers. What is the purpose of this act, and how 
will it affect industry in general? 

Congressman Patman discussed this by saying that 
this bill is designed to empower the Federal Trade 
Commission to prohibit manufacturers from selling at 
retail in competition with their retail customers, ‘where 
the effect of so offering for sale and selling such com- 
modities at retail to consumers may be substantially to 
lessen competition between such manufacturers and his 
customers, or tend to create a monopoly in such line of 
commerce, or to injure, destroy or prevent competition 
by a customer or customers of such manufacturer, as 
customer is hereinabove defined.” Congressman [lat- 
man emphasized that the Federal Trade Commission 
under his new bill would be given authority to issue 
cease and desist orders, where the sales at retail by 
manufacturers lessen or destroy competition or create 
a monopoly in trade. Mr. Patman also called attention 
to the definition of unfair competition as meaning in his 
bill, sales at retail by manufacturers where the effect 
of such sales is found to be within the conditions men- 
tioned in the foregoing quotation. 

Mr. Patman, a news release from Washington, D. C., 
dated February 22, stated that responsible officials said a 
new wage and hour program, now under consideration by 
President Roosevelt, implied that there would be relaxa- 
tion in the enforcement of the Robinson-Patman Price Dis- 
crimination Law. Informed persons are supposed to have 
said that the proposed industrial program, formulated by 
White House advisers, would revamp your Law in line 
with a suggestion to set up voluntary fair trade practice 
agreements among business men. In addition, they said 
that the present maximum criminal penalty of one year 
in jail for price discrimination probably would be elimi- 
nated, together with a provision permitting the collection 
of three-fold damages by competitors when the Act is vio- 
lated. The Law also would be revised to wipe out the 
stipulation that an accused violator is presumed guilty until 
he establishes his innocence. 

Under the projected industrial plan, according to the 
source of information we have in mind, a government 
agency, probably the Department of Commerce, would join 
business men in drafting voluntary trade practice agree- 
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adopted this thermometer for constant use. 
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dependable 24-hour temperature records. Com- 
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EVERLASTING 


Wyckoff’ Redwood Steam 
Pipe Casings are the perfect 
insulation for underground 
steam or hot water lines; 
the perfect frost-proofing for 
exposed pipes. 

2”, 3” and 4” thicknesses— 
Sizes 2” and up. Lengths to 
12 feet. Practically indestruc- 
tible, with low heat transfer 
facter. Cannot rot, shrink, 
swell, warp or leak. Unaf- 
fected by worms, ants and 
termites. Tenon and socket 
joints. Tin lined for steam 
pressures over five pounds. 
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A. WYCKOFF & SON CO., Home St., Elmira, N.Y. 


6 Oe. 6 Oe. ee oO, 6. 


O-SOL 


Quality Merchandise 
DOES MOST TO STIMULATE 


Consumer 
7) 


Confidence 
‘ayeaeee’ 








COPPER 
FLOATS 








Ss 4’x5’ Oval Float 





5’ Round Float Incorporated 1907 


THE AYLING & REICHERT CO. 
3047 N. ERIE ST. TOLEDO, OHIO 























Quick Service 


When you want replacement Push Nipples quickly 
—think of Parmelee. Orders shipped the day re 
ceived. Complete stock. Push Nipples to fit any 
style, type or size of cast iron radiation ever made 
in this country. Exact fit guaranteed. Send sam- 
ple or sketch giving accurate dimensions. Rust- 
resistant finish if desired. Also boiler nipples. 


PARMELEE MANUFACTURING CORP. 


P. 0. Box 1217 Frankfort, New York 
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GOLDEN STATE WASHERS 


are manufactured from the highest 
grade of rubber obtainable — no 
adulterants or fillers are used — 
hence GOLDEN STATE Washers are 
flexible enough to provide easy shut- 
ting-off. without chattering, yet rigid 
enough to withstand wear and prevent 
undue scoring. 


The special rubber compound from_ which 
GOLDEN STATE Washers are individ- 
ually molded resists the ravages of hot 
water. steam and abrasion. This means 
longer washer life and a saving for 
you in the ELIMINATION OF EX- 
PENSIVE “CALLBACKS.” 
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Charlotte, N. C. Los Angeles, Calif. 
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less COPPER PIPE and FITTINGS, and 
for ail small soldering jobs. 


BETTER THAN 


OPEN FLAME SOLDERING 


FASTER—Heats quickly, on two sides of 
pipe at same time. 
SAFER—Danger of burns or fires reduced. No need for goggles— 
no eye strain. 
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tact with the pipe. No fuel to buy and carry around. 
PORTABLE—Carrying and storage case furnished making it easy to 
carry from one place to another. Write for fiee trial. 
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The Warnock wrench is easy to adjust. The strap is arranged in such a 
way that it can be drawn absolutely tight in one movement. Notice 
too, that this strap is triple folded at the point of greatest strain. 


For chrome, brass and nickel plated pipe 


WARNOCK MFG. CO., Worcester, Mass. 
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ments. The program also would outlaw excessively low 
wages and long hours. What is your understanding of this 
later move, and is there any basis of fact in it? 

“The general rule of law is that if you are contend- 
ing, you are exempt from the provisions of the general 
law by reason of an exception to the law, the burden 
of proof is upon you. That is the reason these excep- 
tions are placed there, namely, so that one claiming ex- 
emption from the general law will have the burden of 
proof on him to show that he comes within one of the 
exemptions of the law.” 

As for the present maximum criminal penalty, Con- 
gressman Patman called attention to a portion of his 
speech in congress on February 25, as reported in the 
Congressional Record. It is as follows: 

“T am not going to agree to any change in this Law. 
It is working too well in the interest of the people, and 
any change that is proposed I expect to fight just as 
hard as I can. I know that those Members of the 
House who are entitled to equal credit for the passage 
of this law will do likewise. I do not believe such an 
amendment would have a chance in this body. I do 
not believe such an amendment would have a chance in 
the other body, and I do not believe the President 
would be in sympathy with such a proposal, because, if 
that three-fold provision is stricken out of this Law, 
then the big concerns can go back and do like they have 
always done before in destroying the independent mer- 
chant.” 





Werner’s Talk— 


(Continued from Page 73) 


home listening to the radio. After a speech by some 
learned gentleman in whom I had no interest at all, 
Cab Calloway’s band was announced, and the first piece 
he played was the ‘Organ-Grinder’s Swing.’ ‘Ah,’ | 
said to myself as I heard the music, “That’s the idea for 
me.’ And I decided to convey my ideas to you by 
showing you the similarity between the organ-grinding 
industry and the plumbing industry. As I go along in 
the development of this similarity you will recognize, 
I am sure, many familiar figures. I think it won't 
overtax your imagination to draw from the similarity 
certain lessons of value to you. My intent is not pri 
marily facetious, although there is something essen- 
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tially humorous about both the organ-grinding industry 
and the plumbing industry and, as Puck used to say, 
‘A little nonsense now and then is relished by the best 
of men.’ 

“All of you who were raised in cities remember the 
beginning of the organ-grinding industry, just as well 
as you who have been in the plumbing industry a long 
time remember its humble beginnings. The old organ- 
grinder was an ingratiating soul who went up and down 
the street with his little instrument, playing a single 
tune. The first time people heard ‘Sweet 
O'Grady,’ or whatever the tune was he played, it struck 
them as a novelty that the black box could emit sounds 
so sweet. But the organ-grinder’s repertoire was lim- 
ited, and sooner or laser people got tired of ‘Sweet 
Rosie O’Grady’ and no longer raised the windows to 
shower pennies and nickels on the organ-grinder in the 
street. 

“Being primarily a merchant, the organ-grinder real- 
ized that the tune he was playing ceased to inspire the 
shower of nickels, so he added a second tune and 
third tune, and eventually a fourth tune, in the little 
organ. But these, too, soon fell upon jaded ears, and 
the organ-grinder was up against it. Then came the 
revolutionary idea which changed the entire organ- 
grinding industry, and brought showers of coins on the 
fortunate inventor. I don’t know the name of the 
genius of the organ-grinding industry who solved the 
problem first; but I do know that his name should go 
down in the records of that industry to be remembered 
until the end of time. This unknown man to whom I 
refer was the first organ-grinder who used a monkey 
in his business. 

“You remember the first time you saw the monkey. 
He wasn’t just a plain, naked monkey. He was a 
dressed-up monkey, with red pants and a little bolero 
jacket, and he wore a cap which was fastened to his 
head with an elastic band. The organ-grinder turned 
out his tunes and sent the monkey up to the second- 
story windows to collect the pennies and nickels. It 
was a well-trained monkey, and every time anyone 
gave him a penny he tipped his hat. This obsequious 
attitude and this courtesy were very pleasant to the 
public, and they showered their largess on him. But, 
one thing was noticeable. As soon as the monkey got 
the coin, the organ-grinder jerked the string, the mon- 
key jumped back on the organ, and the coin he had 
garnered through his courtesy and skill was extracted 
from his pocket by the organ-grinder. 


Rosie 
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“Soon other organ-grinac;s, observing the success 
of this pioneering genius I referred to, got monkeys, 
too; and it was difficult to leave one’s windows open 
in any city without literally being inundated with 
monkeys attached to strings, pulled by the dexterous 
It wasn’t the music, it was 
the monkey that got the coin. It wasn’t the soul-melt- 
ing strains of ‘Sweet Rosie O'Grady.’ It was the melt- 
ing eyes of the litthe monkey in the red jacket that 
caused even hardened skinflints to loosen their purse- 


hands of organ-grinders. 


strings. 
“*Well,’ you may say, 
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jerked the rope, pulled the monkey back into the store, 
and took the coin from his pockets. There was noth- 
ing left for this type of master plumber, because there 
were so many others on strings just like him that the 
price was just about enough to pay for the material. 
His own labor went unrewarded. This, of course, was 
of no concern to the organ-grinder wholesaler. He got 
his. Why worry about the monkey master plumber ? 
“There are thousands of organ-grinder-monkey mas- 
ter plumbers today—all of them on strings and all of 
them turning over the 
coins they collect to the 





‘What has all this to do 
with plumbing?’ Ill tell 
you. There is a very close 
between the 
industry 


similarity 
organ-grinding 
and the plumbing indus- 
try, as we see it about us 
There are 


every day. 


many master plumbers 
who are nothing but or- 
gan - grinders’ monkeys 
just as there are, fortu- 
nately, many master 
plumbers who are as free 
as monkeys in the prime- 
val forest. But it is the 
organ - grinder - monkey 
type of master plumber 
to which I call your at- 
tention, because he is the 
man who not only needs 
help himself, but is mak- 
ing life miserable and 
unprofitable for the mas- 
ter plumbers who are 
free. The wholesaler, and 
and to a lesser degree 
certain manutacturers, 
are the organ-grinders of the plumbing industry. 

“It is they who in years gone by played sweet tunes 
through their advertising of the wonders and comforts 
of plumbing and heating. These messages in the past 
had an element of novelty and charmed the ultimate 
consumers to a degree which even we, as master plumb- 
ers, did not always realize. People put in bathrooms; 
people put in heating plants; and praised God for the 
inventive genius who developed these boons to civiliza- 
tion. But the oft-repeated story of bathrooms and 
heating plants told in pictures and print soon palled, 
and the next step had to be taken. And in that next 
step the organ-grinder-monkey master plumber was 
created. This type of master plumber was sent by the 
wholesaler, and in many cases by the manufacturer, into 
the homes to impress consumers grown callous to the 
advertising story. At the behest of the organ-grinder 
wholesaler he talked the home owner into the extra 
bathroom or changing of a hot air heating system into 
a radiator heating system. But like the organ-grinder’s 
monkey, as soon as he got the money, the wholesaler 

"What's your idea for a cartoon? The idea for the cartoon on this 


page was suggested by W. G. W., Tulsa, Okla Readers who send 
in ideas acceptable for future cartoons will receive the original drawing. 
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“I feel that there is one thing I should tell you about your 
new stoker, Mrs. Wimple, the coal goes in here, it isn’t a 
clothes hamper 


man who owns. them. 
These are the 
who set the 


master 
plumbers 
prices for which we free 
master plumbers sell our 





merchandise and 
These are the men 
who make the plumbing 
industry the place it is. 

“i can 


SCTYV- 


ces, 


well imagine 
the indigation of the free 
monkeys in the jungle 
when they saw one of 
their brothers 
from his security and his 
freedom by the blandish- 
ments of the 
grinder with a_ banana. 
How they must have 
laughed as they saw their 
erstwhile brother, dressed 
in his red suit, on the 
end of a string! We free 
master plumbers won- 
der, too, how it is that a 
sensible man can _ be 
coaxed into the position 
of an organ-grinder mon- 
key by his sources of supply. It amazes us to see him 
at the end of a string seeking opportunities to work only 
to turn the proceeds over to the wholesaler who owns 


Ct axed 


organ- 





oe 


him body and soul. 


“Could the free monkeys in the forest release their 
brother in bondage and get him off the hand-organ by 
communicating with the organ-grinder and asking him 
if he won’t please cut the rope? Can we free master 
plumbers release our brothers from bondage by asking 
our sources of supply if they won't please cut the rope 
and release them? If the organ-grinder were ap- 
proached by the monkeys he would naturally reply that 
once he took the red suit off the monkey and released 
him, he’d have to go out of business, because people 
were long since bored with his music. If we approached 
our sources of supply and asked them to release their 
organ-grinder-monkey master plumbers, they'd tell us 
quite frankly that once they released the monkeys they'd 
have to go out of business, because people are sick of 
their music, too, and they can’t afford to do the selling 
jobs themselves. They don’t like red suits for them- 
selves. 

“Aren’t we wasting our time conferring with, plead- 
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ing with, and admonishing the organ-grinder wholesaler 
who lives on the money the organ-grinder-monkey mas- 
ter plumbers bring in? Won't we be better off—we 
free master plumbers—to give up the idea of releasing 
our brother master plumbers from bondage and _ see 
what we can do for ourselves? 

“If organ-grinding is profitable, let’s go in that busi- 
ness ourselves; and if we can't go in that business, let 
us get set so that we can meet the competition of the 
monkey master plumber on the end of the wholesalers’ 
string. We can safely assume that as long as there are 
organ-grinders, there will be monkeys on a string, to 
dress up in red suits with little red caps. We can also 
assume that as long as the plumbing industry exists 
the way it is now organized, there will be wholesalers 
with monkey master plumbers on a string. We may 
also assume that, like the monkey on the organ box, 
the monkey master plumber will be willing to work for 
a banana at night, and a box full of excelsior to sleep in. 

“We free master plumbers have been in existence 
for 55 years. We have exhorted, we have pleaded with, 
and we have admonished our sources of supply to wake 
up and realize that their business interests lie in keep- 
ing master plumbers free, independent, and active. They 
haven’t listened to us, so what will it profit us to con- 
tinue our tactics of the past? I don’t have to tell you 
that the solution lies in our own hands. All we need 
is membership, and some money to put the plan in 
effect. Just as free monkeys in the trees only need 
coconuts, and the courage to throw them, in order to 
retain their liberties; just so all we need is the money 
and the membership. 

“T don’t have to pull out a blueprint and specifications 
of this plan. You know very well what it is. Even 
monkeys are smart enough to realize that they’ve got 
to bring the cocoanuts up into the tree before the organ- 
grinder sees them, because if he suspects that there is 
a flock of cocoanuts ready to descend on his head he'll 
put on a steel helmet. We'll have to be smart enough 
to know that we can’t reveal our plans, or the hunters 
for organ-grinder-monkey master plumbers will lay in 
an extra stock against the day when their present sup- 
ply will be exhausted from overwork and under-nour- 
ishment. 

“T said in the beginning of my address that the mas- 
ter plumbers in Illinois aren’t afraid of facts, and aren’t 
afraid of new ideas. I said further that they were an 
ingenious and inventive group. Bend your energies on 
the accumulation of membership. Exert your ingen- 
uity in the development of plans, and you'll have noth- 
ing to worry about. But don’t forget that what we 
have tried in the past didn’t work; so let us not waste 
any time pursuing that path any longer. 

“No plumber can do a job without tools. No asso- 
ciation can do a job without tools. Whatever the plan 
may be, there are three essentials to its successful at- 
tainment; (1) money, (2) membership strength, and 
(3) the determination to succeed. To translate dreams 
into reality; to translate hopes into events, and to 
achieve what we want—the right to conduct an inde- 
pendent business and the possibility of a profit—the 
three tools I have spoken of are needed, and must be 
present to carry any plan, whatever it may be, to a 
successful conclusion.” 
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Time Has Proved Them 
Long Lived, Dependable 


Many valves look and work well when new. 
But what will they be like after years of serv 
ice! 

Although Fairbanks Valves were installed 
many years ago throughout the 43-story Ho- 
tel New Yorker, New York, they are still giv- 


ing satisfactory service. 


Fairbanks Valves have proved their worth 
in so many hundreds of buildings that you 
are absolutely safe in specifying them. They 
are backed by a house with ample resources 
and more than half a century of reputation 
for square dealing. 


Write for Catalog No. 21. 


THE FAIRBANKS COMPANY 


Valves, Dart Unions. Hand Trucks and 
Wheelbarrou s 


395 Lafayette St., New York, N. Y. 


Boston, Pittsburgh—Distributors in Principal Cities 
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SITUATIONS OPEN 
WANTED SALESMAN 


to represent Chicago manufacturing agency in 
the states of Michigan and Indiana. he man 
we select will have to be experienced in the 
lumbing and heating supply business and must 
ena the jobbers in their state. Would prefer 
men who are residents of the states they want 
to cover. Our lines are known nationally. 
This is a great opportunity for men who will 
work. Write advising experience, responsi- 
bility and age. Salary and commission. Ad- 
ress Key 350-D, “Domestic Engineering,” 
1900 Prairie Avenue, Chicago, Illinois. 


BUSINESS IMPROVING | 


An excellent opportunity for an honest and 
industrious man with a following amongst 
master plumbers in the New England states 
to handle a reasonably-priced line of specialties 
and brass goods to the plumbing trade. Ex- 
7 and past connections in the first 
etter. 








JEPCO MFG. CO. 
146 Tyler St. Boston, Mass. 





SITUATIONS WANTED 





AIR CONDITIONING ENGINEER DE- 

sires connection with heating and 
plumbing contractor to initiate air con- 
ditioning department. Capable of han- 
dling sales, design and _ installation 
Future possibilities of major interest 
37 years of age, single, available May 
Ist. Address Key 356-D, “Domestic 
Engineering,” 1900 Prairie Avenue, 
Chicago, Illinois. 


PLUMBING ESTIMATOR AND A 
GOOD BUSINESS GETTER 


desires position with substantial firm where 
hard work, efficiency and thorough knowledge 
will be appreciated. Good education; practical, 
wide experience in designing and handling lay- 
outs; twenty years with leading firms. Any 
reasonable proposition considered. Metropoli- 
tan New York City preferred. Address Key 
355-D, “Domestic Engineering,” 1900 Prairie 
Avenue, Chicago, Illinois. 


EXPERIENCED PLUMBER AND 
_Steamfitter desires permanent posi- 
tion with industrial or municipal con- 
tractor. American, married, age 23, 
sober. Excellent references. Go any- 
where. Address Key 352-D, “Domestic 
Engineering,” 1900 Prairie Avenue, 
Chicago, Illinois. 
TRAVELING SALESMAN, WITH VAST 
engineering experience. Wishes po- 
sition. Wholesaler, manufacturer. Not 
merely a salesman, but understands 
the contractors’ practical problems 
thoroughly. Anywhere. Address Key 
353-D, “Domestic Engineering,” 1990 
Prairie Avenue, Chicago, Illinois. 


EXPERIENCED OIL HEATING ENG! 

neer and burner salesman, 40, desires 
connection with manufacturer or dis- 
tributor. Understands fuel oil and mat 
keting. Address Key 360-D, “Domes- 
tic Engineering’ 1900 Prairie Avenu 
Chicago, Illinois. 


MECHANICAL GENERAL SUPPERIN- 

tendent, expert on plumbing, heatine 
and kindred lines, desires positio) 
Reliable firms interested please con 
municate with Key 361-D, “Domesti: 
Engineering,” 1900 Prairie Avenue, C} 
cago, Illinois. 


AMERICAN — PROTESTANT OF 30 

Eight years’ experience in plumbing 
and heating job shop. Also fireman and 
stationary engineer. Will work as 
mechanic or helper in any similar lines 
for more experience and advancement 
Have tools and car. Will go anywhere 
for good job. Strictly sober, honest and 
reliable. Address Key 341-D, “Domes- 
tic Engineering,” 1900 Prairie Avenue. 
Chicago, Illinois. 





























March, 1937 


DOMESTIC ENGINEERING 


19] 








insertion. 


Chicago, Illinois. 





RATES FOR CLASSIFIED ADVERTISEMENTS 


Eights cents per word, including heading and address. For keyed 
address count seven words. Minimum advertisement, $2.00 per 
Cash must accompany order. 
advertisements in this section write to Classified Advertising De- 
partment, DOMESTIC ENGINEERING, 1900 Prairie Avenue, 


For rates on bold face 














REPRESENTATIVES WANTED 


FOR SALE 








REPRESENTATIVE 
WANTED 


Well established manufacturer of merchant 
steel pipe desires a capable and experienced 
man to take full charge of New York sales 
office. Previous experience and a good per- 
sonal following are essential. Give complete 
facts, personal history and salary expected in 
first letter. Address Key 358-D, “Domestic 
— 1900 Prairie Avenue, Chicago, 
inois. 





LINES WANTED 





MANUFACTURERS’ REPRESENTA- 

tive wants toilet seat and cast brass 
lines for eastern Pennsylvania, southern 
New Jersey, Maryland, Washington and 
Virginia, Address Key 351-D, ‘“Domes- 
tic Engineering,’ 1900 Prairie Avenue, 
Chicago, Illinois. 


MANUFACTURERS ATTENTION 


Manufacturers’ Representative with 
established sales organization desires 
additional lines of responsible manu- 
facturers for Illinois, Michigan and 
Wisconsin. Address Key 348-D, 
“Domestic Engineering,” 1900 Prairie 
Avenue, Chicago, Illinois. 








AGENCY WANTED. TWO SALES EN- 

gineers having fifteen years experi- 
ence in selling contractors and jobbers 
heating specialties and equipment, New 
York territory, desire new accounts 
with more aggressive manutacturers of 
heating and plumbing equipment. Ad- 
dress Key 349-D, “Domestic Engineer- 
ing,’ 1900 Prairie Avenue, Chicago, IIlli- 
nois.,. 





WANTED—A GOOD LINE OF TOILET 

seats for metropolitan New York by 
experienced salesman with plumbing 
supply jobbers and hardware jobbers 
following. Address Key 339-D, “Do- 
mestic Engineering,” 1900 Prairie Ave- 
nue, Chicago, Illinois. 





ATTENTION! MANUFACTURERS! IF 
you want daily representation in all 
metropolitan area by a sales builder it 
will pay you to inquire. Address Key 
340-D, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago, Illinois. 





LINES TO HANDLE 





SALESMEN — DEALERS — DISTRIB- 

utors. Why not sell an oil burner 
with exclusive features? Patented auto- 
matic draft on the Heatseal Oil Burner 
saves 25% in oil, which is really some- 
thing to talk about. Write Crystal Re- 
frigerator Co., Dept. C, Fremont, Nebr. 


SIDE’ LINE. HEATING APPARATUS 

that makes good. Add a substantial 
bonus to your weekly pay-check. Good 
opportunity. Address Key 354-D, “Do- 
mestic Engineering,” 1900 Prairie Ave- 
nue, Chicago, Illinois. 








FOR SALE IN FLORIDA—PLUMBING- 


heating-sheet metal business estab- 
lished 17 years. General Electric Re- 
frigerators, Oil Burners, Pumps. Do 
not reply unless interested in best 
Florida has to offer. Address Key 
282-D, “Domestic Engineering,” 1900 


Prairie Avenue, Chicago, Illinois. 


FOR SALE IN COLORADO. PLUMB 
ing and heating business established 


thirteen years, Electric ranges and 
water heaters, stokers, pumps. Priced 
right for cash. Address Key 35%-D, 


Engineering,” 1900 Prairis« 


Illinois. 


“Domestic 
Avenue, Chicago, 
FOR SALE—ONLY PLUMBING SHOP 

in growing eastern Oregon town. 
Well equipped with plumbing, heating 
and sheet metal tools. Doing a nice 
business. Address P. O. 686, On 
tario, Uregon. 


Box 


FOR SALE, PLUMBING AND HEAT- 

ing business—in one of the best small 
cities in Michigan. Established eight- 
een years. Over 150 good homes built 
last year. About 60 under construction 
now. Must retire on account of health. 
A bargain for a “live” man with a 
little money. Address Key 344-D, ‘Do- 
mestic Engineering,” 1900 Prairie Ave- 
nue, Chicago, Illinois. 





WANTED TO PURCHASE 





WANTED TO PURCHASE ESTAB 

lished pipe, valve and fittings jobbing 
concern in industrial area. Full partic 
ulars. Address Key 357-D, “Domesti: 
Engineering,” 1900 Prairie Avenue, Chi 
cago, Illinois. 





MISCELLANEOUS 


ARE YOU QUALIFIED? 
Ask yourself this question: 





Can I give an Engineered Job to my Cus- 
tomer, or Employer? Don’t be like the firm 
whose Foreman installs scores of jebs, but 
freely acknowledges he knows nothing about 
heat losses, friction, pipe sizings, flow of fluids, 
trouble shooting, etc. Let us help you get 
down to fundamentals. The School Trains you 
in your Own Home, Personal, Clear, Direct, 
by Home Study. This is our 27th year of suc- 
cessful Educational work. Write us today for 
full information of Courses interested in, no 
obligation—Do it Now. 


] Heating and Ventilating Engineering 
[}) Steam and Het Water Heating 

(] Air Conditioning & Refrigeration 

_}) Plumbing and Sanitary Engineering 
,] Estimating and Contracting 


ST. LOUIS TECHNICAL INSTITUTE 
4541 Clayten Ave. St. Leuis, Me. 





WATER PUMPED WITH RIFE 
RAM 


from spring, creek or artesian well having 2-ft. 


fall or more, flowing 2 gallons per minute or 
more. Positive Air Feed Regulation absolutely 
prevents Air Chamber filling up with water. 
High Base Construction .. . all-important and 
exclusive Rife feature. Rife Rams nationally 
advertised. Guaranteed. Send for Catalog and 
agency proposition. Rife Ram & Pump Works, 
Box 24, Waynesboro, Virginia. 


WITH 
HAROLD ELECTRIC 
MODEL E THAWER 


Denver plumber in winter of 1929-30 
thawed 300 services, $3,000.00 worth 
of business. A GOOD INVESTMENT. 
Order yours and really make money. 
Order now before the next freeze. 


HAROLD ELECTRIC CoO. 
Walla Walla Washingten 


PLUMBERS’ BIN LABELS 


@ 1::: | 


Send for free samples and prices for plumbers’ 
bin labels, Metal Card Holders, Celluloid Card 
Protectors and Blank Cards. Haddon Bin Label 
Co., Haddon Heights, N. J. 


PIPE COUPLINGS 


We can turn your old surplus pipe couplings 
into CASH or, if you need pipe couplings we 
can supply you from stock AT A SAVING. 
Write 


Russell F. Kleinman 


JOB TICKETS, TIME SHEETS 


Contract Blanks, Estimate Sheets, Let- 
ter Heads, Social Security Pay En- 
velopes and other printed forms for 
plumbers our specialty. Reasonable 
prices and prompt attention to in- 
quiries and orders. Write for samples. 
LOUIS FINK & SONS CO. 
Trades Building, Laurel Springs, N. J. 








USE THE CLASSIFIED ADVER- 

TISING SECTION to get what you 
want. If you are looking for compe- 
tent employes; or if you contemplate 
a change in position, have a patent 
for sale; wish to purchase or sell a 
plumbing and heating business; sec- 
ond-hand machinery or tools; form a 
co-partnership, ete., your advertise- 
ment on this page will put you in 
touch with the people you desire to 
reach. The cost of insertion is eight 
cents a word, and may mean many dol- 
lars to you. Address classified adver- 
tisements to The Classified Advertis- 
ing Department, “Domestic Engineer- 
ing,” 1900 Prairie Ave., Chicago, IIL 














Adams Engineering Co., Ine 

Air Conditioning Blue Book 
Alberene Stone Corp. of Virginia.. 
American Brass Co 

American Gas Association 
American Gas Products Corporation 


American tadiator Company 
102, 103, 104 and 


tolling Mill Company, 


aatieiieten Industries, *...12 and 13 
Armstrong Bros. Tool 

Armstrong Mfg. C 

Ayling & Reichert Co 


jarber Gas Burner Co. 

Jarnes & Jones, Inc 

Beaton & Cadwell Mfg. Co., The... 
Seaton & Corbin Mfg. Co., The 
Beaver Pipe Tools, 

Bell & Gossett Co 

tethlehem Steel Company 

Black & Decker Mfg. Co., 
Burnham Boiler Corp 

Burnley Battery & Mfg. 


Case & Son Manufacturing 
A 


Century Electric 

Century Engineering Corp., The... 

Chalmers Oil Burner C 

Chase Brass & Copper Co., 

Chicago Faucet C 

(Church Mfg. Co., 

Clayton & Lambert Mfg. Co 

Combustioneer Division of the Steel 
Products Engineering Co 

Commercial Credit Company 

Consolidated Brass Co 

(Crane Co. 


Dayton Pump & Mfg. Co., The.... 43 
Decatur Pump Co 163 


Delaware, Lac kawanna & Western 
Coal Co., The 18 


Delco-Frigidaire Conditioning Di- 
Vision, General Motors Sale ‘s Cor- 
poration , and 

Deming Co., 

Detroit Lubricator Co 


Kagle-Picher 
Elkay Mfe. C 
Excelso Products 


Fairbanks Company, The 
Fairbanks, Morse & Co 
Fitzgibbons Boiler Co. 
Fretz-Moon Tube C 


Gardner-Denver Co 

General Electric Co., 
ing Department 

General Motors Sales Corporation, 
Delco-Frigidaire Condit ioning 
Division . 8&8 and 9 

Gerstein & 
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Da. 


Giant 

Goulds Pumps, 
Graham & Co. Inc., 
Grinnell Co., Ine.... 


.Back Cover 
._Inside Back Cover 


Hays Mfg. Co 
Healy-Ruff Company 
Hindley Mfg. Co 
Hoffman Specialty 
Hotel Andrews 
Hotel Biltmore 
Hotel Bismarck 
Hotel Lord Baltimore 
Hotel Philadelphian 
Hotel President 
Hotel Tuller 


Ideal Commutator Dresser Co 
Imperial Brass Mfg. Co 
International Harvester Company. 
International Nickel Co., Inc., The.. 


Jarecki Mfg. Co 
Jones & Laughlin Steel Corporation 


Kainer & 

Keasbey & Mattison Co. 
Kennedy Valve Mfg. Co 
Kewanee Boiler Corp. 
Key Company 

Kitson Company 

Kleensan Corp. 

Kohler Co. 

Kol-Master ¢ eenetetion 
Kupferle Foundry Co., John 


Lavelle Rubber Co 
Linde Air Products Co., 
Little Mfg. Co., The M. 


Maid-O’-Mist, Inc. 

Marsh Corp., Jas. P 

May Oil Burner Corporation 
McDonnell & Miller 

Milwaukee Valve Co 

Minneapolis - Honeywell Regulator 
Modine Manufacturing Company.. 
Mueller Brass Co 

Mueller Co. 

Myers & Bro. Co., 


Nash Engineering Co 

National Tube Company 
Never-Split Seat C 

Northern Indiana Brass Co 

Nye Tool & Machine Works....... 


Paine Company, 

Parmelee Manufacturing Corp 
Penberthy Injector Co 

Phillips Corporation 
Pittsburgh Tube Co 

Powers Regulator Co., 
Practical Instrument Co 
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Radiator Specialty Company 
Reichert Float & Mfg. 
Republic Steel Corp 

Revere Copper & Brass, Inc 
Ridge Tool Co., 

Ruberoid Co., 


San-Equip, Inc. 
Sarco Co., 
Scott-Newcomb, 
Scully Steel Products Co 
Sherman Mfg. Co., H. 
Sherwood Brass Works............ 138 
Silent Glow Oil Burner Corp., The 
98 and 99 
Slater Manufacturing Co.... 
Smooth-On Mfg. 
South Chester Tube Co 
Speakman Co. 
Standard Sanitary Mfg. Co 
Steel Products Engineering 
Combustioneer Division ; 


Sterling Engineering Co 
Streamline Pipe & Fittings 
Division Mueller Brass Co 


Toledo Pipe Tareséing Mac hine Co., 
The 


*oenernee ee e*eeneeee 


rr 


Trane Company, 
Trimont Mfg. Co., 


Uniflow Mfg. 
Union Carbide and Carbon Corp... 
Unique Mfg. Co., Inc. 
United States Sanitary Mfg. Co.. 
United States Steel Corp....46 and 1%4 
Scully Steel Products Co..... 46 
National Tube Company 
Export Distributors: 
United States Steel Prod- 
ucts Co. 
Pacific Coast Distributors: 
Columbia Steel Co.. 


Vogel Co., Jos. 


Walworth Company 

Warnock Mfg. Co 

Waterfilm Boilers, 

Watts Regulator Co 

Wayne Oil Burner Corp 

Webster & Co., Warren 

Weis ~erepey penned Co 
BEOGEY cccas 

Wheeling Steel Cc orporation 


Whitehead Metal Products Co. 
i eR” Ee se ee 


Wolverine Tube Company 

Wood Industries, Inc., 
Worcester Brush & Scraper Co.. 
Wyckoff & Son Co., 


Zurn Manufacturing Co., J. 
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'@ NEW PATTERNS 

P@ NEW OVER-SIZE 

| STEMS 

| @ NEW DEEP a 

| STUFFING BOXES ~~ 

| @ NEW STREAMLINE © 

| PorTS 2 

" @ NEW HEAVY CARBON ~ 

| MOLYBDENUM = 

Sh ge 
Basin WALWORTH STEEL GATE VALVE 


UNRETOUCHED PHOTOGRAPH OF 
VALVE TAKEN FROM STOCK 


New Walworth Series 150 and 300 Steel Gate Valves are 
now available. All of the latest engineering features 
have been included in the design of these Valves. 
These Valves are a worthy addition to the Wal- 


worth complete line of quality Valves and Fittings. 


VALVES 
FITTINGS 


and TOOLS 
we S&S RFCS Co BPA eS j1BG Be 26 fier - £ RRB! eho ees wee 


‘2nd STREET. NEW YORK Backed by CITIES THROUGHOUT THE WORLD 
95 Years’ Service 
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Goodbye to Scale trouble! . . 


install NATIONAL SCALE FREE PIPE 


SE Nationa. Scale Free Pipe, 
U and get rid of costly trouble 
caused by mill-scale. You'll be bet- 
ter satisfied, and so will your cus- 
tomers. 

Every bit of scale is removed 
mechanically from NATIONAL Pipe 
(butt-weld sizes % to 3 inches). 
Inside and out, it’s as clean as a 
whistle. In this pipe there’s noth- 
ing to damage valve seats, clog 
small orifices, injure meters, or 
otherwise harm service. 


IT’S SPELLERIZED 
—to resist corrosion 
The removal of this mill-scale from 
both the inside and outside sur- 
faces, plus the special Spellerizing 
Process, gives Nationa. Scale 
‘ree Pipe extra resistance to cor- 
rosion. The uniform, strong, duc- 
tile steel and the good threading 
qualities of NarionaL Pipe save 
installation cost and labor—make 
the job easier and quicker. 

You'll find this trouble-saving, 
money-saving product not only a 
good pipe to work with, but also a 
good pipe to recommend. Try it! 


NATIONAL 


Scale Free 


PIPE 


Clean inside and 
out. We remove 
mill-scale me- 
chanically—this 
much froma 
length of 3-inch 
pipe 20 feet long. 


_ 
L TUBE COMPANY 


PITTSBURGH, 


Columbia Stee! Company, San Francisco, Pacific Coast Distributors + United States Stee! Products Company, New York, Expert Distributors 


Umea neew wortALILES STEEL 





